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An Inkstand Set by Paul Lamerie About 1729 
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HONORS GO TO J. J. SWEENEY 
ON THEIR CINDERELLA WINDOW 
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A recent window display of the J. J. Sweeney Jewelry 
Company, Houston, Texas, featuring our Cinderella 
pattern, looked so good to us that we asked for the 
photo reproduced above. Note the simple artistic 
arrangement of the silverware and the effective use 
of the display cards. 


If you have a display that can beat this one—or 
for that matter, tie it—send us a photograph for our 
collection of good Gorham windows. 


THE GORHAM COMPANY 


SALES AGENT 
GORHAM MANUFACTURING COMPANY 
GORHAM-WHITING DIVISION, Providence, R. I. KERR DIVISION, Newark, N. J. 
DURGIN DIVISION, Concord, N. H. 
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A Word About Directoire Jewelry 








By S. Rosenbaum 

















(THE period following the French Revolu- 
tion with its widespread social and 
political readjustments has many points in 
common with our own time, and there are 
curious analogies to be noted in the fashions 
of both. France had shaken off the night- 
mare of the reign of terror. A reaction had 
set in towards beauty and grace in the 
various arts and ornaments of life. It was 
a sort of second Renaissance. Many went 
madly gay; wild mirth and lavish splendor 
succeeded the gloom and simplicity of the 
Revolution. 

Mercier gives us a vivid account of those 
early days of the Directoire period. “Watch 
chains of mixed diamonds and pearls are 
worn on every side,” he says; and he notes 
with approval the conduct of the hungry 
poor, who gaze at the jewels exhibited in 
shop windows, and respect the thin partition 
of glass which separates them from the 
costly spoil. The newspapers of this time 
began to devote some space to chronicling 
fashions, and the jewels that were in favor 
with the Incroyables and the Merveilleuses. 
A taste for classic garments distinguished 
the ladies of that day, and the fashion of 
their jewels partook of the craze for the 
antique. Cameos on stone or on shells were 
for a time preferred to gems. They were 
worn on the shoulders, round the neck, in 
the ears, in girdles, in bands for the hair. 
We read of Mme. Tallien visiting Barras 
in a muslin gown, the ample folds of which 
fell like those of a Greek tunic. 

The sleeves were fastened by antique 
cameos at the shoulders, the girdle was en- 
tirely composed of cameos. She wore no 
gloves, but on one arm glittered a serpent 
of gold and enamel, the head of which was 
fashioned out of a single emerald. A taste 
for gold ornaments of Pompeiian design was 
also developed under the influence of the 
contemporary artists. Davie, Prud’hon and 
Gerard. 

There was extraordinary transparency and 
scantiness of the ladies’ draperies in the 
early days of the Directoire. At one of 
Frascati’s famous balls Mme. Tallien’s gold 
garters gleamed through the diaphanous 
texture of her dress; rings adorned every 
toe of her stockingless feet, shod in purple 
sandals. Les Merveilleuses, Mercier tells us, 
wandered in public gardens during the sum- 
mer, clad in thin pink silk knickerbockers 
and a single transparent white garment, 
through which was visible the flame of 
diamond bands encircling their thighs and 
clasped above the knees. The influence of 
English travelers through France helped 
check the license of fashion which had begun 


to rouse the indignation of the soberer 
French folk. Arms still remained bare but 
the bust was covered. Black bracelets, 
studded with diamonds, became fashionable. 
Watches were all the rage; enamelled 
watches, suspended from gold and jewelled 
chains. Mme. d’Abrante’s account of the 
salons of the Directoire, speaks of a “gold 
chain from which was suspended an en- 
amelled watch of Leroy.” Earrings with 
triple pendants of pearls or diamonds and 
cameo earrings continued long in vogue. 
The poorer women followed the fashion set 
by the wealthier ones by wearing carnelian 
and agate carved in relief. Large eyeglasses 
with tall handles were mounted in mother- 
of-pearl, tortoiseshell or gold and _ silver. 
Pins of various shapes were the most popular 
of all ornaments. A number of L’Arlequin, 
published in 179°, devotes a special article 
to the description of fashionable pins—gold 
pins, enamel pins, diamond pins, cameo pins, 
imitation cameos and agate pins for the 
multitude. 

A sentimental vein distinctly marks the 
period and finds expression in hair jewelry. 
The locks of departed friends were braided 
and twisted into every sort of personal 
ornament. “There never was,” says Mme. 
Genlis, “an age so sentimental as ours; brace- 
lets, rings, initials, charms, girdles, made of 
hair. Our grandfathers and grandmothers 
knew nothing of this touching prodigality of 
hair.” 

The Directoire merged into the Consulat, 
and fashions under the leadership of 
Josephine became more brilliant and grace- 
ful. The wife of Napoleon had a perfect 
taste in dress, and spent money with a 
lavish hand. Indeed, we have his letters 
upraiding her inordinate extravagance. She 
had a passion for jewelry—for pearls and 
diamonds especially. She bought over 
£40,000 of pearls and on gala occasions 
always appeared - wearing a profusion of 
gems. Mme. de Remusat describes her on 
one occasion when she was still plain Mme. 
Bonaparte, standing in the Invalides by her 
husband’s side, in full daylight, clad in pale 
pink net, scintillating with gold and silver 
stars, her hair wreathed with ears of corn 
wrought in diamonds. This headdress of 
diamond ears of corn was a favorite diadem 
with Josephine, and the ladies of the court 
adopted the fashion. Diadems of diamonds 
or other precious stones, high combs en- 
crusted with gems, standing upright on the 
head, were brought in by Josephine and her 
daughter Hortense. Kotzebue describing 
fashionable dress of that time says, “Evening 
attire was very simple, neither paint nor 


powder was worn, the hair was somewhat 
dishevelled, a diadem of gems, a tunic of 
lace, no bodice to speak of, no hoops, and 
a quantity of flowers were much affected.” 

Never guilty of the excesses of the 
Merveilleuses, Josephine’s passion for bril- 
liancy and luxury stimulated the fashion for 
costly ornaments. The ladies of the Con- 
sulat wore no toe-rings, but they wore them 
on every finger, they wound gold chains 
six or seven times around their throats; 
lockets encrusted with diamonds and weighty 
watches dangled from these chains. Three 
or four bracelets were worn on each arm. 
Diadems and long gold pins decked the 
hair and cameos crowned the brow. 

Of girdles these were two in fashion. The 
Venus girdle for young matrons, worn just 
below the bust, and the Diana girdle for 
young girls, fastened lower down the waist, 
made of gold and cameos and diamonds. 








Example of Enormous Rise in Pearl 
Values 





FROM the Eiffel Tower, Paris, the well- 

known pearl expert, M. Rosenthal, de- 
livered a broadcast lecture on pearls, re- 
cently. From the printed report published 
by La Perle we gather the following: 

“I was invited, a while ago, to drink tea 
at the home of the Marchioness of C ’ 
This lady possessed a magnificent collection 
of jewels, valued at several millions, which 
she showed me piece by piece. My atten- 
tion was held by a pair of pearl earrings, 
small, as the weight of each pearl was not 
over twenty grains, but perfectly round and 
wonderfully rosy; that is to say, of admir- 
able quality. 

“Would you do me the pleasure of valu- 
ing these pearls?’ inquired the marchioness. 
‘Absolutely enthused over the beauty of 
these pearl ear-pendants, I replied: Value 
them, Madam, I will do more. My value 
will include a _ real offer.’ I examined 
minutely the two rosy pearls and I declared 
to the marchioness that I offered her 350,- 
000 francs. I will not hide the fact that 
this figure provoked violent emotion on the 
part of my hostess. Overcoming her sur- 
prise, she understood mine was no pleasan- 
try. ‘You would hardly believe me,’ she 
said, ‘that of all my jewels these ear-pen- 
dants are the only ones I know the cost 
price of. Forty years ago my husband took 
me to Boucheron’s and let me choose what 
pleased me most. I took these pearls. He 
paid for them, before my face,—just guess? 

2,500 francs.’”—C. W. C. 











Morris Rosenblum, of the Philadelphia 
Jobbing House, 715 Sansom St., has left 
for an extended trip to California. He will 
visit the trade there, and thus combine a 
business and pleasure trip. 
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When Moonstones Were in Vogue 











(Written Expressly for THE JEWELERS’ CIRCULAR) 














Asour 35 years ago the moonstone sud- 
denly attained a popularity that placed 
it at the head of all the semi-precious stones 
in the jewelers’ catalogue of the time. Not 
alone was it used in the buttons and studs 
of masculine accessories but the rapid favor 
which it enjoyed brought it into combination 
with diamonds and other gems oi the first 
importance. It would be hard to find an 
analogy in modern times of the use of stones 
of such commercial insignificance with those 
of the highest value. 

The neutral tints of the moonstone, how- 
ever, admirably adapted it for use in con- 
junction with brilliant and colorful jewels 
of the first rank. It set up no rival func- 
tions to these, and used together they created 
an ensemble at once harmonious and piquant. 

The moonstone also lent itself readily to 
the craft of lapidary. Its translucent opacity 
was favorable to interesting results in carv- 
ing and thus the glyptic art, uncommonly 
employed in precious stone jewelry, became 
a factor in the new vogue. 

Next to diamonds, pigeon blood rubies 
were mostly used in this type of jewelry, 
these providing the most vivid contrast to 
the hazy sheen of the moonstone. In 
cheaper wares garnets were pleasingly in- 
troduced as substitutes. 

It must be conceded that the jeweler of 
the period accomplished no great tour de 
force with his interesting material. The 
designs were usually monotonous, but as 
this class of ornament appealed mostly to 
an exacting class of purchasers the work- 
manship was in the main excellent. 

True to its lunar suggestions the moon- 
stone was most often carved with a jocund 
face representing the proverbial man-in-the- 
moon, with shimmering rays of diamond 
mélée as a nimbus. This was varied by a 
representation of “Old Sol” surrounded by 
a diamond sunburst. Sometimes the cres- 
cent moon was shown in diamonds with the 
moonstone head in profile. 

Moonstone cherubs with diamond wings 
were favorite brooches. Another type of 
brooch was a harp with a moonstone mer- 
maid and diamond frame. Other types were 
moonstone hearts or double hearts sur- 
mounted by bowknots, lover’s knots, crowns 
and stars in diamonds sometimes combined 
with rubies. Besides the moon motif scarf 
pins represented heads of Punch or Judy 
in moonstone with jeweled or enameled 
caps. In utilitarian articles moonstone was 
largely employed in link buttons, studs, etc., 
and safety pins were embellished with 
clovers and shamrocks, sometimes with a 
small central ruby for a drop of color. 

A fiction that was fostered by the jewelers 
of the time gave the moonstone the title 
of “lucky stone.’ Naturally many of the 
emblems of superstitution became embodied 
in the designs, most prominent of all being 
the four-leaf clover which appeared multi- 
fariously. 

Although these fashions have passed their 
record contains a provocative interest that 
may be of value to present day designers. 


The use of the moonstone inevitably sug- 
gests a combination of the brightest colors 
of the lapidary and the enameler. The lat- 
ter, in particular, should find its nebulous 
rays a challenge to his palette and an offer 
ot a background for an art largely fallen 
into desuetude.—S. R. 








Italy’s 16th Century Jewelry Revival 





T° give the pith of an interesting sub- 

ject in a few words is a difficult task. 
Robert Elward, in his booklet “On Collect- 
ing Miniatures, Enamels, and Jewellery” 
(London: Edward Arnold) affords a use- 
ful resumé of the topic named in our title. 
He says: 

“The dawning of the 16th century caused 
a great revival in the jeweler’s art, as in 
1500 Benvenuto Cellini was born, who raised 
it to the height of perfection. Of him his 
contemporary, Vasari, wrote in those glow- 
ing terms: ‘Cellini, a Florentine citizen, 
now a sculptor, had no equal in the gold- 
smith’s art when devoting himself to it in 
his youth, and was perhaps for many years 
without a rival. He mounted precious 
stones so skilfully, and decked them in such 
marvellous settings with small figures so 
perfect and sometimes so original, and with 
such fanciful taste, that one could not 
imagine anything better. He also mounted 
with rare talent a diamond cut to a point, 
and surrounded by several young children 
carved in gold.’ For a time Cellini resided 
in France, where he was in the service of 
Francis I, for whom he executed many 
works of art. Returning to Florence, he 
was employed by Duke Cosmo de Medicis, 
‘who at once required of him several works 
in jewelry, and afterwards in sculpture’ 
Unfortunately the greater number of Cel- 
lini’s works in the goldsmith’s art have 
been either destroyed or cannot now be 
distinguished from those of his followers, 
upon whom the Italian taste, together with 
his great genius, exercised a powerful in- 
fluence. For certainly more than a hundred 
years the goldsmith’s art followed faithfully 
in the footsteps of this celebrated master; 
and his influence can be seen in the beautiful 
pendants represented in the pictures by 
Holbein and other contemporary painters as 
worn by Henry VIII’s numerous Queens 
and the great ladies of his court, as well as 
those of Edward VI and Queen Mary. 

“The artistic style of Cellini was essen- 
tially pagan, and of a period when the 
mythological element was introduced every- 
where. This is especially to be seen in the 
works of art made by him and his followers, 
in which figures of gods and goddesses, 
satyrs and grotesque animals, are introduced 
in pieces of jewelry and plate. The reason 
why so many jewelled pendants of this 
period are remaining is that they were worn, 
not only by ladies, but also by men, sus- 
pended from the collars they wore over their 
dresses, or from the chains attached to their 
hats.”—C. W. C. 
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Parure, a New Fashion Periodical 





WE are just in receipt of the first issue 

of a new journal of fashion entitled 
Parure, with Paris as its source of publi- 
cation. In its artistic make-up (elegant 
title page, each page with colored border, 
etc.) the public interested in the succeeding 
fashions must be attracted by it. Of 
course, the quality and suitability of the 
continuous contents will regulate future 
popularity. 

The premier number, in its 32 pages, 
abounds in bold illustrations. Its artistically 
selected type face in brown ink impression 
is alluring. 

As its title indicates, this is no jewelry 
publication. The French word “parure” has 
wide intent; attire is perhaps best transla- 
tion, but dress, finery, adornment will be 
found in the dictionary definitions. Per- 
haps the best explanation of this publica- 
tion’s propaganda may be found in its own 
statement on page 7. Here, the first para- 
graph says for itself that Parure: “is an 
artistic and industrial review introduced by 
the Société des Publications Corporatives: 
it is the outcome of the close collaboration 
between industries touching upon gold and 
silver plate, fancy jewelry, art  knick- 
knacks, requisites for milliners and dress- 
makers and artists who spread forth French 
taste throughout the universe.’ A very 
broad field, therefore. The next paragraph 
states it will specialize in: “Fancy goods, 
jewelry, beads, handbags, powder-boxes, 
sweetmeat-boxes, office requisites, smokers’ 
necessaries and in short, all that is superflu- 
ous but so useful for ornamenting and em- 
bellishing our existence.” 

Included in this already wide scope of 
operations will be information on “all indus- 
trial, artistic, society or sporting meetings 
and gatherings in France and abroad.” M. 
Léon Verleye is business manager of the 
venture with temporary headquarters at 8 
Cité Dupetit-Thouaes, Paris (III). 

THE JEWELERS CrRcuLar’s felicitations 
are presented together with an expression of 
the hope that abundant success may attend 
the new effort—C. W. C. 








The Thiers Necklace 


1% a Paris broadcast lecture by M. L. 

Rosenthal, pearl expert, the following 
statement appears in the full-length report 
published in La Perle: 

“All the world has heard tell of the pearl 
necklace of Madame Thiers. This neck- 
lace, famous for the beauty of its pearls, 
for the time and the care that M. Thiers 
took in purchasing each pearl, had cost be- 
tween 350,000 and 400,000 francs. It was 
sold last year. A salon of the Louvre 
Museum was placed at the disposition of 
the commission that undertook this sensa- 
tional operation. Sensational, in fact, for 
the famous necklace was knocked down, 
expenses included, to a Parisian merchant 
for the enormous sum of forty millions. 
And the strongest point is that this mer- 
chant, several weeks later, resold it to a 
great jeweler of the capital at a profit of 
two millions. Just look at the advance from 
1872 to 1925: 400,000 francs the purchase 
price; 16,000,000 at the sale."—C. W. C. 
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British Guiana Diamonds 





Production in 1925 Amounted to 188,207 Carats Valued at $4,057,285, According 
to a Report by Our Consul at Georgetown 














F omasmnnaoens 


WasHINGTON, D. C., July 22.—The im- 
portance of British Guiana as a source of 
diamonds is increasing. The output in the 
past three years has been greater than in 
any previous years. To date alluvial mining 
has been the only method employed and few 
of the deep deposits have been worked. 
Production last year amounted to 188,207 
carats, valued at $4,057,285, constituting an 
increase in weight but a decrease in value 
from 1924 production of 154,571 carats, 
worth $4,097,437. The peak year so far was 
1923, when 214,747 carats, valued at $4,958,- 
466 were unearthed, Consul Gilson G. Balke, 
Jr., at Georgetown, reports to the Commerce 
Department. 

Alluvial mining first was started in the 
upper reaches of the Mazaruni river in 1890. 
It was extended to the Kurabrong and 
Cuyuni rivers in more recent years and to 
the Berbice. river last year. The stones 
first found on the Mazaruni were of good 
water but of small size, ranging from 10 
to 15 to the carat. The stones found in the 
Derbice section have proved to be larger 
but not quite as good in quality. 

In 1900 the British Guiana Diamond 
Syndicate obtained concessions of more than 
2,000 acres on the Putareng Creek and later 
on the Mazaruni company obtained a con- 
cession of 5,800 acres in the same district. 
The first company soon ceased operations on 
account of the heavy cost of transportation 
and the comparatively small returns. The 
industry remained dormant until 1919, when 
interest in the diamond prospects of the 
British colony revived. 

The great majority of diamonds produced 
today in British Guiana are found in shal- 
low deposits of quartz pebbles of all colors. 
The over-burden varies from a few inches 
to three or four feet, and the pay gravel is 
from six inches to a foot in thickness. In 
the deep deposits the gravel is 40 to 50 feet 
deep, and values in gold and diamonds begin 
10 feet from the bottom and improve in 
depth. Up to the present time, only a few 
of these deep deposits have been worked, 
owing to lack of mining knowledge and the 
difficulty and expense of conveying even 
the lightest machinery to the diamond fields. 
It has not been found possible to work to a 
greater depth than 25 feet in an open cut 
with manual labor, but wherever bed rock 
has been reached at this depth the returns 
have been high. The deep deposits can be 
worked best with a light, cheap machinery 
plant, and the shallow deposits, as at pres- 
ent, by the native differs with the sluice and 
“tom.” 

The diamonds are carried by the workers 
in small canvas bags or tin canisters and 
sold to the various shops in the neighbor- 
hood. They are then turned over to the 
captains of the boats making the return trip 
to Bartica. 

There is no accurate method in vogue of 
keeping track of all the diamonds recovered 
by individual workers. They are under no 
compulsion to sell to any particular firm or 


individual. It is estimated that there are 
10,000 to 15,000 men in the fields at pres- 
ent and no more than 10 per cent. of them 
are in the actual employ of any concern. 

At Bartica the diamonds are weighed and 
entered by the Department of Lands and 
Mines, and the owner then takes them to 
Georgetown, where they are again weighed 
and checked against the Bartica record; the 
royalty, amounting to 50 cents a carat, paid, 
and permits issued for local sale or ex- 
portation. Precious stones exported from 
the colony are subject to a duty of 35 cents 
a carat in addition to the royalty. 








CEASE AND DESIST ORDERS 





Federal Trade Commission Directs Manu- 
facturers to Stop Stamping Products 
“Sheffield” 


WasuinetTon, D. C., July 21—The Fed- 
eral Trade Commission announced today 
that, in a further effort to eliminate the 
practice of misbranding silver-plated ware, 
it has issued orders directing 11 manufac- 
turers to cease and desist from stamping 
their products as “Sheffield,” or “Quadruple 
Plate,” etc. Complaints against three other 
concerns have been dismissed because they 
have discontinued business. 


Seven companies have been specifically di- 
rected to discontinue using in connection 
with the sale of silver-plated ware which is 
not made in Sheffield, England, the word 
“Sheffield” alone or in combination with any 
other word, sign, symbol, or device to de- 
scribe or designate such silver-plated ware, 
either by stamping or impressing the name 
“Sheffield” thereon, or in any other manner. 
The companies against which the commis- 
sion has served these orders are: Ontario 
Silver Co., Muncie, Ind.; H. O. Rogers Sil- 
ver Co., Taunton, Mass.; Superior Silver 
Co., Inc.. Brooklyn, N. Y.; Jacob Busch, 
Samuel E. Bernstein, Inc., Hemill Silver 
Ware Co., and the A. L. Wagner Mfg. Co., 
all of New York city. The firms now out 
of business against which complaints aleging 
misbranding as “Sheffield” have been dis- 
missed are the Cosmopolitan Silver Co., W. 
A. L. Silver Mfg. Co., and the Rialto Silver 
Plated Ware Co., Inc., all of New York city. 

The White Silver Co., Taunton, Mass., 
and the Benedict Silver Co., of East Syra- 
cuse, N. Y., have been ordered to discon- 
tinue the use of the word “Quadruple” alone 
or in combination with any other words un- 
less the silver-plated ware so designated has 
been coated or plated with silver four times, 
or has been given a single coating of silver 
equivalent in amount and quality to that for- 
merly obtained by the application of four 
coatings. , 

In the case of Keystone Silver, Inc., for- 
merly the Keystone Metal Spinning & 
Stamping Co., of New York city, the com- 
mission has ordered the respondent to dis- 
continue both practices of wrongfully using 
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the word “Sheffield” and the word “Quad-— 


ruple.” 

The commission’s order against I. Weisen- 
freind and B. Lieberman, doing business as 
the Century Silver Mfg. Co., New York city, 
orders the respondents to discontinue the 
wrongful use of both “Sheffield” and “Quad- 
ruple” on silver-plated ware, and also the 
stamp “Dutch” or “Dutch Silver” in con- 
nection with the sale of ware which is not 
made in Holland. The commission found 
that in all of the foregoing cases the mis- 
branding resorted to deceived the purchasing 
public and was unfair to competing concerns 
which do not misbrand their products. 








Reports on Platinum and Emerald Produc- 
tion in Colombia 

WasHIncTon, D. C., July 22.—Colombia 
now produces about one-half of the world’s 
platinum, the bulk of the remainder coming 
from Russia. Commercial Attache Wiliiam 
Boaz, at Bogota, reports to the Commerce 
Department that platinum exports from 
Colombia increased in value from $2,000,000 
in 1922 to $3,600,000 in 1923 and $5,338,126 
in 1924. A little more than half of the 
present production of platinum is taken by 
hand panning, and the remainder by large 
companies which dredge the river beds. The 
Colombian government receives half of the 
domestic production. 

The emerald mines at Muzo are operated 
by the government, a Paris concern having 
a contract for marketing the output. The 
Muzo production was valued at $250,000 in 
1925. The only other emerald mines now 
being exploited are those at Chivor, also 
known as the Somondoco mines, which are 
reported to have an inferior grade of 
emerald. It is asserted that Colombia has 
now more than 90 per cent. of the world’s 
production of emeralds. 








The Old Pewterers Versus Gold and 


Silversmiths 





HE exclusiveness of the various guilds 
in the Middle Ages is well exemplified 
by the excerpt given below, but the pew- 
terers of that period were encroaching on 
the decorative features of jewelry and silver- 
ware. As the true beauty, according to re- 
cent judgment, of pewter pieces lies in their 
artistic quality of form and absence of deco- 
ration, we may consider that, from an 
esthetic point, these artisans of the humbler 
metal were reaching a stage of degeneration. 
Malcolm Bell, in his “Otp PEewrTer” (New 
York: Charles Scribner’s Sons), says: 
“The decoration of pewter, to a certain 
extent, had already begun early in the four- 
teenth century, though it was not apparently 
as yet undertaken by the pewterers them- 
selves, but by a distinct class of craftsmen, 
for Jean de Jeandun, writing in 1323, says 
that there were many chasers of gold, silver, 
pewter and bronze on the Grand Pont 
(Paris), and as goldsmiths were not allowed 
to infringe upon the pewterers’ province, nor 
the pewterers on theirs, it follows that these 
impartial ornamenters must have been con- 
sidered independent of both.” 








L. A. Lane has opened a jewelry store at 
Bertrans, Nebr. 





AR Re SUN FR SNe NT pS RY 











THE JEWELERS’ CIRCULAR 





July 28, 1926 
















Wislosslers! 


Important Notice 


HIS Fall we are undertaking the biggest 
proposition we have ever gone into. 
Despite what others may think or do, we are 


out to make a new record in Deltah Pearl 





selling. Our men are on the road. Our 





proposition interests your customers, your 
travelers and yourselves—because it means 
more money for all of you. It is worth 


waiting a few days until our man arrives. 


Meltah 


PEAR LS 


TRADE MARK REG.U.S. PAT. OFF. 


L. Heller & Son, Inc. 


PARIS ° PROVIDENCE : GENEVA 
358 Fifth Avenue New York 











ce, 
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Campaign to Sell More Jewelry in England 





A Co-operative Advertising Scheme Designed to Educate the Public Up to 
Buying More “Gifts That Last” 


By MAURICE C. MOORE 




















HE idea of co-operative advertising 
originated, I believe, in America. It 
was a natural, if not inevitable, development 
of efficient individual advertising. When the 
best possible results from scientific publicity, 
unit by unit, had been obtained, the getting 
together of those units for the purpose of a 
mass attack was certain to come. 

Co-operative advertising has, therefore, I 
understand, been tried out in the United 
States by almost all the large industries and 
big groups of manufacturers and merchants, 
and these experiments have been carried out 
over periods quite long enough to test the 
capabilities of the idea to the uttermost— 
and the results obtained have led to its con- 
tinuous expansion. 

In Great Britain, however, progress to- 
wards co-operation in the field of advertising 
has by comparison been slow. That is where 
the Americans are so different from the 
Britishers. Your instinct seems to be to get 
together on every possible occasion and for 
every conceivable purpose. But on this side 
we have a tradition to live down. We were 
accustomed for so many years to regard free 
and fierce competition as normal and natural 
in our relationships one with another that it 
is less easy for us to be “clubbable.” 

The idea of association for the purpose of 
creating new, or extending old, markets for 
their common commodities found rather un- 
congenial soil among traders in this country 
at the start. It has, however, begun to 
flourish here and there, and is spreading. 

I can recall some 10 industries in which it 
has been adopted in the last eight or nine 
years, and in eight of them the decision has 
been reached, not only to carry on but to 
increase the campaign and the appropriation 
set aside for it. The latest in Great Britain 
to fall into line is, as readers of Tue 
JeweLers’ CircuLaR have probably heard 
already, the jewelry trade, under the aegis 
of the National Association of Goldsmiths 
and the newly formed National Jewelers’ 
Association. 

In the belief that first-hand particulars of 
this scheme would interest American readers, 
especially in comparing its main features and 
outlines with the scheme that has been con- 
ducted so successfully in the jewelry trade 
of the United States, I have gone direct to 
the advertising corporation which is to be 
responsible for the publicity work, the Lon- 
don Press Exchange, Ltd., and have gleaned 
the following facts: The scheme is to be 
launched on an initial fund of £10,000, and 
already considerably more than half that 
sum has been contributed by the leading 
manufacturers, wholesalers and retailers, so 
that the expectations are of making a start 
with the actual publicity campaign in the 
early Autumn. A series of attractive and 
compelling advertisements will shortly begin 
to appear in the leading newspapers and 
Magazines, impressing upon the public the 
advantages of buying jewelry, plate, watches 
and clocks, etc., particularly as gifts. The 


“ads” will get right down to the real argu- 
ments in favor of buying the industry’s prod- 
ucts—their lasting value, frequently their ac- 
cumulating value, their enduring beauty and 
utility, the unusual combination of pleasure 
and investment that they provide. Much 
thought was given to the question of an ap- 
propriate slogan, and ultimately “Gifts That 
Last” was selected, this phrase to be accom- 
panied every time by a symbol, of the form 
illustrated here. 


THE WAY BRITISH JEWELERS USE THE 
SYMBOL “GIFTS THAT LAST” 


“In advance of the opening of the cam- 
paign proper,” states Captain F. Holmes 
Wright, of the London Press Exchange, “we 
have been successful in obtaining a good deal 
of preliminary editorial publicity in the press 
of Great Britain, especially in the form of 
short articles referring to jewelry, silver, 
electro-plate, clocks and watches, and these 
have been well calculated in creating the 
right ‘atmosphere.’ Further, an important de- 
velopment is being planned for the Autumn, 
when the dress shows and mannequin parades 
of the large fashion houses take place. 
Jewelry will be made as prominent a feature 
as possible in the new fashions, and appro- 
priate articles will be loaned by our mem- 
bers. Already a considerable amount of 
jewelry has been worn at one important 
London fashion show in London, which last- 
ed from June 8 to June 11. We have pre- 
pared a booklet explanatory of the whole 
scheme, together with a poster stamp, and 
of these, up to date, 6,200 have been issued 
in the one case and 12,750 in the other. 

“An important contribution to the scheme 
is the help being freely rendered by manu- 
facturers and wholesalers in connection with 
their own trade press advertising, and in 
some cases these advertisers are generously 
giving up the whole of their ordinary spaces 
in order to boom the idea. 

“T think,” adds Captain Wright, “we have 
every reason to be optimistic as to the out- 
come of this movement. Solidity and co-op- 
eration are first essentials, and that spirit 
seems to be absolutely assured. Our new 
publicity organization, the National Jewelers’ 
Association, is a live body, and is well in 
touch with the National Jewelers’ Publicity 
Association of America, to whom our 
hearty thanks are due for a much-appre- 
ciated offer to help and co-operate in the 
British effort in every way possible.” 
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Lunch Room Jeweler Convicted Through 
Work of National Association of 
Credit Men 
Orders for a kind of merchandise from 
stores which ordinarily sell an entirely dif- 
ferent line of goods are open to suspicion, 
William H. Pouch, president of the Na- 
tional Association of Credit Men, said last 
week in making public the confidential facts 
of the investigation of Veto Marrella, of 
Matoaka, W. Va., who was recently sen- 
tenced to two years in the Federal peni- 
tentiary for conspiracy to defeat the Na- 

tional Bankruptcy Act. 

The report of the association’s Eastern 
Division Credit Protection Department as 
prepared by C. J. Scully, Supervisor of In- 
vestigations and assistant to Maxwell S: 
Mattuck, counsel of the Department in the 
Eastern Division, reads as follows: 

“In September Veto Marrella placed 
orders for merchandise which he had never 
handled before, such as silverware, electrical 
appliances, hats, hosiery and perfumery. He 
got possession of the goods but never paid 
for them; and in January, 1926, he filed a 
voluntary petition in bankruptcy at Bluefield, 
W. Va., stating that he had no assets and 
that his liabilities were more than $6,000. 
Soon afterwards he was examined by the 
referee and as a result of this examiriation 
a warrant was issued for his arrest, charging 
him with concealing assets and making a 
false oath in bankruptcy. It was also dis- 
covered that Marrella had been assisted by 
Joseph Mastrandreau of Bluefield, W. Va. 

“Upon the complaint of a member of the 
association an investigation was instituted 
by the Credit Protection Department. 

“The police authorities took over the stock 
of Marrella’s establishment and sold it at 
public auction, obtaining only $148.31. 
There was.no way in which Marrella could 
possibly have displayed his merchandise for 
sale in the lunch room, all of which indicated 
that dishonesty was the motive behind ob- 
taining the concealed goods. 

“At a couple of hearings, evidence was 
presented that showed Marrella had with- 
drawn a large sum of money from a local 
bank in September, 1925. He admitted 
making his withdrawal but claimed that he 
had put part of this sum—about $900—into 
a checking account in Bluefield and the re- 
mainder, he testified, was used to pay his 
creditors. However, investigation revealed 
that no such deposit had been made at Blue- 
field and that none of the creditors had re- 
ceived any money. 

“Tt was apparent that Marrella had con- 
verted a great deal of the merchandise into 
cash and he was unable to offer any ex- 
planation of why or how the merchandise 
had been disposed of. Evidence, however, 
pointed quite clearly to the fact that through 
secret transactions Marrella had obtained 
cash for the goods before November 10, 
1925. On June 17, Marrella entered a plea 
of guilty and was sentenced to a term of 
‘mprisonment for two years in the Atlanta 
penitentiary.” 








E. C. Randolph, who has conducted a 
jewelry store at Batavia, Ill.. for the last 
few years, has disposed of his stock and 
closed the business. Mr. Randolph and his 
family are on an automobile trip west. 
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Results Are What Count. 


Successful customers in every 
section of the country prove 
the values and consistent sound- 


ness of our merchandisin§. 


ARNSTEIN BROS. & CO. 


Importers and Cutters of Diamonds 


New York - 20 West 47th Street 


CHICAGO LONDON AMSTERDAM 
31 North State St. Audrey House, Ely Place 2 Tulp Straat 
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FEATURES BABY CUPS 


August Advertising of the Sterling Silver- 
smiths’ Guild in Many of the Leading 
National Magazines 


Alexander Vincent, ‘secretary of the Ster- 
ling Silversmiths’ Guild, last week made 
public proof sheets of the August advertise- 
ment of the Guild as it will appear in Good 
Housekeeping, Vogue, House Beautiful, 
House & Garden, Vanity Fair, Town & 
Country and the Spur. 

This was also enclosed in a letter which 
the Guild mailed to 3,000 of the largest 
jewelers throughout the country which read: 


AUGUST—TIME OF BIRTHDAY PARTIES—TIME 
OF STERLING SILVER GIFTS 


“Lots of lucky little ladies celebrating 
—lots of parents proudly paying tribute 
—lots of happy boys and girls—lots of 
lovely gifts—that’s the story of the 
month of August. 

“But what will these presents be? 
Why, toys, of course, and a hundred 
other childhood things; but here and 
there wiil be a lasting gift—something 


of iS Merlin 


~more can not be said 
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“beautiful, valuable, useful forever.” 
And of such gifts Sterling Silver must 
have its share—a bigger share than ever. 

“Those who read Good Housekeep- 
ing, Vogue, House Beautiful, House & 
Garden, Vanity Fair, Town & Country 
and the Spur are people who are able 
to buy Sterling for their children—who 
know that such gifts are “true indica- 
tions of good taste’—who want their 
children to know beauty from babyhood. 
The August advertisement of the Guild 
will make these parents think of Ster- 
ling Silver. 

“That this campaign may be even 
more effective, neatly mount the August 
proof, display it with children’s Sterling 
in your windows. Porringers—mugs— 
bowls—plates—spoons—all will make a 
splendid tie-up to bring parents into 
your store. The more things of the 
kind you do the better your Sterling 
business will be. And that’s what we 
all are working for. 


Very truly yours, 


STERLING SILVERSMITHS GUILD OF 
America, by A. VINCENT, Secretary. 





Seah a lucky little lady 


Happy little hands reach out in ecstasy. . « big brown 
cyes, enraptured, open wide... round little mouths 
gasp “Oh-o-0-0!” 

That our precious ones’may know beauty from baby- 
hood let all our gifts be beautiful, valuable, useful for- 
ever—treasures of genuine Sterling Silver; nothing less. 
No finer gifts can be given or received than gifts of 
Sterling. They are exquisite—they arz real—marked 
“Sterling” because solid silver through and through. 
True indications of good taste—possessions worthy of 
lasting appreciation. 

STERLING SILVERSMITHS GUILD OF AMERICA 

20 West 47th Street, New York City 

Mayor Israel Foster, famous patriot “of 
1812, in giving this Sterling Silver Por- 
ringer to his baby daughter knew that early 
association with beautrful things ts the very 
Soundation of good taste, As in 1812 50 
in 1926 Sterling remains the epitome of 
all things beautiful and fine. Such Ster- 
ding awaits you at your jeweler’s. 








Sterling Silzer looks like nothing but itself. Through and through it 
ltd si 


is but one metal—solid silzer—therefore marked “stenunc”. 


ADVERTISEMENT WHICH WILL APPEAR IN THE AUGUST MAGAZINES 
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All Jewelers Urged to Develop Sentiment 
for Engagement Rings for Men 


The manufacturers and others who have 
been co-operating with jewelers of the coun- 
try for developing the present plan for en- 
gagement rings for men, are striving now to 
get more retailers acquainted with and in- 
terested in the idea of furthering this ancient 
custom. They feel that in the revival of the 
idea of engaged couples each giving an en- 
gagement ring to the other, the jeweler has 
not only an opportunity of increasing his 
business at once but also in developing a 
sentiment that will mean a continued increase 
in the sale of rings year after year. While 
a large number of jewelers have already 
jumped to the opportunity that seems to be 
afforded them in this movement, there are a 
number of others who are still apathetic, or 
are waiting for the Fall business to begin 
before they do anything to either cater to, 
or help develop the demand which the be- 
trothal ring sentiment has created. It is 
to reach this class of jeweler who seems to 
be indifferent to the opportunity afforded him 
now, that The Committee for the Further- 
ance of the Custom of Giving Gentlemen’s 
Engagement Rings or as it is also known, 
“The Gentlemen’s Engagement Ring Com- 
mittee,” sent out last week the following 
open letter to the jewelry trade: 


Mr. Retail Jeweler, 
Everywhere, 
U. S. A; 
Gentlemen: 
Wuat Has BEEN Saip 


“Undoubtedly the Gentlemen’s Engagement Ring 
Idea is one of the most potential business creating 
ideas that has ever been conceived in our trade.” 


Mr. Hugh L. Wood, of 
Hess & Culbertson Co., 
St. Louis, Mo. 


Wuat Has Been Done 


“Within one week after the start of our adver- 
tising campaign on Men’s Engagement Rings we 
had sold more rings for men than throughout the 
entire preceding year.”” Mr. Richard Hartdegan, of 


Hartdegan & Co., 
Newark, N. J. 


Wuat You Can Do 


Get your store force together and sell them on 
the Men’s Engagement Ring idea. 

Offer a prize for every such ring sold. 

Push Men’s Engagement Rings big in your adver- 
tising and show-windows. 

Write letters to every engaged young woman 
telling her about this smart society custom that’s 
all the vogue. 

Enclese folders, circulars and reprints of your 
newspaper advertising in your statements or special 
mailings. 

How You Can Do It 


Manufacturers of Men’s rings or the Gentlemen’s 
Engagenient Ring Committee, 136 West 52nd St., 
New York City will furnish you newspaper mats, 
window and showing case cards and mailing 
enclosures. 

Your newspaper furnish the names of engaged 
young woiren. 

When your store sells a diamond engagement ring, 
get the name of the girl it’s intended for—then 
write her to come and select HIS engagement ring. 

Do these things—then watch your ring profits 
leap! And you will get first profits, as well as the 
name of the smartest Jeweler in town by being the 
first in your city to push this campaign. 

Yours for two sales in place of one, 
THE COMMITTEE FOR THE FURTHERANCE 
OF THE CUSTOM OF GIVING 
GENTLEMEN’S ENGAGEMENT RINGS. 








The D. Kessler Jewelry Co. at Bay City, 
Mich., has purchased the McCracken jewelry 
store at 710 Washington Ave., and is now 
open for business at that address. 
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PLATINUM DIAMOND 


f- racelets 


QUALITY in Wheeler Diamond Jewelry speaks for itself over your counter. 
It helps to maintain your reputation as the leading Jeweler in your locality. And 
while catering to the better class of trade you gain both prestige and profit. 

One sale of Wheeler Quality Jewelry like this bracelet will make you many 
friends. Our stock is replete with platinum diamond pieces that are original and 
unusual, and we are always glad to co-operate with you by submitting our goods 
for your special calls. 

Your customers want the best—they discriminate more carefully than ever 
and they will be delighted to have the exclusive designs suggested in all Wheeler 
jewelry, 





ESTABLISHED 1852 


The Wheeler Trade Mark dy) of Quality — Service 


is your Guarantee and Satisfaction 


C Hayden W-Wheeler & Co.Inc 


OFFICE AND FACTORY 


- 58 West 40th Street - New ork: 


Telephone Longacre 7300 . 





July 28, 1926 
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The News from England 








Fine Jewelry and Gowns Seen at Court at Buckingham Palace—Increased 
Prosperity Forecast for Diamond Trade—Pearls Worn with Evening Dress— 
Amber Novelties Being Made by Ali Sadik, Turkish Amber Merchant— 
Attractive Enameled Brushes and Combs in London Shops—Pearl 
Hunting in Rivers of Scotland—Jewelry for Infants 

















Lonpon, July 15.—Some wonderful gem- 
embroidered gowns and beautiful jewelry 
marked the third Court of the season at 
Buckingham Palace last week. Hundreds of 
Americans were packed in the crowds around 
the Palace, the green of the great lawns of 
the park providing a rich background for 
the gorgeously gowned women who attend- 
ed the Court escorted by their be-medalled 
and uniformed men folk. Some splendid 
jewels were seen inside the royal residence. 
The Queen wore a gown of pale mauve with 
silver paillettes and a silver brocade train 
embroidered in diamante and crystal. On 
her brow was a diamond diadem and on her 
corsage the famous Koh-i-Noor diamond 
and the lesser Stars of Africa. Beautiful 
diamonds and pearls were worn by the 
Marchesa della Toretta who was in pale 
mauve embroidered in silver and diamante, 
with a silver lace and diamante train. Lady 
Birkenhead had a gown of Indian gold and 
ruby shot cloth with ruby and diamond orna- 
ments, the train being of ruby tulle and 
gold spangling. Her daughter, Lady Eleanor 
Smith, wore pale gold gauze flounced with 
gold lace, and train of golden tissue and 
lace. Lady Hewart, wife of the Lord Chief 
Justice, was in mauve satin charmante draped 
with silver lace; her daughter, Katherine, 
wearing cream satin with peach blossom 
tulle wing sleeves. Pearls, silver and dia- 
mante featured the mauve georgette gown 
worn by the Duchess of Devonshire. Dia- 
mond and emerald ornaments were used on 
the jade green and gold cloth and lace gown 
worn by Lady Ellesmere. The mauve satin 
dress of Lady Sarah Wilson had a tunic of 
net embroidered with beautiful pearls and 
sequins, with train to match. The Hon. 
Lady Chichester in cyclamen pink and silver 
brocade encrusted with pearls had a train 
of silver lace picked out in pearls and lined 
with pink chiffon. Lady Mount Edgcumbe’s 
dress was of rose pink with a mother-of- 
pearl coat of mail veiled with pink tulle. 
Numerous other well-known people attended 
the Court with jewelry ranging from won- 
derful diamonds down to pearls, rubies and 
emeralds. According to visiting Americans 
it was an unforgetable night. 


x * x 


The daughter of Barney Barnato, former 
multi-millionaire diamond merchant from 
whom she inherited an immense fortune 
and whose jewels include some of the finest 
ropes of pearls in the world, is getting 
married here this month to Carlyle Black- 
well, the American actor and film star. 
William Gardner, former British consul at 
New York, is to be best man. 


* * * 


The City Editor of the Weekly Dispatch 
says that prominent interests identified with 
the diat..nd trade foreshadow increased 
prosperity as a result of the successful 


efforts of the reorganized Diamond Syndi- 
cate. With Johannesburg operators. pushing 
prices up the miniature boom in diamond 
shares is likely to continue. The market is 
under strong control. Last year De Beers 
could be picked up at just over £50. They 
now are heading for the £100 mark. The 
De Beers company recently paid a dividend 
of 35 per cent and the market is now talk- 
ing of an interim distribution of 40 per cent. 
in December. Last year’s interim was only 
25 per cent. The new machinery of the 
Jagersfontein company will be in full work- 
ing order in September and optimistic fore- 
casts of future dividends now are being 
made. The company hopes to deliver its 
full quota of diamonds during the year 
ending March, 1927. The impending meet- 
ing of the Angola Diamonds Co.’s British 
directors with the Belgian, French and 
Portuguese members of the Board is affect- 
ing the shares of this diamond-producing 
concern, important developments as a result 
of the conference being predicted. These 
shares are very animated just now. The 
shares of Consolidated Diamonds of South 
West Africa also are receiving more than 
usual attention, so that the whole industry 
appears to be regarded in a favorable light, 
at least from a stock standpoint. 
* * * 

Arms are now bare in the evening from 
shoulder to wrist. To offset this bareness 
strings of pearls are twisted twice around 
the upper arm and then looped around the 
wrist. An alternative is to wear a dozen 
or so plain gold bangles. 

ew 

Beads, cigarette holders and similar articles 
usually handled by the jeweler as novelty 
sidelines are being made from amber in a 
ship lying in the Thames off London by 


Ali Sadik, a Turkish amber merchant, who is © 


touring the world in order to advertise the 
wonderful craftsmanship of the eastern 
amber carver. Ali has fitted up in the 
ship a_ full-sized shop in which are 
displayed the various articles fashioned from 
amber from ornamental and delicately- 
made lines for women to utility goods for 
men. Ali’s Constantinople shop is repro- 
duced in the ship and his stay in the Thames 
river will be long enough for customers to 
acquaint themselves with the lines of goods 
he can supply them. All his ornamental 
pieces are made on a quaint wooden lathe 
which he has used for 50 years and which 
his father used 50 years before him. The 
work of this amber merchant is said to be 
the only sort of its kind in the world. The 
Turkish Ministry of Commerce organized 
the floating shop for Ali with a view to 
letting the world see what the Turk can do 
in the making of jewelry novelties. The 
amber merchant expects to visit all the prin- 
cipal ports of the world. 
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The London jewelry shops are now dis- 
playing some handsome toilet lines including 
colored enamel brushes and hand mirrors. 
The colors of these enameled utility goods 
range from the popular blues of many depths 
and shades to a deep lapis lazuli down to 
pale green, canary yellow and a light rose. 
The enameling is done on engine-turned 
silver gilt with much variation in engraving 
under the enamel. The finished effect in 
some of this ware is like that of watered 
silk, while in others a pattern of diamonds, 
squares and borders is achieved. Tiny paint- 
ed ‘rosebuds on plain enamel afford varia- 
tion in design. Some of the more exclusive 
jewelry shops exhibit wonderful sets ot 
toilet utensils in dull green enamel with sil- 
ver gilt bands. Small oval inlet plaques 
depict some old-world scene in daintiest 
miniature. The plaques are hand-painted on 
ivory and covered with glass, and can be 
removed when it is desired to wash the 
brushes. These plaques also feature the 
covers of the attendant cut glass bowls and 
bottles. Egg-shell mosaic already men- 
tioned in this column in previous issues of 
THE JEWELERS’ CIRCULAR is now a very 
popular medium for the decoration of the 
backs of brushes and mirrors. Real egg 
shell is used in this inlay work the color 
effect being one of old parchment. Some of 
these enamel plaque and egg shell sets are 
very fine and, of course, quite expensive to 
buy. 

* * * 

Pearl hunting in half a dozen of the small 
rivers of Scotland is now a popular pastime 
of many folks, especially those on vacation 
there. In the crystal clear waters of these 
highland streams mussels are found which 
occasionally give up a finely formed pearl of 
value. Recently a Scotch jeweler paid near- 
ly £250 for a good-sized pearl obtained by 
one pearl fisherman from a river mussel. 
The majority of the pearls found are on the 
small size and average around £25 each in 
value when perfectly formed. Your cor- 
respondent remembers, when doing news- 
paper work some years ago in Terre Haute, 
Ind., of an Englishman who worked right 
along the Wabash river with a pearling out- 
fit and was glad to sell his boat and para- 
phernalia for what it would fetch at Terre 
Haute in order to provide himself and com- 
panion with a week’s boarding money. He 
said the river pearl game appeared to be 
played out and he was glad to take a job 
in a canning factory by way of a change. 

* * x 


Some of the suburban jewelry shops are 
this month featuring jewelry for infants. 
There are gold and silver finger rings for 
tiny hands, baby bracelets and necklets and 
even anklets. Some are plain, others are 
engraved, and others are embellished with 
initials. Solid gold toothpicks that close up 
in a little pendant for attaching to the watch 
chain as a charm are selling well. Flexible 
expanding silver bracelets also are enjoying 
a vogue just now, their price, compared with 
those in gold or platinum,. making a wide 
appeal to the masses. 








Chris Harve, Wilton, Ia., has purchased 
the building in which his store is located on 
Cedar St., and the title changed July 1. 
T. P. Russell was former owner. The store 
is-a two-story-brick structure. 
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Established 1866 





Office and Cutting Works 
6 West 48th Street, New York 
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GOODERIEND Bros. 
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PEARL NECKLACES NEW YORK CITY 
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Paris Fashions and the Jewelry Trade 











Rage for Initialling Jewelry at Its Height—Name Bracelets in Vogue—Monograms 
on Shoe Buckles—Large Hats Call for Many Pins—Trans- 
formations for Evening Wear 














THE rage in Paris for initialling jewelry 
is very far from abating. In fact it is 
stronger than ever. It is usual to see the 
initials through the flimsiest of flimsy silk 
stockings, on the tiny anklet that is still 
worn by the ultra modern woman. Some 
of the flesh-tinted silk stockings that pro- 
duce exactly the same effect as bare legs, 
so thin is the texture, are so transparent 
that it would appear as if the anklet were 
worn on the bare leg. There is a slender 
chainlet with the plaque, initialed. In some 
cases these initials are in diamonds, in others 
in rubies or pearls. Other plaques have the 
name written across in pin-point diamonds. 
At times the handwriting of the giver of 
the ornament is traced in the pin-point dia- 
monds and at others the signature of the 
wearer. Without going so far as to say 
that the wearing of anklets is the height of 
the fashion, it is not going too far to say 
that it is increasing greatly, especially for 
iate afternoon and evening wear. 
* * * 


The size of metal initials, for affixing to 
handbags and card cases and that are sold 
by the jeweler or fancy-ware shop, not by 
the manufacturer of handbags, who merely 
affix them, is increasing greatly. Some are 
two and two and a half inches high and an 
inch in breadth. Made in gold, quite plain, 
in silver, bronze or other metal, they form 
the sole ornament for the front of the bag 
or card case. The lettering is often very 
ornamental. Some letters are very curious 
in shape, running to the grotesque, with all 
kinds of queer turns and twists. Some of 
these initials are made in diamonds, real or 
artificial, according to the price of the ob- 
ject. A card case studded with diamonds 
had the initials of the owner in rubies, 
which stood out on the white leather case 
with its diamond ornamentation. A white 
enamel card case had the initials in high 
relief in emeralds. Sometimes a white 
enamel handbag, will have a pattern in black 
onyx, the initials also being in black onyx, 
standing out. These handbags are rather 
for ornament than use. Of course, the mere 
fact that the stones, “fine” or otherwise, 
stand out so high and thus get knocked off 
if subjected to rough usage, being sufficient 
to make them luxuries and not articles of 
utility. 

* * * 

“Tnitial” or “name” bracelets are seen 
everywhere and everyone seems to be wear- 
ing them. The most popular is the mono- 
gram that takes the place of the wrist 
watch, fallen from favor with the fashion 
plate brigade, but worn as much as ever 
by those who put comfort in front of the 
latest craze. The thick monogram, raised 
high, looks just like a gold or silver watch 
at a short distance off. Sometimes the 
monogram is in different colors in enamel, 
royal blue and scarlet for instance. Some- 
times it is green—the new _ grass-green 
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also seen. The monogram is mounted on a 
ribbon to match, if two colors are used, a 
draught-board pattern is used of the two 
colors used alternately. When the mono- 
gram is in gold, the bandlet is in yellow 
and white plaid, or cubes, which is very 
effective. Gold thread and silver thread 
are used for the cubes, thus the band does 
not become soiled easily. Sometimes sil- 
ver and blue is used. As a general rule the 
silver monogram has a black moiré ribbon 
or black corded ribbon band, just like a 
silver watch. 
x * x 

Some bracelets that are finding favor for 
evening wear this Summer, are made up of 
“X” of tiny seed pearls, there being three 
rows of “X” to hold in place a diamond 
monogram, the monogram being large and 
occupying the space on the back of the 
wrist, usually filled by the watch. The dia- 
monds being mounted high, stand out far 
beyond the pearl ribbon, made of the three 
rows of “X.” A variation of this idea, is 
the black onyx monogram, held in place by 
a seed pearl band. 

* * * 

The wearing of a monogram, always in 
“diamonds,” as a shoe buckle seems push- 
ing things a bit far, but it is seen very often. 
This shoe ornament is never flat. It may be 
bombed, or it may be bent inwards at the 
center, as one might say a bombed orna- 
ment, reversed. For this ornament, dia- 
monds on a seed “pearl” background are 
seen, diamonds on a_ black background, 
made of jet or onyx, while combinations of 
colored gems are also worn. 

* * x 


The felt hat without any ornament nor 
shape, just as it came from the factory, 
looking like a half-made hat, still in its 
sugarloaf stage, and bent into shape in the 
milliner’s shop, is formed into all kinds of 
quaint folds. These folds call for pins of 
all kinds. Crystal and onyx is the great 
mode. Sometimes there are enormous heads 
to the pins, sometimes a pin has a ball of 
onyx at one end and a ball of crystal at 
the other holds the pleats in place. Rose- 
wood, violet, both royal and parma violet, 
royal blue, grass green, reds are the fashion 
for these turban hats, which will be worn 
in late Summer and in Autumn. While 
small felts are being worn, the knell of the 
small hat has sounded and a great many 
large shapes—shepherdess even—are seen on 
the market. A very light hat made in a 
kind of horsehair fabric known here as 
“crin” and in London as Crinoline, is seen 
in white, black, mauve and green, innocent 
of any trimming whatever excepting pins. 
It requires two large pins to keep it in 
place and some arrangement must be made 
with a comb under the hat. It is entangled 
in the short hair so as to give sufficient 
grip. Or the hat is pinned on a mass of 
false hair put on at the time of going out. 


The coming of large hats for Autumn natu- - 
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rally means the coming in of hat pins again. 


* * x 


The reappearance of the big hat—even of 
the picture hat—implies the wearing of long 
hair, which at present is practically unknown 
in Europe, among the really chic. A ladies’ 
hairdresser recently told me that he was 
training new assistants constantly, always 
taking on new ones, and that he could not 
keep pace with the demand for hair cutting. 
Every day several women want their hair 
taken off, he said, and they are wearing it 
shorter and shorter. At the same time he 
acknowledged that such is the love of 
change in women that the sale of “toupees” 
and “transformations” is very brisk. The 
mechanism of this arrangement is not unin- 
teresting. A lady with a maid has half a 
dozen transformations. The maid combs 
and brushes and generally keeps in order 
such transformations as are not in use, and 
the lady when ready just slips on the hair 
that suits the toilette she is wearing, as 
easily as she might put on a hat. Some- 
times the transformation is made to suit the 
hat, and the color selected has nothing to 
do with the color of the lady’s own hair, 
none of it being visible. As a general rule, 
however, said the hairdresser, a plait of hair, 
probably the combings of the wearer’s own 
hair when long, is affixed behind the ears, 
to lie on the nape of the neck. This fixing 
is done by combs and the demand for combs 
for this’ purpose is large. They are slightly 
rounded and bent, to hold the hair in place. 
Slides are also necessary and must be well 
made, otherwise the plait might slip away. 
Tortoise shell, dark rather than light, is 
first favorite. It is encrusted with gold and 
crystal and diamond pin-point patterns are 
seen, either for the top of the comb or the 
back of the slide. Still more fashionable 
than the huge plait, lying on the neck are 
rolls of hair, two of which come down from 
behind the ears and cross on the back of 
the head, very low. Both are affixed with 
combs and slides that have springs and 
catches to keep the rolls of hair in place. 
Fluffy hair is the great mode, said the hair- 
dresser. The plain, Eton crop has gone out. 
Women no longer desire to look exactly 
like their brothers. Even if short, hair 
must be curly and fluffy. For the secret 
that only one woman in a score is really 
improved by having her hair short and 
showing the real shape of her head, has 
become established. By wearing false hair 
over the short cut hair, however, she can 
combine comfort with beauty. During the 
daytime when she requires a hat she is able 
to dispense with anything in the way of 
hair, that keeps her hot. In the evening she 
appears in all the freshness of a lot of 
curls, fresh from the hairdressers. Each 
curl is held in place by a costly comb, some- 
times the curls lie at the base of the neck. 
Sometimes they are arranged flat on the top 
of the head, with one comb fixed towards 
the side of the head. Sometimes two to re- 
tain every thing in place. Naturally the 
curly head whether the hair be short or 
long is very favorable to diadems. Some- 
times the diadem has a network of silk, 
with diamonds, sewn to each knot. Some- 
times diamonds are seen, like dewrops 
among the light fluffy hair, as the network 
is made in silver thread and is almost in- 
visible. 
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MEMBERSHIP CAMPAIGN 





New Jersey Retail Jewelers’ Association 
Appoints Field Secretary and Conducts 
Successful Drive 


Newark, N. J., July 24.—During the past 
three weeks the New Jersey Retail Jewelers’ 
Association has been conducting a campaign 
to increase the membership list of the organ- 
ization. The decision to carry on this work 
was reached at the annual convention of the 
association, which was held at Asbury Park, 
June 20 and 21. At that time, President 
Jean R. Tack said: 

“In my opinion, there is a large number 
of desirable jewelers in New Jersey who 
should join the ranks of our association and 
who should take advantage of the many 
benefits that our organization can extend. 





GEORGE J. BUSCH, JR., NEW FIELD SECRETARY 
OF THE NEW JERSEY RETAIL JEWELERS’ 
ASSOCIATION 


For some time we have been making plans 
to canvass the State from city to city. I 


believe this can now be accomplished, if a~ 


competent field secretary is selected for that 
purpose. The New Jersey Retail Jewelers’ 
Association has co-operated closely with the 
A. N. R. J. A. in securing tax reduction and 
elimination, which has benefited every retail 
jeweler in the State. It is my opinion that 
these accomplishments, as well as other 
undertakings, of the two associations have 
demonstrated our ability to do big things in 
a big way. I feel that we should interest 
more retail jewelers in the message of organ- 
ized activities, so that we may grow in 
strength of numbers and achievements.” 

Mr. Tack at that time appointed a mem- 
bership committee, consisting of Carl A. 
Lund, East Orange, and George Busch, 
‘Sr., Newark. 

Immediately following the convention, this 
committee met and made its plans. After 
careful consideration by the committee, and 
with the approval of the State association 
officers, George J. Busch, Jr., was chosen to 
act in the capacity of field secretary for the 
State association. 

Mr. Busch, Jr. is the son of George J. 
Busch of 57 Springfield Ave., Newark, who 
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has been established in business at the same 
location for 45 years. Mr. Busch, Jr. is 
well experienced in the requirements of the 
retail jewelry store and his knowledge has 
equipped him for his task. He recently 
graduated from the Alabama State Uni- 
versity, at Tuscaloosa. 

The newly appointed field secretary toured 
the State by automobile, and in a short 
time, as a result of his preliminary efforts, 
was successful in securing 74 new members. 
Many of these maintain retail jewelry stores 
in Newark, the Oranges, New Brunswick, 
Paterson, Trenton and other outlying cities. 

Mr. Busch, Jr. sailed for Europe on July 
16 on the Orca. He contemplates six 
months sojourn abroad traveling and study- 
ing. He will complete his Bachelor of Arts 
degree at the University of Grenoble, France, 
and upon his return to the United States he 
will resume his activities in behalf of the 
State association. 

The regular monthly meeting of the New 
Jersey Retail Jewelers’ Association will be 
held at the Elks’ Club, corner of Broad and 
Camp St., Newark, at 7:00 p. mM. on Tues- 
day, July 27. Plans for the national con- 
vention and attendance at same will be one 
of the topics of discussion. President Tack 
urges all members of the organization to be 
present. 








BANDITS ROB JEWELER 





Two Young Thugs Force Detroit Jeweler 
and His Son to Give Up Cash and 
Jewelry 


Detroit, Mich., July 22.—Two youthful 
bandits entered the jewelry store of Louis 
Kvitka, 2124 Michigan Ave., recently, forc- 
ing him and his 12-year-old son Lawrence, 
to lie on the floor. Then they rifled the 
safe of $5,000 in cash and jewelry. 

The two robbers entered the store about 
3 o'clock and asked Mr. Kvitka to show 
them a lodge emblem. When he went to 
the safe to get a tray, the bandits followed. 

Behind the partition which separates the 
store proper from a rear office, one of the 
bandits leveled a revolver at Kvitka’s head 
and ordered him to lie on the floor, face 
down. Lawrence Kvitka, the son, was 
roughly forced to a similar position. While 
one man stood guard over the jeweler and 
his son, the other filled his pockets from the 
safe, taking watches, diamonds, rings and 
$120 in cash. 

The two bandits then ran out of the store, 
entering a waiting automobile, and sped 
down Michigan Ave., turning north on 
Wabash Ave. A police car, which answered 
Kvitka’s call, covered the surrounding ter- 
ritory, but found no trace of the robbers. 

According to Kvitka’s description of the 
men, one was about 30 years old, five feet, 
seven inches tall, and weighed about 170 
pounds, had a ruddy complexion and wore 
a blue serge suit and straw hat. The other 
was about 25 years old, five feet, four inches 
tall, weighed about 140 pounds, had a fair 
complexion and wore a light blue suit and 
blue cap. 

The police believe the two men are the 
same ones who a week or so avo robbed the 
jewelry store of Sam Gross, 677 Gratiot 
Ave., and escaped with about $12,000 worth 
of diamond rings. 
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Dates for Second Annual to Be Held in 
Boston—New England Jewelry Exposi- 
tion Set for Nov. 3, 4, 5 and 6 


Boston, Mass., July 22—The dates for 
the second annual New England Jewelery 
Exposition have been set for Nov. 3, 4, 5, 
and 6, 1926. The Exposition will be held 
this year in Symphony Hall, Boston, instead 
of in Mechanics building, where such a 
successful beginning was made last year. 

The second show will again be under the 
personal direction of Chester I. Campbell, 
one of the country’s foremost exposition 
managers, and will be replete with many new 
and additional features that should bring 
about an even greater success than was 
established by the first attempt. As before 
the Exposition will be sponsored by the Mas- 
sachusetts and Rhode Island Retail Jewelers’ 
Association with the co-operation of the re- 
tail jewelers associations of Maine, New 
Hampshire, Vermont and Connecticut. 

The change from Mechanics building to 
Symphony Hall was made because of the 
natural superiority of the latter building for 
a show of this character plus the fact that 
to affairs in Symphony Hall there are at- 
tracted the caliber of attendance that the 
management is seeking to interest in this new 
entrant into the exposition field. 

While the original affair last November 
was successful in every way and elicited 
nothing but praise from the exhibitors and 
the New England jewelry trade generally, 
General Manager Campbell has announced 
several changes in policy that should de- 
mand an even greater support from firms in 
the jewelry and allied trades and should 
create a tremendous interest among the gen- 
eral public, to whom it is aimed. 

The style show, hailed last year as the 
most successful event ever held in the his- 
tory of the jewelry industry will be greatly 
improved on this year. The number of 
models will be increased and the different 
uses for jewelry in adornment and in more 
practical ways will be fully exemplified. It 
is the aim of the Exposition to produce a 
style show that will be spectacular in all its 
particulars but at the same time educational 
to the public and therefore helpful to the 
jewelry industry from the manufacturer 
down to the retailer. 

A fact that will be received with welcome 
by the many firms who are interested in ex- 
hibiting at this exposition is that the price 
of spaces has been substantially reduced 
which should be no small factor in encourag- 
ing the taking of space, upon which the suc- 
cess of the exposition from the standpoint 
of both the associations backing it and the 
trade in general, depends. It was thought 
that a lowered space price would make the 
investment of the cost of space a more equit- 
able one for exhibitors and would produce 
the maximum amount of benefit for the in- 
vestment. 

Further information about the progress of 
the show and the new plans as they are de- 
veloped, will be announced from time to 
time. 

All information relative to the second an- 
nual New England Jewelry Exposition will 
be given out by General Manager, Chester 
I. Campbell, 329 Park Square building, Bos- 
ton, to whom all inquiries should be mailed. 
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Preliminary Draft of Program for Nineteenth Annual Con- 
vention of National Wholesale Jewelers’ Association 
at Philadelphia, Aug. 9-11 














PHILADELPHIA, Pa., July 22.—A prelimi- 
nary draft of the program for the 19th an- 
nual convention of the National Wholesale 
Jewelers’ Association which will be held at 
the Bellevue Stratford, Aug. 9, 10 and 11 
has been sent out from the office of Secre- 
tary George A. Fernley and indicates that 
there will be addresses and discussions on 
topics of vital trade interest. The Philadel- 
phia general committee is arranging an ex- 
tensive program of entertainment for mem- 
bers and delegates to the convention, in addi- 
tion to the Sesqui-Centennial International 
Exposition. <It will be the effort of the 
committee to so arrange its program as to 
entertain ladies accompanying delegates dur- 
ing the time of the business sessions. An- 
nouncement of all the details of the enter- 
tainment features will be made at a later 
date. 

The tentative program is as follows: 


Monday, August 9 
8.30 to 10.15 a. Mm. 


Regisiration of Delegates and Distribution of 
Badges 
10.15 a. M. 

Opening remarks by President Cooper. 

Chorus—‘ America.” 

Annual address cf president—William R. Cooper, 
S. H. Clausin & Co., Minneapolis, Minn. 

Report of secretary—George A. Fernley. 

Address: The Fublicity Movement—Conrad J. 
Brotherly, president American National Retail 
Tewelers’ Asso. and treasurer of National 
Jewelers’ Publicity Association. 

Discussion: The Outlook as It Relates to the 
Jewelry Industry (President Cooper will call 
upon active and associate members for brief 
expressions). 

Appointment of the nominating committee. 

Announcement by entertainment committee. 

Adjournment—12.30 P. M. 


MONDAY AFTERNOON 


Discussion of the report of the secretary. 

Report of the overhead expense committee—R. T. 
Petersen, chairman, Petersen, Max & Co., Buf- 
falo, N. Y. 

The Silverware Situation. 

Remarks: The Activities of the Jewelers’ National 
Crime Committee—G. H. Niemeyer, vice-chair- 
man. 

Discussicn: Fair Play as the Better Business Bu- 
reau. Would Like to See It in the Jewelry 
Industry—Byron L. Shinn, resident counsel 
Nationa! Better Business Bureau, Inc., New 
York City. 

Discussion: The Insurance Situation—Marcel M. 
Mirabeau, Lissauer & Co., New York City. 

Question box. 

Adjournment—4.15 Pp. M. 


Tuesday, August 10 
10 o’clock 


Discussion: The Watch Situation. 

Address: The Insurance Company’s Point of View 
—A,. B. Jackson, St. Paul Fire & Marine Ins. 
Co., St. Paul, Minn. 

Remarks: Some Thoughts on Insurance—Fred N. 
Davis, Marsh & McLennan, New York city. 


Discussion: Is Simplification Possible in the Jewelry 
Business? 

(a) Is the multiplicity of patterns and styles 
responsible for excessive cost and slow 
turnover? 

(b) Has the simplification of silverware been 
beneficial ? 

(c) Are there too many varities of watch 
cases, and if so could this line be sim- 
plified ? 

Major A. E. Foote, Division of Simpli- 


fied Practice, Department of Commerce, 
Washington, D. C. 
Discussion: Are Lines Now Manufactured in Keep- 
ing with the Times? 
Adjournmert—12:15 Pp. m. 


TUESDAY AFTERNOON 
2.30 o’clock 

Combined session of American National Retail 
Jewelers’ Association, Pennsylvania State Re- 
tail Jewelers’ Association, Nationa! Wholesale 
Jewelers’ Association. 

Address: Economics of the Jewelry Industry— 
Herbert W. Hess, professor of merchandising, 
Wharton School of Business and Finance, Uni- 
versity of Pennsylvania. 

Address: Windcw Dressing Demonstration—Arthur 
Cuff, displayclogist, Toronto, Can. 
(Note—All of the demonstrations presented by 

Mr. Cuff will be illustrated by a full re- 
producticn of a jewelry store window, dressed 
to suit various types of displays.) 

Adjournment—4 P. M. 


Wednesday Morning, August 11 
9.30 o’clock 

Report of treasurer—L. P. White, L. P. White, 
Philadelphia. 

Remarks: The Salesmanship of Packages—Howard 
P. Beckett, commissioner, National Paper Box 
Manufacturers’ Asso. 

Report of Resale Frice Legislation—D. J. Gleeson, 
Gleeson Jewelry Co., Louisville, Ky. 

Discussion: Effect of Instalment Buying and Sell- 
ing on the Jewelry Industry. 

Remarks: The Service of the National Jewelers 
Board of Trade to Wholesalers—P. J. Coffey, 
president National Jewelers Board of Trade, 
Newark, N. J. 

Adjournment—12.30 P. M. 


WEDNESDAY AFTERNOON 


2.15 o’clock 
Question box. 
Expression of preference regarding place of twen- 
tieth annual convention. 
Report of nominating committee. 
Electien of officers. 
Unfinished business. 
New business. 
Adjournment-—4.30 P. M. 
Question Box 
The Situation Created by States Endeavoring to 
‘Tax Wholesale Jewelers for Doing Business 
Within Their Borders. 
Does Nationally Advertised Merchandise Increase 
Turnover? 
What Is the Remedy for the Abuses Arising from 
Shipping Goods on Memorandum? 
Who Is Carrying the Burden of the High Rate of 
Insurance in the Jewelry Industry? 
What Is the Best Method of Disposing of Slow 
Selling Lines? 
What Is the Remedy for the Abuse of Guarantees? 








Brazilian gold mines are prospering, re- 
ports Vice Consul Rudolf Cahn, at Rio De 
Janeiro, to the Commerce Department. Re- 
turns made by the mining companies to the 
government for tax purposes reveal that 
production last year amounted to 3,742,758 
grams, valued at $3,015,038. The output in 
1924 had a value of $2,586,544 and in 1923 
of $1,701,965. The improvement in the 
Brazilian rate of exchange has been of 
signal benefit to the mining companies. The 
exportation of gold from Brazil is pro- 
hibited and the Bank of Brazil buys the total 
gold production of the mines. 


53 


NUSSBAUM A BANKRUPT 





Jury in United States Court Refuses to 
Believe Story of New York Jeweler Who 
Said He Was Attacked by Bandits 


A jury in the United States Court last 
week practically declared false the story of 
Tobias Nussbaum, a jeweler of 136 Essex 
St., New York, who claimed that on Dec. 
23, 1925, he had a holdup in the hall of 
premises No. 124 Delancey St., at which 
time he said the robbers took jewelry 
amounting to the sum of approximately 
$43,000, consisting of loose diamonds and 
mounted articles. 

Creditors had doubted the validity of the 
story of the holdup, at the time it was re- 
ported, and after a conference it was de- 
cided to retain Engel Bros., of 154 Nassau 
St., Borough of Manhattan, to file a peti- 
tion in bankruptcy, and make a thorough 
investigation of this matter. Thereafter 
three creditors of Nussbaum petitioned him 
into bankruptcy, the petition alleging the 
holdup claimed to have taken place by the 
alleged bankrupt, was fictitious and merely 
a cover for defrauding the creditors out of 
$43,000 worth of assets. 

The alleged bankrupt appeared by David 
Haar of 15 Park Row, filed an answer to 
the petition contesting the act of bankruptcy, 
and contesting the question of the illegiti- 
macy of the holdup. In the meanwhile: a 
receiver was appointed, and the matter was 
referred to Referee Miller, as Special 
Master, to take the testimony of the bank- 
rupt: under 21-A of the Bankruptcy Act. 

Irving Schneider, of Engel Bros., on be- 
half of the petitioning creditors conducted 
the examination before Commisioner Miller. 

In the meanwhile Nussbaum demanded a 
jury trial on the question of the validity of 
the petition, and the matter came up for 
trial on July 12, 1926, before Judge Otis 
of the United States District Court, sitting 
in the Southern District of New York, and 
after a trial lasting five days, the jury found 
a verdict in favor of the petitioning credit- 
ors, sustaining the petition against Nuss- 
baum, thereby branding the answer of the 
alleged bankrupt of a holdup as fraudulent, 
as contended for by the petitioning 
creditors. 








Jewelry of the Early Franks 





ERY useful as reminders are such short 

glimpses of the periods in jewelry as 
we find them in “CostuME AND FASHION” 
by Herbert Norris (New York: E. P. Dut- 
ton & Co., 1925). Concerning the jewelry 
of the early Franks, he writes: 

“Articles of personal adornment consisted 
of fibula, ear-rings, bracelets, belt-buckles, 
and plates of metal for decorating skin 
jackets, waist-belts and sword-belts. Bronze, 
often gilded, was the chief metal used, and, 
among the wealthy, ornaments of gold. The 
fibule were of specially beautiful designs, 
and made of gold or bronze inlaid with peb- 
bles and precious stones. 

“Bracelets, often worn by men on the 
right arm, and ear-rings were of the same 
materials. Necklaces of colored glass beads 
were in common use. The buckle fastening 
the waist-belt was an important item and 
was richly chased or inlaid.” 





THE JEWELERS’ CIRCULAR July 28, 1926 


WALTER EITELBACH & CO., INC. 


576 FIFTH AVENUE, NEW YORK 











p 
ie 
ih 
i 
1¢ 
if 
fe 
ie 

2 
\t 
if 





baal 


SPECIALISTS IN PEARL NECKLACES AND INDIVIDUAL PEARLS 
~ FINEST SELECTION RARE GEMS ~ 























RARE GEMS 
PEARL NECKLACES 


Square Curs “== BAGUETTES 


“es NRTHUR:SILBERBELDS 


j _ DIRECT IMPORTERS 
AMSTERDAM 2 West 467 Street — New York. 




















July 28, 1926 


oe Lain 


THE JEWELERS’ 








a Report on Swiss Watchmaking Industry 





Commercial Attache Chester Lloyd Jones Submits Review of Conditions Show- 
ing Rapid Growth to Department of Commerce 
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WasSHINGTON, D. C., July 22.—The growth 
of the Swiss watchmaking industry is 
characterized as over-rapid in a comprehen- 
sive report on Swiss industries and trade 
prepared by Commercial Attache Chester 
Lloyd Jones, at Paris, in collaboration with 
American consular officers in Switzerland. 
The industry numbered 41 companies in 1901, 
with a capital of 14,100,000 francs, while in 
1923, 342 companies were registered, with a 
capital of 110,400,000 francs, and the total 
number of watch factories was recorded as 
953. 

Watchmaking was originally a home in- 
dustry and factories are still small for the 
most part but there is a marked tendency 
towards centralization. While there is an 
average of only 35 workmen in a factory 
the majority of Swiss watchmakers now 
work in a small group of factories. It is 
probable that there will be further central- 
ization and that piecework in the home will 
practically disappear, although it was carried 
on in this manner for several centuries in 
the past. 

It is not likely that the Swiss industry will 
ever produce a cheap watch as its charac- 
teristic product, despite modern industrial 
methods, Commercial Attache Jones com- 
ments. He points out in support of his 
opinion that the standard of living in 
Switzerland makes labor costs comparative- 
ly high. 

The Swiss government exercises a certain 
control over the watch industry. With the 
assistance of the government a number of 
technical schools for the training of. work- 
men have been established, which have 
played a large part in establishing the high 
standard of the Swiss product. The govern- 
ment also maintains well-equipped labora- 
tories at Neuchatel and at Geneva, where the 
finer watches and precision instruments are 
carefully tested and where their accuracy is 
officially certified. 

There are requirements for hall marks, 
and all watchcases of gold more than 0.835 
fine, of silver more than 0.800 fine, and of 
platinum more than 0.955 fine must be sent 
to federal bureaus to be stamped. 

The industry depends largely upon foreign 
markets. The average yearly value of ex- 
ports during the period 1921 to 1924 was 
about 209,000,000 francs. The following table 
gives the value of Swiss exports of watches, 
clocks and parts thereof for the year 1913 
and for the four years 1921 to 1924: 


The gain in exports to the United States 
and the relative decline of shipments to 
Germany are outstanding features of the 
present trade as compared with that before 
the war. Exports to Asia have developed 
rapidly in recent years, reaching 52,000,000 
francs in 1924, as against 11,000,000 francs 
in 1913. 

Despite the fact that since 1921 the total 
export value of watches and parts has in- 
creased from 169,000,000 to 273,000,000 
francs, the Swiss watchmaking industry 
complains of inadequate returns. The claim 
is that the cost of materials, the high cost 
of labor, and the low prices at which com- 
petitive countries are selling their watches 
have all combined to make conditions very 
difficult. 

It is probably true, according to Commer- 
cial Attache Jones, that the Swiss watch 
industry cannot now obtain from its opera- 
tions such profits as those of the pre-war 
period, but that operations are conducted 
at a loss does not seem to be proved. The 
present size of the total foreign business 
would appear to make up in a measure for 
the difference between the margin before the 
war and the margin today. 

In order to maintain a better price level 
for the future, a central organization, in- 
cluding a large number of regional crganiza- 
tions in all branches of the watchmaking in- 
dustry, has been established, with offices at 
Bienne, called the Federation Suisse des As- 
sociations des Fabricants d’Horlogerie. Its 
object is stated to be to “direct and con- 
clude” all general questions concerning the 
Swiss watchmaking industry. 

Export trade has shown a steady increase 
both in quantity and value in recent years. 
The average value of the individual watch 
exported has shown a tendency to fall, but 
this is not true in the finer types in which 
machine production plays a less important 
role. Sales of wrist watches are gaining 
over those of pocket watches ,a development 
uniform in most of the chief markets and 
welcomed by the watchmakers because of the 
better wage rates paid in his branch of man- 
ufacture. 

In clocks and watches the trade between 
the United States and Switzerland has 
always been one-sided, American sales being 
only a small fraction of that in the opposite 
direction. Since 1913 this trade has steadily 
grown, and there have been some marked 
changes in its character. The relative im- 








Export VALUE oF Swiss WATCHES, CLocKS AND PArTS 


(Thousands of francs) 
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67,541 82,985 71,713 100,986 126,835 








183,049 273,150 


169,286 180,048 216,552 
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portance of complete watch movements has 
greatly increased, reaching more than four- 
fifths of the total in 1924, as against. one- 
third in 1913, while gold watches, including 
wrist watches, have dropped to one-twenty- 
fifth of the total value from one-fourth in 
1913, and finished watch parts are somewhat 
over one-twentieth of the total, as against 
one-seventh in the pre-war year. 








Diamonds from London by Airplane 
A note from Amsterdam states that dur- 
ing the recent general strike in England, in 
order to procure rough diamonds from the 





ALL READY TO BRING DIAMONDS FROM LONDON 
BY AIRPLANE 


Syndicate in London, it was necessary for 
the representatives of the firm of Eduard 
van Dam of Amsterdam and Antwerp to 
travel by way of airplane. “Nerewith is 
shown a photograph of Mr. van Praag, one 
of the representatives of Eduard van Dam, 
about to start on his way to London by air- 
plane to get the rough diamonds needed by 
the firm. 








The Works of Nature and the Works 
of Man 





HE following words of R. G. Hatton, in 

“PRINCIPLES OF DECORATION” (London: 
Chapman & Hall, Ltd. 1925) are well 
worthy the attention of every artist and de- 
signer. He says: “Let us note two great 
differences between the works of Nature and 
ithe work of Man, for otherwise we might 
not give Man enough liberty. Nature, in 
forming her products, works within, and 
makes her material as she goes along. Man 
must work from without and, perforce, with 
material designed for another purpose. He 
must stand at this side, or at that, of his 
work as he does it. His means are crude, 
and are limited almost to a to-and-fro and a 
round-and-round motion. His works are 
therefore coarsely geometrical; and, since 
they must stand the strain of production, as 
well as of use, are clumsy beyond their 
needs. And, secondly, Nature can elaborate 
her forms to whatever magnificence she will, 
and yet not overstep the bounds of reasonable 
development. 

“But Man may not elaborate his struc- 
tures more than a little; and, therefore, what 
elaboration of appearance he undertakes, in 
order to join his thought to his needs, must 
be done by adding ideas, and these have 
nothing to do with the thing he is making. 
Hence, upon a bowl is a fish, a horse, a tree, 
a town—or what you will.” 
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ANSEN & COMPANY, INC. 


CUTTERS and IMPORTERS of 
FANCY SHAPED DIAMONDS 


Telephone 
Murray Hill 1 Sop 














$ THE GIFT TO HER FIANCE 
THE 


STAR SAPPHIRE RING 








The bestowal of a Gift upon her betrothed 
is a charming custom that breathes the roman- 
tic spirit of the engagement period. 


The Star Sapphire ring is suggested as being 
a particularly suitable gift for this occasion. 
It is a man’s piece of jewelry. 
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First Annual Jewelry and Allied Trades Show 








Exposition Under Auspices of Wholesale Jeweler’s Association of Chicago 
to Open at New Jewelers’ Building in that City, Sept. 20—Only 
Members of the Jewelry Industry Will Be Admitted 

















Cuicaco, July 22—The formal announce- 
ments and plans of the first annual Jewelry 
and Allied Trades Show, which will be held 
in Chicago during the week of Sept. 20, 
were mailed to the manufacturers of the 
trade early this week, and the replies by 
mail and wire would seem to assure the suc- 
cess of the undertaking. The enthusiastic 
interest manifested by manufacturers is a 
surprise to the most optimistic sponsor. 

The show will be held under the auspices 
of the Wholesale Jewelers of Chicago, an 
organization recently effected to promote af- 
fairs of this kind and advance the welfare 
of the wholesale jewelers of this city. The 
show will be held on the third and fourth 
floors of the new Jewelers’ building, at the 
corner of Wabash Ave. and Wacker Drive. 
The space on each floor has been divided 
into 60 display units ranging in size from 
75 to 160 square feet. A nominal charge of 
$1 per square foot covers the cost of space 
occupied, railings, columns and back wall of 
booth, 2 chairs, 30 x 60 covered table, hat 
tree, rug and sign with name of company, 
city and representative in charge. The gen- 
eral lighting of space is also included. 

Arrangements have been made with the 
Hotel Sherman for headquarters of the trade 
during the week, and this will be the home 
of manufacturers, wholesalers and retailers 
who attend the show. Arrangements and 
contracts have been made with a hauling 
company, an electric company, florist, furni- 
ture house, and others to insure prompt and 
satisfactory service at a specified price. 

This will be the most extensive showing 
of merchandise ever made under one roof 
in the Middle West and perhaps in the whole 
country. It will afford the retailers and 
wholesalers an opportunity which they have 
never had before. All classes of goods sold 
in jewelry stores will be exhibited—gift 
items, tools and material, jewelry, watches, 
clocks, diamonds, leather goods, silverware, 
pens and pencils, stationery, umbrellas, canes 
and other merchandise for the jeweler, all 
the latest creations by jewelry and allied 
trades manufacturers. 

The attendance will be only by jewelers 
and their immediate families. Admission 
will be by badge issued to jewelers upon 
identification and registration. The public 
will not be admitted. Badges will show 
name and address and distinguish retailers, 
wholesalers and manufacturers. 

Everyone is enthusiastic over the prospects 
of a successful show, and it is certain that 
hundreds of jewelers will visit the city dur- 
ing the week and receive untold benefit by 
being able to see such a vast display of mer- 
chandise and be permitted to select Fall 
stocks from this wonderful array. 

The chairman of the committee in charge 
of the show is R. T. White, of Otto Young 
& Co.; and the other members are A. C. 
Becken, of A. C. Becken & Co., vice-chair- 
man: Sydney Y. Ball, of Norris, Allister- 
Ball & Co.; J. S. Stein, of Stein & Ellbogen 


Co.; E. J. Felholm, of Benj. Allen & Co.; 
C. P. Gustafson, of C. H. Knights Thearle 
Co.; Emil Braude, of Emil Braude & Sons, 
Inc., and Jack Friedland, of the Hart 
Jewelry Co. 

Correspondence should be addressed to A. 
B. Coffman, manager, 328 W. Madison St., 
Chicago. 








Resolutions Adopted at the Annual Cofven- 
tion of the Wisconsin Retail Jewelers’ 
Association at Green Bay, July 13-14 


GREEN Bay, Wis., July 22.—The follow- 
ing resolutions were adopted at the annual 
convention of the Missouri Retail Jewelers’ 
Association, held here July 13 and 14: 


RESoLvrp: That we appreciate the efforts of 
our National President, Conrad J. Brotherly, Sec- 
retary A. W. Anderson and all other national and 
State officers for their conscientious devotion to 
the duties of their respective positions and for 
the successful and constructive progress their ad- 
ministration enjoys. 

7 - 

We again endorse the work and thank the officers 
of the Jewelers Security Alliance for protecting our 
safes and show windows; and the National Jewel- 
ers Mutual Fire Insurance Co. and National Sec- 
retary “Andy” Anderson for giving us fire insur- 
ance at a saving of 40 per cent. and plate glass 
and automobile insurance at a saving of 33% per 
cent. 

* * * 

Rrsctvep: That we endorse the work of the 
Horological Institute of America for better watch- 
makers. 

* o * 

Resotvep: That we urge each jeweler present 
to strive earnestly to arrange a regular weekly or 
monthly meeting with the jewelers of their home 
town for a better understanding of their mutual 
difficulties, and for planning to make folk think 
jewelry and desire tec cwn it for their great hap- 
happiness, success and service. 

* . * 

We heartily approve of the Publicity Frogram 
znd the fund raising campaign of the National 
Jewelers Publicity Association and commend the 
generous financial support of our fellow retailers 
in helping to fullill their obligations to this move- 
ment. 

* * * 

We urge all our members to support this cam- 
paign financially, without further delay, to make 
it possible to stimulate our business for the 1926 
Christmas season. 

* * * 

Resetvep: That we thank the Elgin Nationa} 
Watch Co. for its splendid advertisements which 
are calling the attention of Americans to the value 
of the jeweler and his wares; and all other national 
advertisers doing the same. We thank most highly 
the sterling silverware manufacturers for their co- 
operative advertising as planned, to spend $300,000 
within the next three years for solid silver adver- 
tising. We are also grateful to them for their 
plans for reducing the number of silver patterns 
which each maker is producing. 

_ * i 


Resotvep: That we thank them for their past 
labors and urge cn our national association and 
the National Jewelers Board of Trade the speedy 
passage of a fair platinum stamping law. 

* * + 


Resotvep: That we thank the ladies for their 
charming presence and we strongly urge that the 
jeweler start the wearing of jewelry at home by 
adorning his wife and daughters with appropriate 
jewelry, his table with solid silverware and his 
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mantles with clocks, things which add so much 
to the charm and happiness and sentiment and 
service of the American hcme, as an example to 
others. 

* * _ 

RESOLVED: That we pledge ourselves to the 
movement for the popularizing of men’s engage- 
ment rings. 

. * * 

Resotvep: That we express our thanks to the 
press of this city for giving our proceedings such 
splendid publicity. 

7 * 

Especially are we grateful to Conrad J. Brotherly, 
W. R. Ccoper, D. R. Kinsman, Fay H. Elwell, 
J. R. Spiegel and A. B. Chapman for their able 
and inspiring addresses. 

* _ . 

We express our thanks to the Association of 
Commerce, the Green Bay jewelers and their la 
dies, together with all those who furnished enter- 
tainment, for their efforts in making this conven- 
tion so great a success. 

* * _ 

We express our sincere gratitude to the advertis- 
ers in our program. 

* * 

We thank the Wholesale.Jewelers Association of 
Milwaukee for their assistance in boosting this con- 
vertion and for their practical badges. 

* * o 

To our officers who served us so faithfully dur- 
ing the past year and kept our association up to 
its high standard, we are thankful. 

— * * 

We appreciate the services rendered by the Hotei 
Nerthland and its management and employees in 
making our stay here most pleasant. 

Respectfully submitted, 


THE RESOLUTIONS COMMITTEE, 
E. C. ANGER, 
F. J. ANSORGE, 
Joun M. REGNER, 
Otto MUELLER. 








Samuel Schmidt, Chicago, Offers Creditors 
a Settlement at Twenty Per Cent 


Cuicaco, Ill., July 21.—At a meeting of 
the creditors of Samuel Schmidt, 1343. Mil- 
waukee Ave., held Monday of this -week, 
the debtor presented the following state- 
ment of assets and liabilities. 

The assets consist of accounts receivable, 
$11,000; merchandise at cost $20,000; fix- 
tures and furniture, $5,500; making a total of 
$36,500. The liabilities to merchandise 
creditors amount to $37,000 and for borrowed 
money, $53,000, making a total of $90,000. 

The debtor claims that his business has 
been operated at a constant loss, and that a 
large part of the borrowed money was used 
by him in connection with certain investiga- 
tions made by the government. 

The fixtures of the debtor are mortgaged 
and $7,000 of the accounts receivable were 
pledged with the bank as security for a loan. 

The following creditors’ committee was 
appointed to investigate: S. Lazarus, of S. 
Lazarus & Son; J. J. Byrne, of M. Koop- 
man, and Louis Goldman, of Goldman, Alls- 
house & Healy. It was considered advis- 
able to have a petition in bankruptcy filed, 
and. that has been done. The debtor sub- 
mitted a 20 per cent settlement at the meet- 
ing. The creditors committee is of the 
opinion that a larger settlement should be 
paid. 

The committee will continue its investiga- 
tion, and will submit its recommendations in 
due course. 








R. M. Johnson, Chicago, Ill., is offer- 
ing his business for sale. He is a man- 
ufacturing jeweler and importer of diamonds. 
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JEWELERS’ BLOCK INSURANCE 


Do not turn your back to a customer without first removing the goods you 


° are showing. 
Hints to g oe a ae 
Jewelers Do not have handles on doors that can be fastened outside. 


No. 9 * * * * * 


Carelessness increases the cost of your insurance. 























* * * * * 
Do not be fooled by fake telephone calls, late customers or messengers with 


telegrams. 
* * * * * 


Your insurance broker or agent will gladly place your policy with us, as 
our experienced inspection service is at their disposal. 


COMMERCIAL UNION ASSURANCE CO., LTD. 
COMMERCIAL UNION FIRE INSURANCE CO. OF NEW. YORK 
UNION ASSURANCE SOCIETY, LTD. 

PALATINE INSURANCE CO., LTD. 


THE CENTURY INSURANCE CO., LTD. 


W. B. Brandt & Co., Inc. 


NEW YORK General Agents SAN FRANCISCO 
110 William Street “All Risks” Department 315 Montgomery Street 


SAPPHIRES. “EMERALDS? 


an = SACS 
STAR CALIBRE insets ce cng sone ngs aad <A 
SAPPHI Se 

























































| jf. NRY GRE Importer 
a ms ( EN FIFTH AVE. NEW 3 omar 





eSLON7CS 





Ca, 


THE BUYERS’ DIRECTORY 


Price $1.00 











The Jewelers’ Circular Publishing Company, 11 John St., New York 
































July 28, 1926 


THE JEWELERS’ CIRCULAR 








Jewelers’ Publicity Fund Passes $800,000 Mark 





Work to Begin at Once and National Advertising to Bring Public Back to the 
Jewelry Store to Start in September Magazines 




















Newark, N. J., July 26.—Coincident with 
the meeting of the Advertising Committee, 
held at Cincinnati, O., on Friday, July 23, 
word was received from Campaign Head- 
quarters, at Indianapolis, that the $800,000 
minimum was passed in the raising of the 
$2,000,000 fund of the National Jewelers’ 
Publicity Association. 

“The appreciation of the trade is due 
those firms who increased their subscriptions 
to help go ‘over the top,” said Fred G. 
Gruen, Chairman of the Advertising Com- 
mittee. “I feel the effort was worth it,” 
says Conrad J. Brotherly, President, 
ih a 

“The satisfaction of this accomplishment 
is one that will stand as an epoch in the 
history of our industry,” said P. J. Coffey, 
Chairman, N. J. P. A. 

“The biggest and most important co- 
operative effort ever undertaken by the 
jewelry industry is on its way, $200,000 a 


year for four years is not enough, $500,000- 


a year is needed to do a real job. Let’s 
get it,’ says G. H. Neimeyer, Vice-Chair- 
man, N..J. P. A. 

Reaching the $800,000 mark means that 
the association, through its Advertising 
Committee, will start the advertising 
schedule with a page ad in the Saturday 
Evening Post, in September, followed by 
ads in the October, November and December 
issues of the Saturday Evening Post, 
Literary Digest, Cosmopolitan, American 
Magazine and Collier’s. 

“The Campaign for subscriptions will be 
continued until everyone in the industry is 
paying his share,” said Secretary Drake. 
“Our goal is $500,000 per year, to teach the 
public the way back to the Jewelry store. 
A list of member-subscribers and amount 
of subscription will be prepared shortly 
for distribution to all members of the 
Association. Subscriptions to the Fund, as 
of July 24th, follows: (Additional sub- 
scriptions, making up the $800,000, is aot 
included in this list.) 


State Ouota State No. of Sub. Amount 
S 6292 Atatama ..s.005. 32 $ 3,550.82 
720 BIABKA 64 ccesue 2 . 112.00 
1,760. AXIZONA 260 2%%5-. 6 660.00 
7.202 PTWAMSES. <cccicae xs 35 3,105.00 
71,166 California ...... 120 14,292.00 
13;5890 Colorado. s:<0%s a7 1,265.00 
63,808 Connecticut ...... 74 11,203.34 
1,308 Delaware: 646 i000 11 1,115.00 
6,212 Dist. of Columbia. 53 5,740.00 
S190 Plortds - ss5600000 19 3,538.32 
11,868" Georgids.:6si0000 34 3,365.00 
Ce ERM. 2.465%.000664. 4 171.68 
1SGtoe SUNOS: o.6s.isses ce 444 68,044.74 
26062) Tadiatia. 666.20. 170 15,864.32 
2520) TOW 6056s ce sce 91 8,676.33 
I42BE TMSES oo osisiccces 130 9,258.50 
10,818 Kentucky ........ 78 10,493.00 
15.312 Tcowisiavid  occcees 34 4,305.00 
SAU BASIE si eses ccs 12 1,091.66 
18,180 Miaryand ....65.. 84 9,417.50 
147,032 Massachusetts 230 56,471.02 
30,846 Michigan ....... 192 22,273.32 
26,424 Minnesota ...... 145 17,469.64 
3,544 Mississippi ...... 19 2,060,00 
50,850 Missouri ........ 190 23,444.65 
5.236 MROMtENA ...880%% 6 560.00 
13,386 Nebraska ......0. 66 5,719.34 


State Quota State No. of Sub. Amourt 
Re WWewGe ices cs cs 2 110.00 
7,736 New Hampshire .. 13 959.00 
1,530 New Mexico .... + 400.00 
105,316 New Jersey ..... 212 62,919.22 
701,472 New York ...... 97¢ 199,300.36 
8,724 North Carolina ... 20 1,929.00 
3,636 North Dakota .... 17 1,375.00 
SGM O “CHES? i isc. ccivecec 433 63,036.29 
9,258 Oklahoma ....... 86 7,175.00 
4,626 GROGOR- oi sci cscs 16 1,535.00 
117,118 Pennsylvania ~- 442 61,682.15 
78,520 Rhode Island .... 8 38,077.79 
5,328 South Carolina ... 15 1,100.00 
5,478 South Dakota .... 7 385.00 
11,732 Tennessee ........ 57 6,530.00 
QS GR TORAR ois cise sce waa 87 12,413.00 
Co 3 330.00 
1,780 Vesmont ...00.0 15 1,108.32 
2O;392 ‘ViFGIGIA ..icc cess 35 3,455.00 
14,310 Washington ..... 7 410.00 
10,078 West Virginia ... 17 2,198.33 
23,560 Wisconsin ....... 167 20,288.00 
1,512 Wryoniitg ........ 3 230.00 
$2,619,864 Total to date ... 5024 $790,204.74 
Stet METATECRS  ovcicncccca $393,269.98 
711 MANUFACTURERS .. 251,541.51 
382 WHOLESALERS ..... 96,807.40 
190 TMPORTERS  ..é0i<. 48,585.85 
5,024 $790,204.74 





To the Trade— 

This is to certify that the total 
subscription to the National Jewelers’ 
Publicity Association Advertising 
Campaign Fund are in excess of the 
minimum amount of $800,000. 

P. J. Coffey, Chairman 
Conrad J. Brotherly, Treasurer 
Herbert L. Farrow, Chairman, 
Finance Committee. 

Newark, N. J., July 26th, 1926. 











The Association announces, at this time, 
through its Chairman, P. J. Coffey, the ap- 
pointment of the following members to the 
Plan and Scope Committee as follows: 
Harry Stegeman, Wadsworth Watch Case 
Co., Dayton, Ky. Dr. Burton Dunn, 
Oneida Community, Oneida, N. Y. Harry 
C. Larter, Larter & Sons, New York City. 
Dr. Geo. F. Kunz, Tiffany & Co., New York 
City. Harold E. Sweet, R. F. Simmons Co., 
Attleboro, Mass. Bartley J. Doyle, Key- 


stone Publishing Co., Phila, Pa. W. G. 
Snow, International Silver Co., Meriden, 
Conn. 


This Committee was appointed that the 
Advertising Committee may have a group 
to whom they can look for advice and 
counsel in carrying out the National Adver- 
tising Programme. 

Simultaneously with the starting of the 
National Advertising Campaign in this 
country, Canada and England will launch 
their Advertising Campaigns. Both the 
Canadian and the English Publicity Associa- 
tions have adopted the slogan, “Gifts That 
Last.” The force of these three great 
Advertising Campaigns will make for 
“Jewelry consciousness” on the part of the 
buying public, the world over. 
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Fountain Pens Valued at $2,374 Stolen 
from Providence Paper Co., Provi- 


dence, R. I. 


PRovIDENCE, R. I., July 24—A mysterious 
robbery wherein nearly $3,000 worth of 
fountain pens were stolen, evidently made by 
an expert locksmith, occurred at the store 
of the Providence Paper Co., 44 Weybosset 
St., between 1 o’clock last Saturday after- 
noon, when the store closed, and the open- 
ing hour on Monday. The pens, to the 
value of $2,376.34, were stolen from show 
cases in the front of the store, while the thief 
or thieves left behind them many costly 
fountain pens, silver cups, valuable leather 
articles. 

The robbery was discovered by Alder R. 
Arnold, the manager of the wholesale de- 
partment, when he attempted to open the 
door at 8 o’clock Monday morning. The 
regular key could not be inserted in the 
lock, and after an investigation was made it 
was found that two screws had been re- 
moved from the face of the lock while the 
door was open. The screws held the lock 
tumbler in place, and by removing the tum- 
bler cylinder from the outside of the lock a 
finger could be inserted in the opening and 
the tongue of the lock could be moved. The 
regular cylinder was replaced by one of an- 
other make that the regular key would not 
fit. 

The robbery, according to the police, was 
well planned and the door was found locked 
when the manager arrived Monday morning, 
having been locked by the thieves in in- 
serting a finger and moving the lock tongue. 
Miss Lurena G. Adams, in charge of the 
fountain pen department, stated to the police 
that the pens and pencils taken were of vari- 
ous makes, but pens valued at $15 each were 
left behind. It is believed that the robbery 
took place at night as it would be impos- 
sible for the thief to empty the case during 
the daylight hours, as the case from which 
the goods were stolen was directly in front 
of the store door. 

The theft was covered by insurance. It 
was the second attempt upon the same store, 
the police were informed. Three months 
ago the lock that was disabled this time was 
found to have been tampered with in the 
same manner, but the discovery frustrated 
robbery at that time. In their investigations 
the headquarters inspectors assigned to the 
matter learned that similar robberies have 
been reported at Fall River recently. This 
is the third stationery firm that has been 
robbed in this city during the past few 
months, fountain pens being the object of 
each break. 








A Correction 





he the article published in the issue of 
July 21, under the caption, “New Rules 
Relative to Certification of Watchmakers,” 
the following errors were made: In the 
fifth paragraph, referring to putting the 
watch into first class condition, the mean 
time error should have been 1% minutes 
instead of seconds. In the last paragraph 
the word “regulating” was used instead of 
the word timing, and the statement was made 
that several days were required for regulat- 
ing a watch when the statement should have 
been several weeks for timing a watch. 
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pin wire. Guaranteed. 
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THE WASHBURN 


SECURITY MAGIC NUT 


Automatic Holder for ear studs, scarf-pins, 
etc, 









thyyntrmer. 


EAR WIRES BH 


for unpierced ears, 


SAFETY CATCH 


for Brooches, etc. 
Can be applied to any 
work where pin tongues 


are used, 


Open. Closed. Open. Closed. 
Descriptive Circular on Application. 
Pearl Drilling and Adjusting a Specialty 
Special Order Work and Repairing 


Cc. IRVING WASHBURN, 108 Fulton Street, N.¥, 
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JOHN H. NICKELL 
America’s Pioneer White Gold Maker 


All Kinds of Repairing and Expert Diamond 
Setting. 


35 East Wacker Drive, New Jewelers’ Bidg., Chieago, fll. 


















































S. NATHAN & CO. 


Importers and Cutters 
71 Nassau Street New York 





FANCY STONES 
SUCH AS 
STAR SAPPHIRES . 
TOURMALINES Everything 

CHINESE JADE . 
LAPIS LAZULI in the 


BLACK OPALS Stone Line 
TURQUOISE 


MOONSTONES 
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Burglar Alarm Supplies 
Protection Against Window Smashers, 
Burglars and Bandits 

Complete Outfits—Install Your Own 
Tin Foil—Instruments—Big Bells—Relays— 
Controls 

Midnight Alarm System 


Catalog 3218 Cambridge St., Toledo, Ohio 








Indestructible Pearls 


Balls, ‘Olives, Pears =e Buttons for Earrings 
or other purposes made smooth or baroque 


AURORA PEARL “Co. 


814 Lexington Ave., BROOKLYN, N. Y. 














TRADE MARKS DESIGNED and registered in the U. 8. 
Patent Office and Foreign Countries. Inventions patented, 
copyrights procured. If your invention is new and use- 
ful it is patentable—submit your sketch. 


Z. H. POLACHEK 


." = cal STREET NEW YORK 
. Patent Attorney, Consulting Engineer. 
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PENNSYLVANIA CONVENTION 





Everything Ready for Meeting of State 
Association at Philadelphia, 
Aug. 9 


PHILADELPHIA, Pa., July 27.—So far as 
the local jewelry business is concerned, 
everything is “set” for the annual conven- 
tion of the Pennsylvania Retail Jewelers’ 
Association, which convenes at the Bellevue- 
Stratford hotel bright and early on the 
morning of Aug. 9 and there is every indica- 
tion that the convention will be not only 
the best attended, but the most interesting 
that has been held in the history of the 
organization. The session will be the first 
event of ‘“Jewelers’ Week,” when the 
national wholesalers and national retailers 
also will hold their annual conventions here 
and the presence of thousands of jewelers 
from all over the United States, will have a 
stimulating effect on the jewelry merchants 
of this city. 

An elaborate program of entertainment 
has been prepared by the local committee 
of arrangements on which manufacturers, 
jobbers and retailers are represented and the 
State retailers also will have the advantage 
of the convening here of the national body 
into whose sessions the Pennsylvania as- 
sociation will merge after its own business 
is ended on Monday afternoon, Aug. 9. 

Frank L. Davis, president of the State 
association, has arranged a brief and snappy 
program for the convention with speeches 
few and short on the list. He figures that 
August is no time for long addresses nor 
too many of them, no matter how brief, so 
the program has been arranged to transact 
all the business of the gathering within as 
short a time a possible. 

The convention will really open, in an 
unofficial way on Sunday afternoon, Aug. 
8 when the registration booth at the 
Bellevue-Stratford will be opened and with 
all arrangements in readiness for the com- 
fort of the delegates and other jewelers of 
the State who may wish to attend. Mr. 
Davis wishes it understood that all jewelry 
merchants in the retail line will be welcomed 
whether members of the association or not 
and all arrangements made for the comfort 
and entertainment of the members will also 
be open to them. 

The first event on the program Sunday, 
will be a reception at the hotel from 4 to 8 
o'clock at which Mr. Davis and the recep- 
tion committee will extend a cordial wel- 
come to all the jewelers, State and national. 
He and the committee will be aided in this 
function by a committee of ladies, headed 
by Mrs. H. P. Bridge as chairman and com- 
posed of the following: Mrs. Robert L. 
Coates, Mrs. William Bode, Mrs. M. 
Bovard, Mrs. John G. Busemas, Mrs. Wil- 
liam L. Clarke, Mrs. F. L. Davis, Mrs. 
William H. Doeble, Mrs. William F. Engle- 
hart, Miss Margaret Enright, Mrs. Ira D. 
Garman, Mrs. Edward J. Geible, Mrs. David 
Greenburg, Mrs. William Gsand, Mrs. 
Harry Haas, Mrs. Samuel S. Haas, Mrs. 
Charles H. Hamply, Mrs. Charles Homer, 
Mrs. George S. Katz, Mrs. D. W. Lawbach, 
Mrs. William Lehmkuhl, Mrs. William J. 
McKee, Mrs. Samuel Mellin, Mrs. Robert 
Miller, Mrs. William O’Donnell, Mrs. R. 
Pinkstone, Mrs. L. Reany, Mrs. Frederick 
Sauter, Mrs. John Schoeller, Mrs. Ralph 
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Seaman, Mrs. Samuel Sitkin, Mrs. George 
Spoerhase, Mrs. Frederick Straub, Mrs. J. 
D. Trudell, Mrs. Robert Wilson, Mrs. 
Caldwell Strong, Mrs. William Maurer, 
Mrs. E. G. Lawless, Mrs. Byard L. Brogan. 

These ladies also will cooperate through 
the convention week in looking after the 
entertainment of the wives and sisters and 


. daughters of the visiting jewelers and have 


arranged an enjoyable program of shopping 
tours, visits to notable industries historic 
spots of Philadelphia and other affairs for 
them. 

President Davis this week tendered the 
ladies’ committee a luncheon at the Poor 
Richard Club in order to give all on the 
list an opportunity to get acquainted with 
one another and to further plans for co- 
operation with the “mere men” who are in 
charge of the details that will make for the 
success of all three conventions. 

Monday will be the business day of the 
state retailers’ convention and the follow- 
ing is the program: 


Morning 


9 to 10.30-—Registration. 

10.20—Conventicn called to order by F. L. Davis, 
president, following which all will join in 
singing ‘‘The Star Spangled Banner.” 


10.45—Invocation by Rev. Dr. Pchleman, pastor 
Christ Lutheran Church. 


11—Address by President Davis. 


11.10—Reading of the minutes of 1925 convention 
by Secretary William Sutton. 


11.30—Committees appointed. 
12—-Adjournment. 


1 p. m.—tLuncheon to guests with address by 
Bartley J. Doyle. 
Afternoon 


2.30—Convention called to order. 
Address by Rebert M. Lovell of the Better 
Business Bureau, New York, on “Selling 
It For What It fs.” 


3.00—Secretary’s report. 
3.15—Treasurers’ 
3.30—Standing committees report. 
4.15—Nomination and election of officers. 
4.30—Selection of place for 1927 convention. 
5.00—Convention adjourns. 


The evening of Monday will be a go-as- 
you-please one for the delegates, each suit- 
ing himself on his particular form of enter- 
tainment for that evening. Tuesday the 
State retailers will fuse automatically in the 
sessions of the national retailers and from 
then on will participate in the doings of the 
National body. 

President Davis is leaving no stone un- 
turned to bring as many of the retailers of 
the State to the convention and to that end, 
among other things has sent the following 
appeal to every one: 


“Dear Jeweler :—WELL—everything 
is set for you to see and enjoy the 
most wonderful gathering of jewelers 
this country has ever seen, so don’t 
fail to come along, and enjoy Jewelers 
Week in the great Sesqui-Centennial 
City, Philadelphia, AUGUST 8 to 13. 

“NOW in order to make everybody 
happy and give us time to arrange for 
your entertainment, we must know how 
many to provide for, and if you will 
sign the enclosed card telling us how 
many you will bring along, and what 
time you will arrive, it will make things 
easier for us all. 


report. 
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“SMILE, and sign the card (I will) 
and we will all be happy. 
“Yours in haste, 
“Penna. Retail Jewelers Association, 
“F. L. Davis, President.” 


Also he designed the accompanying ap- 
peal in the cartoon line and has sent it 
broadcast. If a majority of the Pennsyl- 
vania retailers are not on hand it certainly 
will not be his fault. 








United States Consul at Antwerp Reports 
Diamond Market Dull During May 


Wasuincron, D. C., July 21.—The Antwerp 
diamond market continued dull during May. 
Stocks of rough diamonds on hand at the 
beginning of the month were plentiful, but 
did not find buyers because of high prices, 
‘Consul George S. Messersmith, at Antwerp, 
reports to the Department of Commerce. 
Interest during the first half of the month 
was manifested in big stones of good quality, 
but these were scarce and the small lots 
available were offered at extremely high 
prices, transactions consequently being slight. 

The market for polished diamonds also 
was calm. There was, however, a demand 
for large-size cut diamonds, while white, 
slightly red, pure or pique stones also en- 
joyed a fair amount of business. The de- 
mand for these grades would undoubtedly 
improve were it not for the scarcity of 
stocks and the high quotations. A_ slight 
revival was observed in the demand for 
“eight facets,” while mélée of all kinds was 
neglected. 

There was some demand for good and 
medium quality stones of two grains and 
upwards during the second half of the month 
but few transactions were concluded as the 
prices continued high. The demand for big 
stones as well as that for fine fancy cuts 
continued but few operations took place. 

On the rough stone market all kinds of 
goods were seen except large stones and 
stones suitable for fancy cutting. The de- 
mand chiefly favored cheap cleavage and 
small goods of less than four grains were 
disposed of only in small lots. 








ANTIQUE JEWELRY STOLEN 





Exhibits from National Museum, Washing- 
ton, D. C., Taken from a Cabinet 


WasHINcToN, D. C., July 26.—Theft of 
a dozen exhibits of antique jewelry from 
the National Museum here was discovered 
this week. The missing articles are an 
Egyptian amulet, an Egyptian scarab, a sil- 
ver and ivory box, three silver perfume 
boxes, and six silver heels. No value is 
placed upon the articles because they were 
loaned to the Smithsonian Institution and 
are regarded as irreplaceable. The theft has 
been reported to the police. 

The jewelry was stolen from a cabinet in 
the Oriental Division on the second floor of 
the New National Museum building. The 
glass case was not broken and the lock 
either was picked or a duplicate key was 
used. The theft was discovered by J. S. 
Goldsmith, an assistant curator, and may 
have occurred at any time during the past 
month. The owners of the stolen objects 
have been notified. 








PD RI SAS" SRP NE A PR SALE ER RT ea COIN PME SIRE Te Ot aE Bt CaN. 5 “eS Niamaa 





THE JEWELERS’ 





CIRCULAR 





LS LYONS ER UNE PR SEAS REET FO TRG IY oy SHY — 











PE TERE CRON ETSI VTE Oana a TSO 








A new Keystone creation. The ‘‘cut-corner’’ 
6/0 size Jas. Boss 14K filled case with Egyp- 
tian engraved bezel, Ask your jobber to show 
you Keystone strap cases with this new and 
distinctive decoration. For 73 years the 
Jas. Boss trade mark has been emblematic 


. of the finest gold filled watch cases. 






























N every Keystone watch case the greatest care is 

exercised to obtain a perfect fit of the back, 
bezel and center. This insures the utmost protec- 
tion for the movement, which your customers have 
a right to expect. This precision in manufacture 
has resulted in a definite preference for Keystone 
cases with the public as well as among jewelers. 


THE KEYSTONE WATCH CASE, CO. 
Established 1853 
Riverside, New Jersey 


KEYSTONE 


Watch 
CASES 
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J. F. REED SHOT 





Slayer of Phoenix, Ariz., Jeweler Refuses 
to Talk About Shooting Which 
Proved Fatal 


PHOENIX, Ariz., July 21—A man who 
gave the name of D. G. Lane, and who is 
held at the city jail as the alleged slayer 
of Dr. John F. Reed, local jeweler and op- 
tician, refused to make any written state- 
ment concerning the spectacular shooting 
at 1308 E. Van Buren St. Saturday eve- 
ning which proved fatal to Dr. Reed. 
Coroner Nat T. McKee called an inquest 
for 3 o’clock on July 19. “I shot Reed be- 
cause he broke up my home,” police quote 
Lane as telling them, when they first ques- 
tioned him at the police station. Lane was 
arrested by city patrolmen Dan Jones and 
G. Appling, who answered the call to the 
Lane home, where they found Lane ready 
to surrender himself to the police. 

With his abdomen riddled by three 45 
caliber revolver bullets and a small part of 
his skull clipped off by a pistol shot, Dr. 
Reed displayed miraculous vitality in remain- 
ing conscious from the time he was shot, 
about 6:50 o’clock Saturday evening, until 
he went on the operating table at St. 
Joseph’s Hospital, two hours later. 

Dr. Reed’s story, according to the police 
and county attorney’s office, is that he re- 
ceived a telephone call from Mrs. Lane 
about 5 o’clock Saturday afternoon telling 
him she had arrived in town from Texas, 
and needed his assistance. Mrs. Lane de- 
nies having ever phoned the jeweler, but 
the latter’s statement is substantiated by a 
grocery keeper on E. Van Buren St., who 
says that Mrs. Lane used his telephone, and 
by a clerk at Reeds’ store at 110 N. Cen- 
tral Ave., who says he took the telephone 
call from Mrs. Lane for Dr. Reed. The 
clerk said he heard his employer identify 
Mrs. Lane on the telephone by calling her 
Gladys, and saying, “Yes, and I want to see 
you.” 

Dr. Reed told the officials who talked 
with him at the hospital that he entered the 
dining room of the Lane home and as he 
started to interview Mrs. Lane as to what 
she wanted with him, her husband stepped 
from a bedroom and opened fire on him. 
The first bullet struck him on the head 
and knocked him to the floor, Reed said. 

“I crawled on my hands to a door lead- 
ing to a kitchen and the one through which 
I entered the house. Both were either 
locked by Mrs. Lane or I’ was too weak to 
open them. As I was crawling Lane con- 
tinued firing, the bullet hitting me around 
the belt line. I was dazed until I was car- 
ried from the house by neighbors around 
the Lane home and placed in the ambulance 
when my senses cleared up and I recalled 
what had happened.” Dr. Reed said, “I 
swear there was never any intimacy. I 
merely responded to Mrs. Lane’s telephone 
call because she had worked for me in my 
store here from December until February 
this year,” he added, police said. 

Dr, Reed came to Phoenix in December 
and opened a jewelry store and optometry 
parlor at 110 N. Central Ave. Prior to 
coming to Phoenix he had operated such a 
business at Globe and Miami. He leaves 
a widow and one grown son, who has been 
residing in Los Angeles, where the son has 
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been attending the Polytechnic high school. 

Mrs. Reed and her son, Franklyn Junior, 
of Los Angeles, arrived in Phoenix from 
Los Angeles this morning and took up their 
residence at 328 E. Moreland St. 

When interviewed Monday afternoon 
Mrs. Reed said the news of her husband's 
death came as a complete surprise to her. 
She said she did not learn the particulars 
of her husband’s demise until reading a 
newspaper at Yuma. 

Dr. Reed was a member of the Elks 
Lodge at Santa Monica, where he was 
established in business for 20 years, Mrs. 
Reed said. 

The body will be sent back to Los An- 


geles for burial. 








DEATH OF JOHN J. BRANGAN 





Assistant Manager of Derby Silver Ce. 


Passes Away at His Home 
in Brooklyn 


John Joseph Brangan, assistant manager 
of the Derby Silver Co., 10 Maiden Lane, 
New York, died on Tuesday morning, July 
20, at his residence, 7505 Colonial Road, 
Brooklyn, following a short illness. The 
funeral was held from his late residence at 
9.30 o’clock on Friday morning with solemn 
mass of requiem in the Church of Our Lady 
of Angels, 74th St. and 4th Ave., Brooklyn. 

Mr. Brangan was well known to the sil- 
verware trade and to jewelers and was at 
the New York headquarters of the concern 
on the Saturday previous to his illness, his 
death occurring from intestinal trouble. He 
was in his 45th year. 

For 30 years he had been associated with 
the Derby Silver Co., starting as office and 
messenger boy and working up to the posi- 
tion of assistant manager. He was born in 
New York city, where he spent his early 
life. He was active in the Knights of Co- 
lumbus, being a member of Thomas Dongan 
Council, and he was also active in the police 
reserves in Brooklyn, being a_ lieutenant 
colonel in that organization. 

Deceased is survived by his widow, a 
daughter, Celestine; a son, Jay; his father, 
and by two brothers, James and William. 


tecr g@ 








Abdul Hamid’s Jewels Brought in $2,000,000 
When Sold in Europe Recently by 
Anti-Kemalists Plotters 


An Associated Press dispatch from Con- 
stantinople, July 23, states that evidence had 
just been obtained in that city to the effect 
that the famous Yildiz Palace jewels, which 
were seized by the Young Turks after the 
fall of Sultan Abdul Hamid, deposed in 
1909, formed the first fund alleged to have 
been collected for the overthrow of the Gov- 
ernment of Mustapha Kemal Pasha. 

The report stated that the jewels, which 
were sold in Europe for $2,000,000, were in 
the possession of the political leaders who 
are now under arrest at Angora charged 
with conspiracy against the government. 

Testimony concerning the fund was made 
by Dr. Nazmin Bey during his examination 
before a special tribunal which is preparing 
the cases of more than 100 prisoners for 
trial. Dr. Nazmin Bey was one of the lead- 
ers of the revolt against Abdul Hamid. 
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DEATH OF E. J. HIRSCHMAN 





Was Vice President of Warren Kahse, Inc., 
and Pioneer in Jewelry Making Industry 
at Rochester, N. Y. 


RocuestTer, N. Y., July 22.—Edward J. 
Hirschman, vice-president of Warren Kahse, 
Inc., metal novelty and jewelry manufac- 
turers of Rochester and pioneer in the in- 
dustry, died yesterday morning at his home, 
No. 286 Averill Ave., following a short 
illness. Mr. Hirschman was connected with 
the Bastian Bros. Co. for more than 20 
years, and was superintendent of the com- 
pany for 15 years until about 1920, when he 
left Rochester to become superintendent of 
the Robbins Co., manufacturing jewelers of 
Attleboro, Mass. 

Last August Mr. Hirschman returned to 
Rochester and became vice-president of 
Warren-Kahse, Inc., located at 1048 Uni- 
versity Ave. He was regarded by manu- 
facturing jewelers throughout the country 
as an expert in the line. He had recently 
returned from a convention in Atlantic City, 
where he had represented his firm in com- 
pany with T. Oliver Kahse, treasurer of the 
concern. 

Mr. Hirschman was born in Rochester on 
Jan. 16, 1886, and was educated in the public 
schools here. His first employment was with 
Bastian Bros., which at that time was just 
starting and was one of the few, if not the 
only, firm of its kind in the country at that 
time. 

He was active in Masonic circles and at 
the time of his death was a member of 
Hamilton Chapter, R. A. M. He was a 
Past Master of Valley Lodge, F. and A. M., 
and was a member of Monroe Commandery, 
Kk. T., of the Mystic Shrine and St. 
Andrew’s Brotherhood. 

A Masonic funeral will take place to- 
morrow afternoon at 3 o’clock from the 
home. 

Mr. Hirschman leaves his widow, Hattie 
Hirschman; two daughters, Lucille and 
3ernice; two sisters, Mrs. Arthur Bruezicki 
and Miss Emma Hirschman; and two 
brothers, Henry and Raymond Hirschman. 








Creditors Start Bankruptcy Proceeding: 
Against Cooper Bros., New York 


An involuntary petition in bankruptcy has 
been filed in the United States District Court 
against Cooper Bros., jewelers, 59 Forsyth 
St.. by Louis Landin, $350; Stern Bros, 
$700; and Max Stern, $250. Members of 
the firm are Daniel and Jacob Cooper. 

Thomas Matters has been appointed re- 
ceiver under bond of $5,000. The liabilities 
are said to be about $50,000 and the assets 
about $13,000. 








Market Prices for Silver Bars 


The following are the quotations for silver 
bars in London and New York as reported 
for the past week: 

Selling Price 


London U.S. Gov't New York 

Date Official Assay Bars Official 
July 20 29% 66% 64% 
ote. Porro 29. 665% 64% 
TT 66% 641/ 
ae oad 2943 66% 64% 
ye ee 29% 66% 63% 
rT Be hl 2 2914 66% 63% 
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Maiden Lane Bandit and One Aid Caught 


Chicago Gunman and a Confederate Trapped by New York Detectives—Police Say 
Arrests Will Clear Up Several Jewelry Store Robberies 

















Indictments will be sought against Solo- 
mon Brofman and George Cohen, the two 
alleged jewelry hold up men, who have 
been charged with the theft of gems valued 
at over $200,000 from New York jewelers 
in the last seven months. As reported in 
last week’s issue of THE JEWELERS’ CirR- 
cuLAR, Brofman and Cohen are the men 
who committed the sensational robbery at 
the office of Abraham W. Faigin, dealer 
in diamonds, 15 Maiden Lane, New York, 
on Monday, July 19, and who were cap- 
tured on July 21, and locked up at police 
headquarters by detectives who traced them 
by a telephone call and torn bits of paper 
found in a waste basket. 

Cohen, a Chicago gangster, is making 
determined efforts to prevent his being held 
for trial here and has declared he had in- 
formation about the killing of Assistant 
State’s Attorney McSwiggin. After a long 
talk with the prisoners, Assistant District 
Attorney Hastings announced that he would 
ask for indictments covering the $75,000 
hold up and robbery of Abraham W. Faigin, 
the $90,000 diamond theft from William H. 
Simms & Co., a jeweler at 2488 Grand Con- 
course, the Bronx, on March 13 last and 
the $75,000 robbery of Henry Goldberg, a 
jeweler at 91 Eldridge St., in December. 
Brofman is alleged to have admitted these 
charges and also to have told Assistant Dis- 
trict Attorney Hastings of holding up a 
crap game in a West 38th St. hotel, near 
Fifth Ave. In this he got $10,000 in cash 
and jewelry. 

Detective Kalbfleisch went to Chicago 
soon after the arrest of Brofman to get 
possession of a trunk which Cohen had sent 
there in the hope that the trunk might con- 
tain some of the lost property. The Chicago 
police want Cohen for shooting a policeman 
and jumping $35,000 bail. 

The capture of the two men is considered 
a fine piece of detective work in police 
circles in this city. Detective Mattheus Mc- 
Keever, George McGann, James Fitzpatrick 
and Edward Kalbfleisch recognized on Mon- 
day after they investigated the hold up that 
they were dealing with experienced crim- 
inals. In the course of his work, however, 
Cohen made a careless slip which lead to 
his capture. He used Faigin’s telephone to 
call a number in the Plaza Exchange. Actu- 
ated by a business motive, the desire to be 
able to get in touch with his clients, Faigin 
quietly made a note of that number. After 
the hold up on Monday, he turned it over 
to the detectives. They found it was that 
of Miss Olive Robertson, 561 Madison Ave., 
near 56th St. Her home was found to be a 
beautifully furnished studio apartment. Miss 
Robertson, who is a music teacher, had sub- 
let the apartment on going abroad for the 
Summer. The detectives found it empty 
and locked up. They made inquiries and 
learned that two “Texas rangers” had lived 


there nearly three weeks but they left that 
Monday afternoon. The renting agents said 
that the men told them that they were 
“Texas rangers” and that they were in New 
York to study New York detective methods 
in order to introduce them in Texas. They 
drove about in a Lincoln car and had left 
in their car followed by two taxicabs with 
their baggage. The agent reported that he 
did not know where they had gone. 


‘bottom of the basket. 


emptied out some paper fragments from the 
These had been torn 
to fine bits. The detectives carefully 
smoothed and flattened these fine bits of 
paper out on the table and began the labor- 
ious task of putting them together. For 
more than an hour he worked on this puzzle. 
Finally he had reconstructed three docu- 
ments. One of these was a deposit slip on 
the Chelsea Exchange Bank at 48th St. and 




















GEORGE COHEN AND SOLOMON BROFMAN, 


WH) 


UP MAIDEN 


ARE CHARGED WITH HOLDING 


LANE DIAMOND DEALER 


On the first search of the apartment, it 
appeared that they had left nothing behind 
by which to identyfy them. Several papers 
in the waste basket were examined but they 
told nothing. Detective McKeever then 


Seventh Ave., and: the two others were re- 
ceipts for safety deposit boxes of the Harri- 
man Trust Co. They were all in the name 
of “George Mitchell.” 

Inquiring at the Chelsea Exchange Bank, 
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the detectives found they had a depositor 
named George Mitchell who had come to 
the bank with first class references from 
Chicago. These references staggered the 
detectives somewhat but remembering that 
some of the criminals in that city have ex- 
cellent business connections, the detectives 
decided to look further. They asked the 
bank if further data was obtainable about 
the man and were shown a cancelled check 
that had been made out to a hotel. The 
detectives then went to the hotel and learned 
that a Mr. Mitchell was registered there. 
Further questions lead the detectives to be- 
lieve his description fitted that of one of 
the men who had held up Faigin. Then 
they found that Mitchell was lodging at 
the hotel with another young man. His 
description tallied with that of the second 
bandit connected with the Faigin hold up. 

It was then early Tuesday evening. The 
four detectives went to Mitchell’s room. 
Opening his baggage, they found a double- 
barrel hand shotgun and two pistols. Feel- 
ing pretty sure they were on the right trail 
the detectives switched off the lights and 
waited. More than two hours passed be- 
fore there was the sound of a key in the 
door. It swung open. The newcomer 
pressed the button and turned on the light. 
He saw four pistol muzzles, all held close 
to his body and was ordered to put up his 
hands. Handcuffs were snapped over his 
wrists and Brofman was in custody. The 
lights were again snapped off and a long 
wait began for Brofman’s confederate. It 
was 2:30 o'clock, five hours later before 
another key scraped in the lock. The door 
opened and again a newcomer found four 
muzzles pointing at him. The new man was 
George Cohen, who banks under the name 
of “George Mitchell.” As Cohen was or- 
dered to raise his hands, handcuffs were 
slipped on his wrists. He demanded to 
know what it was all about. He was told 
that he was wanted for the Maiden Lane 
job and for a couple of other things. At 
the same time one of the detectives showed 
him the sawed off hand shotgun which had 
been found in the room. Cohen at first 
said he had nothing to say. 

On the other hand, Brofman, according 
to the detectives, confessed freely both to 
complicity in the Maiden Lane robbery and 
to several other holdups. After maintain- 
ing silence for a long time Cohen changed 
his tactics. “Take me to Banton,” he said, 
“I won't talk to you fellows, but I can 
tell him some things that’ll open his eyes. 
I can give him the inside of big stuff in 
Chicago.” He intimated that he was wanted 
for a crime in Chicago and said that he 
was anxious to get right back to face the 
music. 

Cohen was identified by Mr. Faigin as 
the chief of the bandits who had held him 
up. Helen Thune, elevator starter in the 
Maiden Lane building, who tried to stop 
Cohen in his: flight from the building on 
Monday, also identified him. In spite of 
this, Cohen maintained silence. Brofman 
admitted according to the detectives that he 
and some other men hold up a crap game 
at 36th St. near Broadway, recently. He 
said Cohen was a party to the stick up but 
the latter denied it. The police said about 
$5,000 in cash and about $5,000 in jewelry 
were stolen in: the hold: up. 
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Brofman was also identified as one of the 
five robbers who held up and robbed the 
jewelry store of William H. Simms & Co., 
where $75,000 worth of diamonds were ob- 
tained. He is alleged to have confessed 
taking part also in the Henry Goldberg 
robbery. In admitting that he was one of 
the five men who robbed the Simms store 
in the Bronx, Brofman also involved Cohen 
in the affair. Cohen persistently denied 
that he had participated in any robbery in 
New York. He did say he was wanted 
in Chicago. He also denied ownership of 
the two pistols and sawed off shot gun found 
in his room. 

Brofman said that he was married and 
had two children. He received very little 
of the proceeds from the loot and lost all 
this gambling. According to Mr. Hastings, 
he said he was the “finder” who located the 
places to be robbed but Cohen handled the 
more technical end and did the actual rob- 
bing. . 

When Commissioner McLaughlin returned 
from his visit to Cleveland he praised the 
detectives who had engaged in the round 
up. He said he was going to promote 
Matheus McKeever from detective, third 
grade, to detective, first grade. This will 
carry an increase of $800 a year in pay. 


Chicago Anxious for Cohen 


Cuicaco, July 21.—Receipt of dispatches 
from New York announcing the arrest 
there of George Cohen, of 4241 Roosevelt 
Road, Chicago, for a New York jewel rob- 
bery, with the additional information from 
Cohen that he could “startle the world” 
with what he could tell of many big crimes 
in Chicago—and hinting that one of them 
was the murder of Assistant State’s Attor- 
ney McSwiggin, caused a flurry of activity 
in local police circles. Cohen admitted, it 
was said, that he had jumped a bond of 
$20,000 in Chicago after indictment for 
shooting a policeman in an attempted hold- 
up and had fled to New York. 

Bureau of Identification Records verified 
his statements. They showed that his 
$20,000 bonds were forfeited last December 
when he failed to appear on an indictment 
involving the shooting of Policeman Frank 
Malone, in a soft drink place at 2756 West 
Chicago Ave., last September. Malone was 
in the place when Cohen and a companion 
entered to stage a stick-up. The officer 
shot it out with them, and was wounded. 

Assistant State’s Attorney Rittenhouse, 
acting in the absence of State’s Attorney 
Crowe, declared he would attempt to find 
out immediately whether Cohen is the man 
wanted here. 

“If he’s the person he claims he is, and 
knows what he claims he does, we'll be 
glad to bring him back here in a hurry,” 
he said. “I’m wiring for positive identifica- 
tion today. If he’s George Cohen we'll send 
a man tonight to bring him back.” 

Shortly after Cohen’s capture, came word 
from New York that his New York loot 
might be reposing in a trunk in some Chi- 
cago railroad station. It was learned that 
the bandit shipped a trunk here from New 
York,’ and it was believed it might hold 
jewels. An immediate search of baggage 
rooms was started by the police. 

Cohen has a long police record here. He 
was first convicted in 1920 and sentenced 
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to Pontiac for robbery. In 1921 he was 
transferred to Joliet, from where he was 
paroled in September, 1924. 

United States District Attorney Edwin 
A. Olson, has telegraphed the New York 
office of the Bureau of Investigation to in- 
terview the prisoner, to learn if the informa- 
tion he claims to possess is of any value 
to the Government. If it is Mr. Olson 
would cooperate in his extradition, he said. 








A FINAL APPEAL 
Governor Ritchie Will Hear Plea to Have 
Whittemore Death Sentence Commuted 
to Life Imprisonment — 


BattrmoreE, Md., July 24.—A final appeal 
to have the death sentence of Richard 
Reese Whittemore, 26, commuted to life 
imprisonment will be made Tuesday at a 
public hearing before Governor Albert C. 
Ritchie. Already Governor Ritchie has 
signed Whittemore’s death warrant and set 
Friday, Aug. 13, as the date of execution. 
There is strong sentiment in this city that 
Whittemore should have received a sentence 
of life imprisonment instead of hanging. 
Whittemore was convicted of slaying a 
prison guard when he escaped from the 
Maryland Penitentiary. 

The jury made no recommendation and 
Judge Eugene O’Dunne, the trial jurist, pro- 
nounced the death sentence. A portion of 
the public here cannot understand why 
Whittemore has been sentenced to death 
and other notorious murderers have escaped 
with life sentences. Governor Ritchie is 
giving the Whittemore case considerable 
thought. For a year Whittemore headed a 
gang of gem and jewel bandits who attacked 
jewelers in New York and other cities. 

Final hearing before the governor was 
obtained by Whittemore’s counsel, former 
Attorney General Edgar Allan Poe. Mr. 
Poe, known as one of the foremost lawyers 
of the State, has contended that Whittemore 
did not have a fair trial in all respects and 
especially in respect to the manner of select- 
ing a jury. Although he was appointed by 
the court to defend Whittemore, Mr. Poe 
has fought for his client’s rights through 
every step, having taken the case to the 
Maryland Court of Appeals. The appellate 
court upheld the trial court and verdict and 
refused Whittemore a new trial. . 

Mrs. Margaret Whittemore, the doomed 
man’s wife, is working day and night 
circulating petitions asking that the sentence 
be commuted. Thousands of signatures have 
been affixed to the petitions and the petitions 
in bulk, will be delivered to Governor 
Ritchie. Hundreds of citizens here are com- 
paring the cold-blooded murder of Louis 
Cohen, E. Baltimore St., jeweler, who was 
shot to death in his store by robbers in 
broad daylight to the crime for which 
Whittemore has been sentenced to death. 
The Cohen murderers got off with life im- 
prisonment, although the murder was one of 
the most dastardly ever committed here. 

R. H. Holtman, the guard, was struck 
on the head with a piece of pipe when 
Whittemore was fleeing the prison. 








M. A. Grip has retired from the retail 
jewelry business at Chippewa Falls, Wis. 
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Good Police Work—the Kind That 
Shouldn’t Go for Naught 





Evening World) 
I should 


(An Editorial in the N. Y. 


“You are wonders, you fellows. 
congratulate you.” 

Thus Charles Brofman, to the New York 
detectives who captured him yesterday along 
with George Cohen, confessed Chicago gun- 
man, both identified as participants in the 
$75,000 hold-up of the Abraham Faigin dia- 
mond shop in Maiden Lane last Monday. 
The tribute to the detectives is deserved. 
The only clues were an overheard telephone 
number and an address found on a bit of 
paper picked up on the floor of the Faigin 
office. Pursuit had to be quick and clever 
to trace the swiftly changed quarters of the 
men wanted. The work of Detectives Kalb- 
fleisch, McGann, McKeever and Fitzpatrick 
is a credit to the Police Department. 

But what happens after good police work 
when criminals are “wise”? The attitude 
of the two prisoners in this case is instruc- 
tive. Both were talkative. Both took ar- 
rest as a mere check in the game, with 
plenty more chances ahead. Cohen’s first 
thought was what bargains he could strike 
with District Attorney’s Offices here and in 
Chicago, trading on his professed knowledge 
of the machine-gun murder of Assistant 
State’s Attorney McSwiggin in a Chicago 
suburb last Spring. According to Cohen’s 
story, he came here with the ambition to 
recruit a gang to replace the Whittemore 
outfit lately put out of -business. A new 
opening, as it were, in a coolly mapped out 
and calculated career. Things have gone a 
little badly and the next step is to get sent 
“back to Chicago at once under proper guard 
and protection.” Then a clever lawyer or 
two and the best deal that can be contrived 
with the prosecuting authorities. 

A whole library of books on criminal law, 
the public will note, was a conspicuous fea- 
ture at the “Bum” Rodgers gang headquar- 
ters discovered this week by the New Jersey 
police at South Plainfield, N. J. “Bum” 
Rodgers is a criminal with a long record 
who has twice escaped from custody, who is 
believed to have been the leader of several 
of the boldest robberies of recent months, 
including the Roosevelt Hospital hold-up 
and the safe-blowing job at the Merck 
chemical works at. Rahway, N. J. “Bum” 
is the Sing Sing prisoner whose sentence of 
fourteen years for assault and robbery was 
commuted to two years and seven months in 
1920 after the Sing Sing Sergeant at Arms, 
among others, had said “‘Bum’ could be 
trusted to the limit.” 

“Bum” could be trusted to know the 
criminal law and every loophole and dodge 
therein for the criminal who gets caught, 
including speedy ways out of jail. Mr. 
Cohen, arrested yesterday with Mr. Brof- 
man, is also cheerfully alert to every chance 
favoring a defendant after he has met with 
the annoyance of arrest. A majority of the 
criminals the police catch nowadays turn out 
to be adepts in the kind of law that meets 
their urgent needs. And too many of them, 
with the aid of lawyers, are able to thumb 
their noses at the police after a capture that 
may have cost much in police time and 
effort. ; 

There is something wrong when so many 
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crooks make light of arrest. Something 
wrong in ironic congratulations from crimi- 
nals to captors. Something wrong when 
good police work goes for naught toward 
public protection. We are awake to it at 
last. And it is time. 








LETTERS TO THE EDITOR 





In Justice to Mr. Kohn 
New York, July 22, 1924. 
Editor, THE JEWELERS’ CIRCULAR: 

The announcement of the next exhibition 
of Industrial Arts at the Metropolitan 
Museum has just been issued. 

As a number of jewelers have partici- 
pated in these exhibitions, quite a number of 
them at my own solicitation, and as my name 
appears on the announcement as a member 
of the advisory committee, I desire to make 
it known through your columns that I ob- 
jected to the selection of December as the 
date for the next exhibition and that I 
resigned as a member of the advisory com- 
mittee some weeks ago in view of that 
selection. 

As early as June, 1925, at a mecting of 
the advisory committee, when the date for 
the next exhibition was being discussed, 
I stated most clearly and emphatically that 
any month but December would be satis- 
factory to the jewelers. When I heard last 
all that a tentative decision had been made 
by the Museum authorities, to hold the 
next exhibition in December, I again pro- 
tested, but evidently without avail. 

I trust that in fairness to me personally, 
you will make these facts known. 

Yours very cordially, 
Emit W. Kouy. 





We Must Sell Merchandise and Not Terms 
ProvipENCE, R. I., July 31, 1926. 
Editor of THe JEWELERS’ CIRCULAR: 

A salesman called on a jeweler and sold 
terms. “Well, John,” he said, “I have the 
most wonderful line of terms that I ever 
had. Pick out your Christmas jewelry now, 
we will date the bill January and you can 
give us your notes at that time and we will 
renew as they come due. Believe me, Mr. 
Retailer, there is no house as liberal as ours 
when it comes to terms.” 

Imagine the most successful manufactur- 
ing concern in the world, the Steel Corpora- 
tion, having their salesmen go in for a con- 
tract talking terms. What does he do? He 
realizes that the corporation which he repre- 
sents knows how to manufacture a product. 
There is not one word spoken about ‘erms. 
The main factor is to sell an article of 
merit at the correct price. When it comes 
to terms, that is another story. He sells 
his customer merchandise and if the cus- 
tomer wants terms, an interest charge is 
made which is paid willingly as an accom- 
modation for banking. 

The motor company which has shown such 
large earnings within the last few years, 
does not sell terms. They manufacture a 


number of automobiles, each one in its own 
class and distributed through agents scat- 
tered throughout the country. These agents 
pay cash and if they need financial assist- 
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ance, a certain rate of interest is charged. 
The automobiles are sold to the consumer, 


some on deferred payments. Does the 
motor company or its agents give terms 
without receiving interest on its investment? 

The great mail order concerns who are 
tremendous factors in the distribution oi 
merchandise talk price, not terms. All mer- 
chandise ordered by their customers is paid 
before delivery. They sell merchandise and 
not terms. In the last number of years, the 
live-and-ten-cent-store distributors have be- 
come an enormous outlet for merchandise. 
Do they say anything about terms and do 
they give extended credits, and more than 
that, do they ask for credit? No. All the 
concerns mentioned want the best quality at 
the lowest cash prices, terms are.not the 
factor, 

The jewelry business has always been a 
good business, it is a good business today 
and it will always be a good business. Some 
people imagine that the jewelry business is 
sick but that is not the case. Many people 
in the jewelry business are sick and if the 
disease is permitted to spread, it is very apt 
to make chaos in our industry. It will 
create a pessimistic condition as we hear 
ioday, nobody wears jewelry. 

The National Wholesale Jewelers’ Asso- 
ciation and the American National Retail 
Jewelers’ Association will be in convention 
in Philadelphia in August. Encourage the 
selection of a committee consisting of un- 
biased men of vision from the manufac- 
turers, wholesalers and retailers, men who 
are interested in making ethical standards 
i our craft for the general good of all 
those in the industry. Not to combine in 
restraint of trade but to arrange or suggest 
plain, common sense terms which would 
gladly be accepted by wise and enthusiastic 
business men so that in the end, quality and 
price will become the main factor and terms 
and discount the premium for prompt pay. 

Be sure your principles and ideals are 
sincere, then shout them from the housetops. 
If your customers do not hear, others will. 

Respectfully yours, 


(Signed) Harry WACHENHEIMER. 








Rings During the Roman Empire 





GHORT and interesting is the following 
statement of Herbert Norris in “Cos- 
TUME AND FasHion” (New York: E. P. 
Dutton & Co.): “Rings were universally 
worn as seals during the Empire. Precious 
stones of all sorts, especially the ruby and 
sapphire, were engraved with a device and 
set in gold. The Emperor himself wore one 
which was recognized as a seal of State. 
The Emperor Cocceius Nerva possesed one, 
a diamond, which was handed down to Tra- 
jan and Hadrian. Different families had 
their own particular signet rings, and these 
descended from generation to generation. 
“Rings worn by the wealthy were very 
elaborate, and set with every kind of jewel, 
gem, or precious stone. Cameos or intaglios, 
especially those engraved with a portrait, 
were much used. Wedding rings at this time 
were made of gold. It was a peculiar fash- 
ion at this period to wear rings on the upper 
joints of the fingers, as well as the lower, 
evidently to enable the wealthy to make a 
greater display of their jewels.” 
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Georgia Jewelers Hold Excellent Convention 











Interesting Addresses and Discussions and Enjoyable Social Features Mark 
Meeting at Atlanta July 20 and 21—New Officers Elected 
and Resolutions Adopted 














ATLANTA, GA., July 22—In spite of 
weather which averaged well above 100 de- 
grees in the shade, and in spite of the failure 
of many cities to send delegates to the, con- 
vention, the Georgia Retail Jewelers’ Associ- 
ation on Tuesday closed the finest convention 
which it has held in many ycars. 

Many things helped to contribute to the 
success of the meeting. For one thing, the 
attendance was more than double that of last 


year. For another, the addresses were few 





jewelers to sell goods left with them and 
uncalled for after a certain length of time. 
He explained that the bill, had been. with- 
drawn last year because having two measures 
in the State assembly had caused confusion 
and it was more important that the auction 
sales bill be’ passed at that time. He urged 
all of the retail jewelers to get behind the 
sales bill when it comes up and use their in- 
fluence to secure its passage. Mr. Daniell 
also urged retail jewelers to support the 
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Left'to right; H. L. Moor, Secretary; H. S. Banta, President Elect; R. C. Schneider, Vice President. 


in number but greatly to the point, and those 
who heard J. A. Cayce’s address on the 
Jewelers’ Publicity Association, B. F. Free- 
mans’ remarks on “What I See in the 
Jewelry Business,” or J. P. Stevens’ carefully 
prepared paper on how to get new recruits 
for the watch-making industry came away 
with something to thing about during the 
coming year. The barbecue given at Kenne- 
saw Mountain by Ewing Bros., and the 
annual banquet, held at the roof-garden of 
the Hotel Cecil, were excellent events. 


Monday 


The first session of the convention opened 
at 10:30 a. m. on the roof-garden of the 
Hotel Cecil, with President George E. 
Daniell, Marietta, in the chair. “Cousin” 
Fred Houser, of the Atlanta Convention 
Bureau, gave a few words of welcome fol- 
lowing the singing of “America” by the 
delegates, after which Mr. Daniell made a 
brief report of his work as president during 
the past year. 

Mr. Daniell spoke of the proposed jewelry 


sales bill to be introduced to the State . 


legislature next year permitting retail 


campaign for the national publicity fund, 
stating that, in his estimation, this was the 
most important thing before the industry. 

Following the report of the president, H. 
L. Moor, secretary and treasurer of the as- 
sociation, read the minutes of the previous 
meeting, which were approved. At Mr. 
Moor’s suggestion, it was agreed to read the 
minutes of the présent meeting at’ the. close 
of the last session in order to secure their 
approval while matters were still fresh in 
the minds of the delegates. Mr. Moor also 
read the report of the secretary, which was 
adopted by the convention. 


ADDRESS OF REGIONAL VICE-PRESIDENT CAYCE 


Next on the program was an address by 
J. A. Cayce, of Nashville, Tenn., national 
vice-president for the southeastern division 
of the American National Retail Jewelers’ 
Association. 

“Sometimes,” said Mr. Cayce, in part, “we 
are tempted to: wonder if, after all, these 
State associations and State conventions are 
really worth while. The same old faithful 
members come year after year. The organ- 
ization does not seem to grow as it should. 
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Interest in the work of the association seems 
to lag. And we are tempted to wonder if 
there is any use in going on. 

“Yet; if we get discouraged over the pros- 
pects, we have only to turn to the elimina- 
tion of the five per cent war tax as an ex- 
ample of what the local, State and national 
organizations have. done for the retail 
jewelry industry. .This was one of the 
greatest nuisances which the industry ever 
had to contend with.. Yet it was overcome 
only through the: co-operation of the State 
association which made possible the work of 
the Harvard Research Bureau and which 
helped to secure the repeal of this objection- 
able and expensive tax upon the industry. 

“There are some,.I know, who say that 
the tax was only a war measure, and would 
have been eliminated. naturally after the 
World War was over. Well—to these 
gentlemen I might state that the automobile 
industry. has been working ever since the 
close of the war.and has spent millions of 
dollars to rid itself of a similar war tax— 
and it has not yet succeeded. And there are 
many other lines of industry which are still 
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trying to get war taxes repealed. The suc- 
cess of the jewelry industry. in getting rid of 
the five per cent tax has been due almost 
entirely to the co-operation of the local as- 
sociations and the State associations in 


furnishing the ‘information and the necessary ' 


funds for research which made it possible to 
secure the elimination of this measure. It 
is the result of four years of intelligent co- 
operation and it is an accomplishment that 
makes a State organization such as ours 
worth while. 

“If your State organization accomplished 
nothing more than this it has more than 
justified its existence. The tax for one 
month upon the jewelry industry cost more 


than the dues of all the members since the ' 


association was organized. And it promises 
to be more and more useful to its members. 

“Now I want to call your attention to 
something else. What are you going to do 
with the money which the national associa- 
tion has saved you through the repeal of this 
tax? 
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“Why not spend a part of it on the national 
publicity fund? 


“As you know, the publicity fund was. 


started in earnest two years ago, when the 
national association agreed’ to put over a 
campaign for $2,000,000 with which to 
nationally advertise jewelry. It was hoped 
at that time that at least $800,000 could be 
raised at once. But the amount necessary: to 
make this start has not yet been secured. 
What better use could the retail jeweler 
make of the money he has saved than to de- 
vote a part of it to a campaign for national 
publicity? Twenty-five per cent of the 
money that he used to pay out on the excise 
tax devoted to publicity could double his 
business in a year’s time. 

“The local jeweler cannot afford to take a 
large amount of space in the newspapers or 
magazines. Space costs too much. Neither 
can he afford, as an individual, to pay for the 
services of a high-class advertising man—a 
man who can prepare advertising copy with 
real ‘pulling power.’ He thus works under 
a heavy disadvantage when it comes to 
modern advertising. But, co-operating with 
the national association and with his neigh- 
bors in the local association, he can secure 
the necessary skilled services and the re- 
quired space in national and local publications 
to secure for the jewelry industry the at- 
tention it deserves. This is the only way in 
which he can sell himself and his goods to 
the public in this day and time when com- 
petition for the public’s dollars is so keea. 

“A lack of publicity is the chief thing that 
ails the jewelry industry. The national 
publicity fund is the only thing that will cure 
the disease. Why not divert at least a part 
of the savings from the five per cent excise 
tax to advertising on a nation-wide scale?” 

Mr. Cayce pointed out that the automobile 
industry in the United States was spending 
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$35,000,000 a year on national advertising, 
and other industries similar amounts, while 
the retail jewelry interests were spending 
only about $2,750,000. Manufacturers of one 
article of clothing—silk stockings—spent 
$2,500,000 in national advertising, he de- 
clared, and surely retail jewelers could af- 
ford to spend more in presenting their wares 
to the public and selling them. . 

Mr. Cayce closed his address by urging 
local jewelers to take policies in the National 
Jewelers Mutual Fire Insurance Co., which 
he declared had shown a saving of 40 per 
cent in premiums paid last year, and promised 
to show a saving of 50 per cent during 1926. 
And R. C. Schneider, president of the 
Atlanta Retail Jewelers’ Association, made a 
splendid talk on co-operation. 

ADDRESS OF MR. SCHNEIDER 


“For the past 10 or 12 years,” said 
Mr. Schneider, “jewelers in Atlanta have 
started organization after organization, only 
to have them languish after a few months 
and finally die. Why didn't they go? Be- 
cause jewelers were unwilling to co-operate 
with one another to make the local organiza- 
tion a success. Two years ago, however, we 
organized the Atlanta Retail Jewelers Asso- 
ciation with a determination to co-operate 
and make it a success. And, in a measure, I 
think we have succeeded. 

“We agreed to co-operate with one another 
in anything concerning the common good of 
all the stores in the city. We went a step 
further, and made arrangements, through the 
Atlanta Retail Merchants Association, to co- 
operate with merchants in other lines for the 
good of all concerned. With the result that 
we have learned more about co-operation in 
the past two years than we had learned in 
the past 10 years. What has been the result? 
When we wished to fight unfair auction 
jewelry sales, we had the backing of every 
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merchant in town and had little difficulty in 
putting an ordinance on the city books. And 
when the state association wished a State 
ordinance covering auction jewelry sales, we 
had the foundation already laid, and the 
measure was passed by the state legislature, 
a task we had been told could never be done. 
It was done—and co-operation did it. 

“This Summer, through co-operation, we 
have in effect practically universal Saturday 
closing of the jewelry stores throughout July 
and August—something that has never been 
accomplished before. I don’t say that we 
have accomplished much. There is still a lot 
to be done. But I do say that we are learn- 
ing how to co-operate and are co-operating 
as never before. 

“Organization makes co-operation possible 
—and co-operation is the only thing that 
makes organization successful.” 


President Daniell appointed a nominations 
committee, consisting of J. G. Jerger, Henry 
Muench and C. R. Hammond; a resolutions 
committee, consisting of Fred Schomberg, 
J. W. Boone and J. J. Bookout, and a mem- 
bership committee, consisting of R. C. 
Schneider, B. F. Freeman, Jr.,.and J. F. 
Creel, after which members adjourned for 
an excellent luncheon on the roof garden of 
the Hotel Cecil. 


The Trip to Kenesaw Mountain 


The second session of the convention was 
an informal ore, consisting of an automobile 
trip to Kenesaw Mountain, which is soon to 
be made into a national park at a cost of 
several million dollars. In this park, which 
will be the first of its kind in the world, 
both the Union and Confederate cemeteries 
will be included and cared for, and a govern- 
ment road, winding up the mountain to its 
top, will be dedicated as a memorial to the 
men who fell in one of the most bitterly con- 
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tested engagements of the war between the 
States. 

Arriving at the mountain, some of the 
jewelers drove up to the lookout tower at 
the top, while others, less energetic, played 
games at the base of the mountain. W. E. 
Avery, the representative of the South Caro- 
lina Retail Jewelers Association, although 
older than most of the men there, did both, 
and to such good effect that he won the box 
of cigars offered as first prize for men in 
the contests. Other prize winners were H. 
S. Banta, Newnan, who won the second 
men’s prize, and Mrs. Gilbert and Miss 
Dorothy Ewing, who won the prizes offered 
for women. 

Following the games, an exceptionally fine 
barbecue was served by Ewing Bros. to the 
visiting jewelers in the big oak grove at the 
base of the mountain, and when the delegates 
had eaten so much that it was impossible for 
them to climb down the mountain—much less 
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up it—the return trip to Atlanta was made. 
George E. Daniell acted as master of cere- 
monies for the barbecue. 

Tuesday 

The third session of the meeting opened at 
10 o’clock on Tuesday morning, with several 
songs from Joe Mazer’s A. N. R. J. A. song 
book which Mr. Avery had considerately 
saved up and brought along with him from 
the national convention last year. The con- 
vention soon got down to some real business 
with an address on “How can we get new 
recruits for the watch industry?” by J. P. 
Stevens. This address is published on page 
103. 

Following Mr. Stevens, Nat Ullman, vice- 
president of the Atlanta Retail Jewelers 
Association, presented an excellent paper on 
the history of the jewelry industry. 

Starting with the Egyptian jewelry, which 
he said was largely symbolic, Mr. Uilman 
traced the development of the jewelers art 
through the Greek, Etruscan and Roman 
periods down to the present day. He also 
followed the development of the diamond 
industry, the gold industry and the silver in- 
dustry, showing the great antiquity and 
many interesting features of the industry. 
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ADDRESS OF B. F. FREEMAN, JR. 


Next on the program came an address 
from one of the youngest jewelers in Atlanta 
—B. F. Freeman, Jr..—who spoke on “What 
I See in the Jewelry Business.” 

Mr. Freeman’s address was one of the best 
presented at the convention. Starting out by 
saying that he saw in the jewelry business 
the most stagnant organization in the world 
of commerce, Mr. Freeman pointed out that 
this was a challenge to every young man and 
offered wide opportunities for success to the 
young man who could be a “live wire” and 
put a little life into the industry. On the 
positive side, Mr. Freeman pointed out the 
opportunities to serve young men; to im- 
prove oneself, and to be of service to civiliza- 
tion through science. 

In short, Mr. Freeman presented the 
jewelry business in a new light to many who 
were present, and his speech was received 
with great applause. 

Mr. Freeman presented the last formal ad- 
dress of the session, and following a brief 
recess, H. S. Banta, of Newnan, made a 
strong plea for a better system of financing 
the association, stating that no organization 
could accomplish much without money, and 
that dues of $10, $5 of which must go to 
the national association, would never raise 
the necessary funds with which to do real 
constructive work throughout the State. He 
urged members to consider the success of the 
Rotary, Lions, Kiwanis and other civic clubs 
in their communities, pointing out that these 
charged -dues sufficient to keep a good sur- 
plus in the treasury. 

Mr. Banta was followed by J. P. Stevens, 
who suggested classifying the jewelers of 
the State upon their volume of business and 
ability to pay, and charging dues of $10, 
$20, $30 and $40 a year according to the 
volume of business done, payable in quarter- 
ly installments. Other organizations, he de- 
clared, had no difficulty in keeping a balance 
in the treasury under such a system, and, 
while it might be difficult to get a start on 
such a program, he felt sure that it would 
ultimately work out all right and result in 
more funds at the disposal of the State asso- 
ciation. No action was taken on the matter 
by the convention, however, it being general- 
ly felt that the method of increasing dues 
should be decided upon by the executive 
committee. 

The session closed with a talk from W. E. 
Avery, of Columbia, S. C., who made a 
strong appeal for the support of the Jewelers 
Publicity Association, at the conclusion of 
which Secretary Moor read a telegram of 
greetings to the Georgia Retail Jewelers 
Association from the jewelers association of 
South Carolina. Mr. Avery came to the 
convention as the official representative of 
the South Carolina association in the in- 
terest of greater co-operation between the 
two bodies and proved one of the most 
popular delegates. 


TUESDAY AFTERNOON 


The fourth convention session opened at 
2:30 on Tuesday afternoon, and was strictly 
a business session. 

The resolutions committee presented the 
following resolutions: 


Resolutions 


ReEscLvEeD: ‘That we deeply appreciate the elim- 
ination of the Excise Tax and extend our thanks 
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to each and every member who contributed to the 
elimination of the same. 
* * * 

Resotvep: That a special vote of thanks be ex- 
tended to George Daniell who has worked so hard 
and so faithfully for our berefit. 

az a * 

RESOLVED: That we extend thanks to Ewing 
Brothers for the delightful barbecue and hearty 
cocperation this firm has given our association 
since its organization, and to Benjamin Allen and 
Company for their assistance. 

* * t 

REsotveD: That we extend thanks to the local 
papers and the local chamber of commerce for 
their support and cooperation. 

* * * 


ResoLveD: That we endorse the work of the 
National Jewelers’ Mutual Fire Insurance Co. and 
the Jewelers’ Security Alliance and urge our mem- 
hers to take advantage of the benefits of both of 
these worthy institutions. 

- * * 


RESOLVED: That we go on record as favoring 


the Repair Lien Law and urge that the incoming 
officers push the work of having the law enacted. 
RESOLVED: 


That we extend thanks to R. C. 





J. A. CAYCE, REGIONAL 


pw oh ay 


VICE-PRESIDENT, 


Schneider for his hard and efficient work in be- 


kalf of the association. 
* @ # 


Resotvep: That thanks be extended to our ef- 
ficient secretary and all the officers of the associa- 
tien for their work in making this convention suc- 
cessful. 

Rrsotvep: That we endorse the work of the 
Jewelers’ Publicity Association and urge our mem- 
bers to cooperate lccaly in educating the public 
to wear more and better jewelry. - 

At the suggestion of R. C. Schneider, a 
resolution was introduced from the floor 
thanking the national association for sending 
Mr. Cayce to the convention as its official 
representative. The resolution was adopted. 

The membership committee reported that, 
while not much had been accomplished dur- 
ing the past year, letters would soon be 
gotten out to every jeweler in the State 
telling of the advantages of membership in 
the State association, and every possible 
cfisrt will be made to secure new members 
during the year. 

The nominations committee presented the 
names of H. S. Banta, Newnan, for presi- 
dent; R. C. Schneider, Atlanta, for vice- 
president, and H. L. Moor, Tifton, for 





(Continued on page 73) 








72 


THE 


JEWELERS’ CIRCULAR 








Drug Crazed Gunmen Slay Brave Jeweler 








Aaron Rodack, New York, Routs Hold-Up Gang and Shoots One Before He 
is Hit—Clerk Shot by Bandits—Career of the Dead Jeweler 

















Aaron Rodack, proprietor of the firm of 
A. Rodack & Co., jewelers, 3630 Broadway, 
was murdered, Thursday morning, at 10.15 
o’clock, on Broadway near 150th St., in 
his third encounter with hold-up men. He 
fell fighting, having opened fire in his shop 
when the robbers tried to hold him up. He 
put the bandits to flight and then pursued 
them, running out on the sidewalk where 
he dropped on one knee, took careful aim 
and fired twice. One of the robbers stag- 
gered and was tumbled into the car by 
two of his companions. From the car they 
returned the fire and Rodack dropped to the 
sidewalk with a bullet in his head. On the 
floor inside the shop, Rodack’s clerk, Sidney 
Friedfeld, of 1230 College Ave., 30 years of 
age, lay seriously wounded from two gun- 
shot wounds. 

Mr. Rodack was a peace loving, quiet 
man, without the least bit of aggressiveness, 
but he had made up his mind with absolute 
finality that no hold-up men would ever 
rob his shop of so much as a pair of cuff 
links so long as he was alive to oppose 
them. “They will get nothing here while I 
live,” said Rodack and they may as well stay 
_away. Others have said as much and 
changed their minds under the muzzle of 
an automatic revolver. The neighborhood 
began to take Rodack seriously after his first 
encounter with hold-up men early in 1924 
when three robbers entered his place and 
ordered him to throw up his hands. Instead, 
he reached for his pistol and braving the 
bullets that whistled past his head, charged 
at the gunmen, who escaped in an automo- 
bile. Again on January 18 of last year, 
another gang of robbers tried to hold up 
the shop. They swarmed in, ordering him to 
hold up his hands. Again the man 
snatched his pistol from the shelf and opened 
fire. Bullets punctured the walls and show- 
cases around him but the robbers fled, with 
Rodack following them until they escaped 
in an automobile. At that time, one of 
the robbers was shot by the jeweler and two 
weeks later he died. 

When the bandits again visited him on 
Thursday of last week, he was true to form, 
reaching for his automatic and starting to 
fight. Men and women in the neighborhood 
heard the shots and judged that he was 
fighting another battle with crooks. The 
robbers were seen fleeing for their lives with 
the dauntless jeweler after them with pistol 
in his hand. He had again won the battle 
and would have been unharmed at the 
present moment except that he had formed 
a fixed opinion that it was the duty of 
citizens to fight robbers and fight them to 
the finish and it was this determination to 
try and help rid the city of gangsters and 
hold-up men that led to his death. The 
volley which came in reply from the car 
which was just getting away was fatal as 
one of the bullets hit the jeweler in the head 
and he fell to the sidewalk. He was taken 
in an ambulance to Columbus Haspital but 
was dead when he arrived there. 


The neighborhood was in a furor. A 
bullet went through the plate glass window 
of Cushman’s bakery shop at 3628 Broad- 
way. Miss Mary Brosman, of 34 Moylan 
Place, who was holding a tray of cakes, 
fainted when the bullet glanced into the 
show counter directly in front of her. 

An hour later a badly wounded man lay 
groaning near the sidewalk in front of 619 
W. 163d St. He was bleeding from a 
bullet wound in the back. The bullet had 
struck the spine and paralyzed him. The 














THE LATE AARON RODACK 


man was seen by a driver of a.soda water 
wagon, who called for an ambulance and 
sent him to Columbus Hospital. 

The authorities there notified the police. 
Lieutenant Edward England, who had been 
working on the Rodack murder, hurried to 
the hospital and questioned the wounded 
man, who gave the name of Peter Baranow- 
ski. The man denied that he knew anything 
about the Rodack case. He said he had 
been shot in a bootlegger’s fight at 149th 
St. and Third Ave. and had been taken by 
his confederates to the place where he was 
found. He would not admit that he had 
been shot by the jeweler and abandoned by 
his comrades when it became apparent that 
he was in a bad way. 

The man’s story’ of a’ bootleg shooting 
did not hold together at all. He stumbled 
and contradicted himself. A police investiga- 
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tion showed no shooting at the time and 
place described by the dying man, and it was 
at first believed to be certain that he was 
shot by the jeweler. Life was fast ebbing 
from the man as he was being questioned 
and early in the afternoon he was dead. 

From his fingerprints he was identified at 
the Rogues’ Gallery as Pete Barron, 25 
years old. In 1924 he was sent to jail for 
two days for disorderly conduct. In 1925 
he was sent to Welfare Island for 13 
months for violating the Sullivan law. In 


‘ April he was arrested on a charge of rob- 


bery, but the charge was dismissed. 

An unsentimental pursuance o£ hospital 
routine was the cause of placing the 
body of the courageous jeweler and the body 
of Baranowski, as the man was known, in 
the same municipal hearse and they were 
taken together to the City Mortuary. 

Three things convinced detectives that 
Baranowski was the man shot by Rodack. 
The first was that he had been seen by 
the driver as he was being lifted from a 
blue sedan automobile on W. 163d St., be- 
tween Fort Washington Ave. and Broad- 
way, at 230 p. Mm. It was a blue sedan 
which the robbers used in the jewelry hold- 
up. 

Second, he had been shot by a .45 calibre 
bullet. It was such a calibre pistol that 
Rodack used. 

Third, he answered to the description of 
the man who was seen staggering near the 
automobile while Rodack was shooting at 
his assailants. This man was placed in the 
car by two companions. 

It was thought that the robbers seeing that 
the wounded man’s condition was helpless— 
as he was paralyzed from the hips down— 
had dumped him from the car to save them 
all from being arrested. 

One patrolman turned over to Acting Cap- 
tain Lyons a straw hat which had been found 
on the sidewalk. It was believed to have 
been worn by one of the robbers. Finger- 
prints on the door of the jewelry store and 
showcase were taken. 


The detectives later were of the opinion 
that Baranowski was not shot by the jeweler. 
They said that they had obtained definite 
evidence that Baranowski was shot in the 
attempt of five gunmen to hold up the 
private bank of J. Liccione at Arthur Ave. 
and 187th St., in the Bronx, three-quarters 
of an hour after the Rodack shooting. 

Baranowski, who died five hours after the 
bank hold-up in Columbus Hospital, was 
one of these robbers, the detectives said. 
They added that they also had obtained 
information which eliminated Baranowski’s 
gang as the robbers who had attempted the 
Rodack hold-up. A blue sedan car was used 
in each robbery. Both gangs shot the first 
employe they encountered in their hold-ups. 

Manico Liccione, son of the banker, 
opened fire on Baranowski and his four con- 
federates, after they had wounded Rafaelo 
Roniero, a clerk in the bank. Liccione said 
he was certain that he halt, wounded one of 
the hold-up men with the“ /45:calibre pistol. 
Baranowski died of a bullet of this calibre, 
which had entered at the right shoulder, 
struck the spine and paralyzed him. 

The police at first believed Baranowski 
was a participant in the Rodack hold-up, 
because two. men in a blue sedan had 
abandoned him in W. 163d St., not far from 
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the place where the jeweler’s store is 
located. 

The automobile believed to have been used 
by the six robbers was found later at 
First Ave. and St. Marks Place on the 
lower east side. It had been standing there 
for more than an hour when a policeman 
took possession of it at 12.45 p. m. It de- 
veloped that the car had been stolen on July 
10 from Nathan Berkowitz, of 596 Mont- 
gomery St., Brooklyn. 

The police appeared to attach much im- 
portance to the place where the car was 
found in connection with the criminal past 
of Baranowski, who had a record of arrests 
as a robber and a gunman. It was under- 
stood that a careful canvass of First Ave. 
and St. Marks Place was made by detectives 
to obtain a description of the person who 
had abandoned the car. 

Sidney Freidfeld, salesman for Rodack, 
who was shot by the gunmen in the store, 
was reported last night to be still in a pre- 
carious condition in Columbus Hospital. 

Aaron Rodack, the murdered jeweler, 
came of a family of jewelers, his father and 
his father’s father having been engaged in 
the jewelry business in his native town 
of Mlawa, in Poland, where the jeweler 
was born, 38 years ago, and where he gained 
his early education. There also he learned 
the jewelry and engraving business and also 
became a watchmaker under the tutelage 
of his father, and when 19 years of age, 
came to New York City. 

For a time he worked with the Ansonia 
Clock Co., and then with the Standard 
Clock Co., and about 15 years ago, started 
in business for himself in a little shop on 
Ave. B. There he remained for about a 
year and then moved to the address at 3630 
Broadway, where he conducted a business 
up to the time when he met his untimely 
death. 

Mr. Rodack was not a man who asso- 
ciated himself with many fraternal organiza- 
tions, being a home loving man and spending 
much of his leisure time with his family. 
He is survived by his widow, a son, Jules, 
9 years old; a daughter, Helen, 13; two 
brothers, Joseph, a jeweler in the old home 
town in Poland, and Abraham, a jeweler 
at 883 Longwood Ave., in the Bronx, and 
by two sisters. 

The funeral was held last Friday from 
the home at 720 Riverside Drive. Services 
were also held at the grave, interment be- 
ing in Mount Lebanon Cemetery. 





He Defended Himself and the City 
An Editorial in the New York Times 


If ever a man deserved a statue to per- 
petuate his memory it is Aaron Rodack, 
who kept a little jewelry store in upper 
Broadway, and died on Thursday, a true 
hero. 

Seemingly his death was merely in defense 
of his own property; really it had a much 
larger object and served a much larger pur- 
pose. Easily one can say that Aaron Rodack 
would have been wiser had he submitted, as 
so many other citizens of New York have 
done, when confronted by armed robbers, 
thrown up his hands, and allowed them to 
take what they would. He did not have 
that sort of wisdom; instead he had a 
courage that pistols could not daunt and a 
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determination to defend. to the end, not so 
much his petty belongings as his rights as a 
dweller in a city supposed to be civilized. 

And it was not this week that the man 
first showed this courage. Twice before he 
had been attacked in the same way, and his 
reaction was the same. The least aggressive 
of men, according to his neighbors, he could 
and would fight when fighting was necessary. 
He twice drove away the villainous assail- 
ants, and once he killed one of them. The 
third.time also the cowards fled when they 
found that they had encountered a real man, 
but, not content with that, Aaron Rodack 
did what every good general does—he pur- 
sued and tried to destroy the hostile army 
as it retreated. 

Then it was that a chance shot from one 
of the brigands laid him low—a lamentable 
result of his display of civic virtue at its 
highest. For a death so honorable the 
tribute should be something more than mere 
mourning. 








Georgia Jewelers Hold Excellent 
Convention 
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secretary and treasurer. The nominations 
were accepted and the three unanimously 
elected to office. 

Following a brief address by Nat Ullman 
on the work and accomplishments of George 
Daniell during his term of ffice, the conven- 
tion gave a rising vote of thanks to Mr. 
Daniell for his work in securing the passage 
of the Jewelers Auction Law and other ac- 
complishments during the year, and W. E. 
Avery was made an honorary member of 
the Georgia Association of Retail Jewelers. 

An inspiring address was next delivered 
by H. E. Kerley, of Marietta, on what can 
be accomplished by co-operation. 

Mr. Kerley told of the work of the optome- 
trists association of Georgia, and of their 
efforts to elevate their profession in the 
State. “Ten years ago,’ he declared, 
“optometry was not regarded as a profession 
at all in Georgia. An optometrist was re- 
garded merely as one who fitted glasses, and 
about all he could charge for was the glasses. 

“Today, as the result of a steady cam- 
paign for new members and of a steady 
campaign to educate those members, optome- 
try is a profession in this State. No one 
questions the right of an optometrist to 
charge $10, $20 or $30 for fitting a pair of 
glasses. It is universally recognized as a 
charge made for professional services, and 
no one thinks anything about it. What is 
more, the optometrists themselves have 
raised the standards of their work and are 
charging more uniform prices in keeping 
with the work they are doing. 

The convention closed with the election of 
H. L. Moor as delegate to the A. N. R. J. A. 
convention, which will be held this year in 
August at Philadelphia. 


The Banquet 


The final event was the eighth annual ban- 
quet held Tuesday evening at 8 o’clock on 
the roof-garden of the Hotel Cecil. Despite 
predictions that everyone had gone home, 
more than 65 retail jewelers appeared for 
the entertainment, which was up to: the 


73 


minute in every way. First there was 
Hubert Anderson of Ewing Bros. acting as 
toastmaster for the occasion. That alone 
would have insured the success of the ban- 
quet. Then there was Guy V. Rogers, 
jeweler-tenor-soloist of R. C. Schneider & 
Son, who entertained with a number of 
beautiful selections. After which there was 
Ernest Rogers, better known to the public at 
large as “Old King Tut—The Radio Nut,” 
who rendered his famous “Weeping Willie” 
and the “Red Headed Lady.” And finally 
there was George Daniell with his harp 
and harmonica and his Hill Billie band which 
furnished music for dancing after the ban- 
quet. 

So that, on the whole, the banquet was 
the big feature of the meeting and nobody 
who stayed over to attend its has any re- 
gret. 

One cannot close the story of the con- 
vention without mentioning the excellent 
silverware display shown in the rooms of 
George L. Craig and F. W. Carroll, of the 
International Silver Co., of Meriden, Conn., 
at the Hotel Cecil. Craig and Carroll en- 
tered into every phase of the convention’s 
activity and proved to be the “life ofthe 
party” in more ways than one. 








Items from Here and There 





Eugene Freeman and son, Huntington, 
Tenn., were visitors in Cincinnati for a 
couple of days. Freeman is looking over 
the wholesale houses for a complete Fall 
stock. 

C. I. Josephson, Jr., associated with his 
father in the jewelry business bearing their 
name, was elected president of the Wim- 
sett-System Co., a loan association sponsored 
by the People’s Finance and Thrift Co., a 
Moline, Ill., corporation, at the first meeting, 
July 15. For the first month of operation 
the firm showed. 64 loans, aggregating 
$19,000. Business men of the city are 
officers of the association. 

The Spirtz Co., Inc., of Ohio, has taken 
a five-year lease on the Commerical Bank 
and Trust Co. building, 28 N. Vermilion 
St., Danville, Ill, and will remodel the 
first floor for a modern jewelry display and 
sales room. It is expected to have the store 
ready for opening about Sept 1. The 
Spirtz Co. is operating five jewelry stores 
in Ohio and has one in Terre Haute, Ind. 

J. E. Copeland has returned to Palestine, 
Tex., from a business trip to St. Louis and 
has made the announcement of the sale of 
the controlling share of his interest in the 
Copeland jewelry store, which his father, 
Dan Copeland, founded in 1897, to a number 
of St. Louis business men. L. F. Tugwell, 
of Little Rock, Ark., assumed. active man- 
agement of the store for the new purchasers 
on July 15, Mr. Copeland retiring from 
active participation in the management of 
the store at that time, although he will re- 
tain one-quarter of his interest in the busi- 
ness which will be incorporated by the new 
owners. Mr. Copeland has made no state- 
ment regarding his plans for the future other 
than to say that he will probably be asso- 
ciated with the Ball Railway Time Service 
which has headquarters both in Chicago and 
in St. Louis. Prior to Feb. 1 of this year, 
Mr. Copeland was general watch inspector 
of the L-G. N. Railroad. 
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Some Thoughts on Sterling* 





An Address on the Subject of Sterling Silver Suitable for Any Occasion, But 
Particularly Adaptable for Use Before Men’s Clubs 














THE well known American author, Mark 
Twain, is credited with having set down 
the indispensable prerequisites of the perfect 
after dinner speech. These prerequisites he 
has told us are simple and if followed to the 
letter will make a popular after dinner 
speaker of any man. He has laid down 
just three rules. First: he tells us, the 
perfect after dinner speech must be brief; 
second: it must be brief; and third it must 
be brief. I had occasion not long ago to 
attempt to find if perhaps there were not set 
down somewhere, somehow by some one the 
indispensable prerequisites of the perfect 
eulogy. I am not prepared to say that in 
fact they have not so been set down, but 1 
must confess that I was not able to find 
them. At the same time, I did have on me 
the necessity of finding out what where the 
necessary ingredients of the perfect eulogy 
and so I was compelled to undertake no 
small amount of arduous research. I think 
it is conservative to say that in my search- 
ings, I must have waded through no less 
than 150 of the world’s most famous 
eulogies. I would incline to feel that time 
could have been better spent were it not 
for the fact that my findings have convinced 
me that I can now, with authority lay down 
for the guidance of the perplexed eulogist 
rules as simple and as unfailing as Mark 
Twain’s rules for the perfect after dinner 
speech. In the perfect eulogy no one will 
gainsay on a little reflection, that it is im- 
perative that the speaker refer ever and 
anon to the lamented deceased as “a man of 
‘sterling’ character.” 

It was not very long after I had made 
this discovery that I happened across an 
advertisement in one of our daily papers— 
an ad of the Western Electric Co., featuring 
one of their Electric Fans; it was headed 
“Like Sterling on a Spoon,” and the copy 
went on to say that their name plate on a 
fan was “a pledge as faithful in its promise 
as that of Sterling on Silver.” And again 
at about that same time, in one of the 
National magazines—an advertisement of 
General Motors—headed once more “Like 
Sterling on Silver,” and in the copy the 
statement “The emblem ‘Body by Fisher’ has 
come to have a meaning like that of sterling 
on silver.” 

And so on, many more ads I could quote 
of various and sundry lines all of the same 
general tenor. You have doubtless seen them 
many times. I am not going to add to the 
list therefore, but before I come to the point 
of explaining why I have brought this matter 
up, I can’t forbear to cite just one more 
example. I noticed in the May issue of 
Vogue that now it is the corsetiers and 
manufacturers of girdles and combinations— 
who have taken to themselves something of 
the mystic value of this mark “sterling”— 
for at page 138 we are told by an enter- 
prising corsetier: “The sterling mark and 
the double V mark, each in its field, is the 
symbol of quality,” and he adds naively 
aie 


* Prepared by the Sterling Silversmiths’ Guild. 


enough perhaps, that to insure sterling 
quality we should always look for the double 
V on every garment. 

From all this evidence—and much more 
like it that could be cited one would readily 
be excused if he were to conclude that the 
common denominator of general public 
knowledge—the fact most commonly known 





The Jeweler and Local Publicity 


The gradual spread of understand- 
ing regarding the paramount impor- 
tance of more soundly planned 
methods of distribution, is resulting 
in a constantly growing and keener 
competition among the merchants in 
each locality for the prospective 
buyer’s attention The local newspa- 
per and its advertising columns is, of 
course, the first medium that suggests 
itself. But this form of advertising 
should diligently be followed up and 
no opportunity will be lost by the 
really progressive jeweler to keep 
hammering away at his townsmen 
and impressing them in season and 
out of season, with the character, 
worth and value of his merchandise. 

It is safe to say that practically 
every jeweler in these progressive 
days is a member of his local Rotary 
Club, Kiwanis Club, etc. and includes 
also membership in any number of 
other societies and local groups. The 
Sterling Silversmiths Guild of America 
recognizing the tremendous possibili- 
ties of readily cultivating these fertile 
fields, has prepared for the jeweler 
several interesting and _ instructive 
speeches on the subject of Sterling 
which it offers with the suggestion 
that arrangements be made for the 
jeweler to deliver the address himself 
before these local bodies, or to 
arrange to have some fellow member 
deliver it. 

One of the talks, described as “an 
address on the subject of Sterling 
Silver suitable for any occasion, but 
particularly adaptable for use before 
men’s clubs,” contains so much in- 
formation that could be used to good 
advantage by the jewelry salesman 
himself, that we are pleased to repro- 
duce it herewith in full. 











and appreciated next to the oft-quoted 
simplicity that twe and two are four—is a 
clear-cut, well defined, general understand- 
ing and concept of just precisely what the 
word “sterling” means. It may come as a 
surprise, therefore, when I tell you, such is 
not the case. 

Very clearly from what I have already 
said it must be that people have a general 
idea—they do associates the word “sterling” 
with genuineness and with perfection and 
with the highest degree of quality, but I 
have found, by and large, that beyond that, 
people’s understanding of just exactly what 
sterling means—and strange enough particu- 
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larly what it means when applied to silyer— 
I have found their understanding is vague, 
to say the least. 


The word “sterling” itself is a very old 
word; the standard of quality which jit 
signifies is equally old. Both comes to us 
from England. Back in the 12th century 
there was formed the famous Hanseatic 
League—that old confederacy of eastern 
German cities that banded together for pro- 
tection against robbers and pirates. Mer- 
chants of these eastern cities traveled back 


‘and forth to England carrying on their 


trading and the English gradually began 
to generally refer to them, because of the 
direction from which they came as “Easter- 
lings.” 

For the products they bought from the 
English they paid with silver coins of their 
own mining and made of an alloy that came 
to be noted for its purity and uniform high 
standard; the coins themselves came to be 
called after the men who used them, 
“Sterlings.” Richard I about this time also 
minted certain English coins of silver and 
the word already established attached easily 
and naturally enough to these latter coins 
as well. And so it is, back there, buried 
in the dust of nearly a thousand years the 
origin of this word “sterling” is linked up 
with the romance, and surrounded in the 
mystery of civilization progress—a fact that 
serves only to accentuate its ancient and 
honorable lineage. 

So much for its derivation—and now a 
word or two about its meaning. The only 
reason why the finest thing a man can say 
about another is to say he is of “sterling” 
character ; the only reason why Mr. Western 
Electric and Mr. General Motors can give 
you an idea of the excellence of their fans 
and their cars, indeed the only reason why 
the enterprising corsetier can make you 
more fully appreciate his garments by 
referring to sterling—is because of the estab- 
lished, the undeniable, the absolute guaran- 
tee—backed by the authority of the govern- 
ment itself which that simple word stamped 
on a spoon or other silver product imports 
and testifies. 

Stamped on silver the word “sterling” 
really means several things—more than that 
it guarantees those things, indeed. even more 
than that it guarantees those things with 
the full authority of the United States 
Government. When all is said, such a word 
is a word to conjure with—I venture to 
say there is not a word in the entire language 
can of itself carry all that weight and 
authority. 

What “sterling” stamped on silver means 
is this—it means first of all that the object 
is solid silver—genuine silver through and 
through; it means that solid silver metal of 
which the object is made has been mixed 
with copper to render it workable but mixed 
in a definite unvarying standard ratio—in 
every 1,000 parts 925 parts of pure silver, 
75 parts of copper; it means finally that 
solidity, that purity, that fineness, is to all 
intents and purposes certified by the 
(Federal Government inasmuch as_ severe 
penalties are definitely laid down in the 
Federal Statutes and in the laws of the 
various States for anyone who stamps that 
word on a product not actually made of 
solid silver; not actually assaying .925 
fine. Small wonder is it—the word is used 
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as a standard by eulogist, by butcher, baker 
and corset maker. 

You-may well wonder why it is that with 
all this authoritative backing behind the 
word—there should be as much misunder- 
standing regarding its precise meaning as 
I have indicated is the case, but I think I can 
explain that. 

In Canada, for example, the expression 
silverware always means sterling silver. Up 
there plated ware is always called, and 
rightly so, “Electro plate.” In Canada, con- 
sequently, there is no confusion. In this 
country the word “silverware” or “silver”— 
(not “sterling,” mind you, but “silver”) is 
applied loosely to everything that can claim 
even the remotest kind of a nodding ac- 
quaintance with the precious metal—indeed 
it is applied even to articles made of various 
metals, some of them having no silver con- 
tent whatever—you have often heard no 
doubt of nickel silver or german silver; 
there’s an example of a metal that contains 
absolutely no silver whatever. 

If we disregard “nickel silver” (which 
is simply an alloy of copper, nickel and 
spelter—in other words whitened brass) then 
articles referred to in this country under 
the general classification “silverware” and 
actually having some silver in their com- 
position come readily under four general 
groups or classes: 

First: Sheffield plate. 

Second: Electro plate referred to more 
commonly as “platedware,” more loosely as 
“silver plate.” 

Third: “Dutch” silver. 

Fourth: Sterling silver. 

Sheffield plate is today of no more than 
historic interest. About 1743 an English- 
man by the name of Thomas Bolsover in 
Sheffield, England discovered a method 
whereby he could weld together a slab of 
copper and a slab of silver and rolling it 
down to the desired thickness could then 
fashion tankards, beakers, vases and what 
not out of it, obviously at a more moderate 
cost than he could mke those same articles 
of solid silver. The discovery brought these 
articles within the means of many more 
people than could have afforded the solid 
silver in those days. The silver craftsmen 
followed the market of demand so that much 
of the art and skill and cunning of the 
skilled workman of those days was executed 
upon this newly discovered dual or com- 
bination metal. That process of manufac- 
ture, however, was completely discontinued 
about 75 years ago, since the discovery of 
electricity and the development of a method 
to deposit by electrolysis a layer of silver 
on the outside surface of an article fashioned 
of a base metal gave us at one and the same 
time a product in effect precisely the same 
as the Sheffield plate product and at a much 
lower cost. Sheffield Plate, therefore, is 
not made today—anywhere. It would be 
commercially impossible to make it. Any 
Sheffield Plate you see marketed today, 
therefore, is either an antique or if it has 
been made within the past 75 years—it is 
an imitation and a fraud. 

Plated ware is the modern successor of 
Sheffield Plate. Sterling silver spoons or 
sterling silver pitchers for example—you 
will remember I told you are made and 
fashioned and shaped and cut, carved and 
decorated directly out of the precious metal 
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—precious metal all the way through. In 
the case of plated ware all that preliminary 
work, so to speak, the shaping, cutting and 
decorating is stamped or imprinted on a 
base metal—brass, copper, britannia or nickel 
silver, and then the finished shaped product 
is immersed in a liquid solution containing 
silver. A current of electricity is turned on 
and passing through the solution and the 
article leaves a deposit or coating of silver 
on its surface. 

The term “Dutch silver” is used today in 
two senses. In its first and correct mean- 
ing Dutch silver is a term that applies to 
silver articles imported from Holland. It 
is of a distinctly characteristic design—per- 
haps I could best describe it as that “covered- 
all-over-with-figures-design.” In real Dutch 
silver the metal itself is of lower grade than 
sterling assaying usually about 800 fine. In 
its second sense the term “Dutch silver” is 
applied to articles of domestic. manufacture 
and is much more loosely used referring 
rather to the design of the article than to 
the metal itself. Sometimes it is made of 
sterling quality—in which cases it will bear 
the sterling mark—more often it is of much 
lower grade and indeed is frequently applied 
in today’s usage to articles of plated ware. 

The last group is the sterling group and 
this class of product I have already fully 
described. The word “Sterling” stamped 
on the back of a spoon or on the bottom 
of a teapot or any other article means that 
it is 925/1000ths silver—real, solid-all-the- 
way-through silver of undoubted integrity— 
made of the metal that stands and has stood 
for the dignity, taste and refinement of the 
owner for more than eight long centuries. 








French Government to Give Financial 
Assistance in’ Establishment of New 
School for Instruction in Watch- 
making 


WasuincTon, D. C., July 22.—With the 
financial assistance of the French govern- 
ment, a new school for technical instruction 
in watchmaking is to be established at 
Besanson, France, Commercial Attache 
Jones, at Paris, reports to the Department 
of Commerce. The building will be erected 
: ground covering about 25,000 square feet 
and are planned to house at least 300 students 
and ultimately 450. 

The maintenance of schools giving such 
technical instruction in horology long has 
been a practice in both Switzerland and 
France. The oldest French institution is 
the municipal watchmaking school at 
Besancon. This has been in operation since 
1861 and will form a nucleus of the new 
national institution. 

Since 1891 projects for State support ot 
the school have been under discussion and 
this finally resulted in an agreement be- 
tween the city and the state in 1921 by the 
terms of which the old school was much 
enlarged. In 1912 there were only 65 pupils 
in the school in Desancon. At present there 
are 170 and with the additional facilities 
furnished by the new school it is expected 
that the number of students in the art of 
watchmaking will further increase. 








P. M. Slauter has sold his jewelry busi- 
ness at London, O.; to Dillon & Snow. 
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Production of Amber in Germany During 
1925 Reached 497 Metric Tons 


WasuincTon, D. C., July 22—Germany, 
which possesses the most commercially im- 
portant amber deposits known to exist in 
the world, produced 497 metric tons in 1925, 
as composed to 442 tons in 1924; 397 tons 
in 1923, and 360 tons in 1922, according to 
the Department of Commerce. This branch 
of the German industry produces principally 
raw or crude amber, marketing it to re- 
finers for the manufacture of smokers’ 
articles and other amber ornaments. 

Surface deposits occur near Koenigsburg, 
in East Prussia on the so called Samland 
coast. of the Baltic Sea. Two coastal 
villages, Palmnicken and Kraxtepellen lead 
in production. The amber industry was ac- 
quired by the: Prussian state in 1899. Since 
1924 it has been. operated by the Prussian 
Mining & Smelters Company, which is the 
sole producer at present. 

Pre-war production of amber from sur- 
face “blue earth’ on the Samland coast 
amounted to about 400 tuns annually. Dur- 
ing the war it. dropped to only one-fifth of 
this amount but since 1922 pre-war produc- 
tion has been exceeded. Installation of 
modern mining apparatus on the Palmnicken 
deposits permitted the increased production 
last year. 

The crude amber which does not enter 
the market directly is processed by smelting 
and briquetting to pressed amber. In the 
period from 1913 to 1925 only 144 tons were 
so processed, while the production of smelted 
amber amounted to 1,572 tons during the 
same period. 

Germany’s leading amber goods factories 
merged in March in a new manufacturing 
company, the Staatliche Bernsteinmanufaktur 
which, it is reported, will produce its finished 
wares in direct community with the State 
amber works. 

Germany’s foreign trade in amber has 
been adversely affected in post-war years by 
the foreign competition of imitation prod- 
ucts and by imports prohibitions imposed by 
various countries. Domestic and foreign 
sales last year were 40 metric tons of crude, 
nine tons of pressed and 203 tons of smelted 
amber. 








Extracts from Reports of U. S. Consuls 


The Antwerp diamond market was active 
in June because of American purchases, the 
Commerce Department was advised Wednes- 
day in a report from Commercial Attache 
Wight, at Brussels. 


* * x 


Gold mining returns in South Africa indi- 
cate that production is being carried on at 
a slightly greater cost, with a consequent 
narrowing of profit margins but Consul 
Louis H. Gourley, at Port Elizabeth, reports 
that the mines are operating at high output 
levels. A new production record was estab- 
lished for the Transvaal gold mines in May. 
The total output was 849,214 ounces, valued 
at #£3,609,150, as compared with 803,303 
ounces in April; 834,340 ounces, the previous 
record, in March; and 813,249 ounces dur- 
ing May, 1925. An arrangement with the 
East Rand Proprietary Mining Company 
insures the reopening of the Cinderella gold 
mine, which has been closed since 1913. _, 
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Mr. and Mrs. Bradley Graffam are -at 
Highland Beach for the season. 

Mr. and Mrs. Ralph Gregory have. opened 
their cottage at Coles for the season. 

Mr. and Mrs. Leo’ Kirchbaum spent the 
last week-end on the South Shore of Rhode 
Island. 

L. Krichbaum & Co., 56 Pine St., have re- 
sumed factory operations after a two weeks’ 
shut down. 

John F. Brady, Inc.; has been elected to 
membership in the Providence Chamber of 
Commerce. 

Arthur L. Young, of Young Bros., re- 
turned last Monday from a 10 weeks’ visit 
in Europe. 

Bert Tourtellot is patios for his Au- 
tumn trip to the south and west for the 
Waite-Thresher Co. 

The plant of the Waite-Thresher Co. re- 
sumed on full time last Monday after being 
closed for two weeks. 

The Jewelers’ Supply Co. has resumed 
operations at 36 Garnet St. after two weeks’ 
vaaction and overhauling period. 

The annual vacation and inventory-taking 
period of the E. G. Spooner ‘Co. began Satur- 
day and will continue until Aug. 2. 

Charles Kleiner has given a chattel mort- 
gage for $800 to Edward B. McAlpine cov- 
ering contents of shop 22°Conduit St. 

Mr. and Mrs. George F.. Berkander have 


returned to their Summer home at Button- 


woods from an automobile trip to Maine. 

At the auction sale of the assets of the 
Thompson A. Walker Co. last week the 
stock was purchased by the M. S. Gordon 
Co. 

A lot with buildings in Warwick has been 
mortgaged for $3,000 by William H. Man- 
chester to the Buttonwood Beach Associa- 
tion. 

Max Deutz, 101 Sabin St., this city, has 
opened a sales office at 303 Fifth Ave., New 
York, which will be in charge of Arthur T. 
Deutz. 

Clarence M. Dunbar, of the Cook-Dunbar- 
Smith Co., spent the last week-end on a 
fishing cruise around Block Island on his 
yacht. 

Frank E, Farnham, of the Jewelers’ Sup- 
ply Co., has returned from a two weeks’ 
vacation spent at his Summer shack in New 
Hampshire. 

A mortgage for $2,500 against property 
of William Baker has been discharged by 
the Roger Williams Safety Fund and Loan 
Association. 

Martin P. Feeney is furnishing a set of 
solid gold badges for the Past Presidents 
of the Brockton, Mass., Veteran Firemen’s 
Association. 

Mr. and Mrs. William H. Manchester 
have returned from their wedding trip and 
are now at their Summer cottage at But- 
tonwoods for the season. 

Colonial Jewelry Store, Nathan Saltzman 
proprietor, is now settled in its new location 
at 257 Weybosset St., having removed there- 
to from 614 Westminster St. 

Woodward Booth; manager of the New 
England Manufacturing’ Jewelers and Sil- 
versmiths Association, is on a week’s auto- 
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mobile trip through the White Mountains. 

Paul San Souci and Martin P. Feeney are 
members of the committee of arrangements 
for the annual outing of the Olneyville 
Business: Men’s Association. 

Walter Lederer is chairman of the Ex- 

change Club committee for the outing of 
crippled and shut-in children which the club 
is to hold.at Rocky Point on Aug. 3. 
. Cook-Dunbar-Smith Co.’s_ plant, 85 
Sprague St., resumed operations on a full- 
time schedule last week after the annual 
shut down for ‘vacations and renovations. 

The large .110-foot. yacht, Foul Winds, 
owned by Samuel.M. Nicholson, was driven 
ashore at Watch Hill during the gale last 
Sunday night, but escaped any serious dam- 
age. 

At the first meeting of the creditors of 
Daniel A. Scullian, doing business as Scul- 
lian Bros., held last week John A. Tilling- 
hast was appointed trustee with bond of 
$500. 

The S. K. Merrill Co. is removing from 
116 Chestnut St., where it has been located 
for several years, to 158 Pine St., occupying 
the quarters formerly used by Flint, Blood 
& Co. 

Major John J. Collins and Lieut. H. I. 
Riley, of the Ostby & Barton Co.’s sales de- 
partment, are at Fort H. G. Wright for an 
annual tour of duty with the 243rd Coast 
Artillery. 

O. R. Johnson has been elected chairman 
of the committee for the forming of a per- 
manent independent improvement organiza- 
tion among the citizens of Cranston of 
Swedish extraction. 

Several of the jewelry plants closed last 
Wednesday noon for the day, when the of- 
ficial thermometer at the Weather Bureau 
went above 100 for the first time in the his- 
tory of the station. 

The Ostby & Barton Co. factory opens 
July 28 after 10 days of vacation. The fac- 
tory has been renovated preparatory to the 
Fall business and the salesmen will go out 
again about Aug. 10. 

Edward M. Wheeler, manager of the 
Providence office of the National Jewelers’ 
Board of Trade, made a _ business trip 
through central Massachusetts last week in 
the interests of the association. 

The case of T. G. Frothingham & Co., 
Inc., against A. R. Maynard was heard on a 
disputed book account in the Sixth District 
Court Tuesday. Decision was entered for 
the plaintiff for $191.79 and costs. 

H. Frank Tanner of this city has been ap- 
pointed by President J. Charles. Stover, of 
the Massachusetts and Rhode Island Retail 
Jewelers’ Association, as a member of the 
membership committee for this year. 

Guy Mayer, of Powers & Mayer Co. of 
this city, former Rhode Island amateur golf 
champion, played in the 36-hole final at 
Poland .Springs; Me., on Friday for the 
Maine amateur title, but was defeated. 

A fine of $20 and costs was imposed on 
the Star Jewelry Co. when the firm in Sixth 
District Court Friday morning pleaded nolo 
to a charge of employing a minor in its 
shop, 93 Savin St., without a certificate. 

The Barton-Taylor Jewelry Co. was 
granted a charter Saturday under the laws 
of Rhode Island to manufacture and deal in 
jewelry in this city. Its capital stock is 500 
shares. of common stock without par, and 
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the incorporators are Everett A. Barton, 
William H. Taylor and Irving J. Law, all 
of Providence. 

Reuben Mooradian, 17, of East Provi- 
dence, was placed on probation by Judge 
H. B. Gorham in Sixth District Court the 
other day on a charge of larceny of a watch 
from Joseph Sikonian, foreman of the Rex 
Mfg. Co., where the defendant was em- 
ployed. The watch was taken from Mr. 
Sikonian’s vest in the factory clothes room. 
Mooradian, who has spent two weeks in jail 
because his parents wanted to teach him a 
lesson, according to his attorney, pleaded 
nolo. 

Raymond I. Blanchard, one of the depart- 
ment managers at the Gorham Mfg. Co., 
had a narrow escape from serious injury in 
an unusual automobile accident Saturday 
evening near East Greenwich while on his 
way to his Summer residence on Potowomut 
Neck. He was crossing the highway when 
a machine came along and when the motor- 
ist blew his horn it startled Mr. Blanchard 
so that he jumped in such a way that he 
went headfirst through the windshield of the 
car, suffering a bad gash on the back of his 
head. 

Among the jewelry salesmen reported in 
this city and vicinity during the past week 
were the following: Louis Hirsch, of L. 
Hirsch & Co., Los Angeles, Cal.; Mr. Mur- 
phy, Alfred Eaves & Co., Toronto, Ont.; Mr 
Wilson, of Barnard Hirsch Co., San Fran- 
cisco, Cal.; Mr. Stralser, of A. B. Stralser 
& Co., Detroit, Mich.; Mr. Cummings, of 
Gimbell Bros., Philadelphia; Mr. Locke, of 
Carson, Pirie, Scott & Co., Chicago; Mr. 
Weinstock, of Cohen & Weinstock, New 
York city; G. B. Goldfarb, Oklahoma City, 
Okla., and I. Lachmen, of I. Lachman & 
Sons Co., Seattle, Wash. 

Joseph H. Rieb, founder and member of 
the firm of the Ideal Leather Goods Co., 93 
Stewart St., this city, died at his home, 477 
Pine St., last week, after a brief illness. 
The business will be continued by his son, 
George W. Rieb, who has been associated 
with the deceased for a number of years. 
There will be no change in name or address 
of the concern. M-. Rieb was born in Ger- 
many, July 28, 1855, but came to this coun- 
try when a small boy, and with his parents 
settled at Philadelphia, later removing to 
Athol, Mass., where he remained until about 
25 years ago, when he came to Providence to 
accept a position in the employ of the Rueck- 
ert Mfg. Co. He remained with that con- 
cern for about five years, when he resigned 
to enter business for himself at 326 Dean 
St., where he remained until last May, when 
the firm moved to its present quarters. Mr. 
Rieb was buried at Athol, Mass. 








Entrance to Emil Nelson’s jewelry store 
at 49 32nd St., Portland, Ore., was gained 
through a locked transom early one morning 
recently by a robber who made away with 
diamond rings and gold chains worth $250, 
according to reports submitted by Axel 
Nelson, son of the proprietor. A “jimmy” 
the size of a tire iron was used in forcing 
the transom. A light in the shop was still 
burning at daylight. The thief overlooked 
$20 in currency in one of the drawers. The 
goods taken were obtained from a display 
window where: they were covered with 


newspapers. 
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S. C. Evans, Milford, Del., was in Phila- 
delphia last week looking over the stocks in 
several of the wholesale establishments. 

I. S. Sagorsky, well known wholesale 
jeweler, is reported recovering satisfactorily 
from an operation for hernia which he 
underwent early in the week. 

George Bovard, of Bovard & Sons, Mana- 
yunk, has returned from an enjoyable stay 
at Rehobeth Beach, Del., leaving his father 
to spend several weeks more at the resort. 

K. Berkowitz, manufacturing jeweler at 
714 Sansom St., has enlarged and reno- 
vated his shop and is now better prepared to 
handle business for the trade on a larger 
scale. 

Among the callers on the trade in Phila- 
delphia of late were Arthur Meyer, repre- 
senting William H. Dixon Co., jewelers’ 
findings, New York, and John Gregory, 
traveling for Worthington & Raymond, New 
York, jewelers’ tools, etc. Both report 
business fair. 

Behr Gordon Lodge of the I. O. B. S., 
the all-jeweler lodge, has suspended activities 
during the hot season, but will resume them 
on a big scale in September when the cam- 
paign to make the membership number 1,000 
jewelers will be resumed with new vigor. 
The lodge now has 500 jewelers or men 
connected with the jewelry business on its 
roster, and President Max E. Gordon is out 
for a new record. 

Ira D. Garman, one of the veterans of 
the retail jewelry trade in this city and a 
former president of the State retailers’ asso- 
ciation, has returned from a vacation trip 
to Cape Cod and other places along the 
Massachusetts shore. Mr. Garman was for 
many years prominent in Philadelphia poli- 
tics and a member of the Select or Upper 


Council before Philadelphia replaced its 
double governing body by a_ single 
chamber. 


Arthur Hagstoz, head of the firm of 
Hagstoz & Sons, refiners, is reported recov- 
ering from a severe attack of pneumonia, 
which was followed by pleurisy and at times 
caused grave fears among his friends. Mr. 
Hagstoz is a past president of the Sansom 
Street Business Men’s Association, and 
members of that organization were concerned 
over his illness and much relieved when 
they learned he had got the better of both 
ailments and would be back on “The Street” 
again soon if nothing happened. 

Old-timers on Sansom St. have been wel- 
coming Charles Oelschlager, one time en- 
graver on the Street, but who recently has 
been visiting the Pacific Coast States, spend- 
ing most of his time in the State of Wash- 
ington, where he now is interested in a silver 
lead mine, which is reported to be a suc- 
cessful proposition. Mr. Oelschlager, who 
for several years was located at 717 Sansom 
St., expects to return to the Coast shortly 
and abandon the jewelry business for that 
of mining. He is enthusiastic about the cli- 
mate of Washington. 

Co-operation of the Better Business Bu- 
reau, organized through the efforts of Philip 
Kind, himself a jeweler, in the enforcement 
of the local ordinace regulating auction sales 
here, has been enlisted by Frank L. Davis, 
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president of the State retail jewelers’ asso- 
ciation, and the Bureau will lend its powers 
toward seeing that the “fakers” are driven 
out of the city. Owing to the pressure of 
business due to the Sesqui, employes at the 
City Hall have not been able to get the 
ordinance in shape for effective enforcement 
as yet, but this is promised within a very 
short time and the ordinance turned over to 
the police with orders to be drastic in im- 
pressing upon the fly-by-night, auctioneers 
that Philadelphia is not to be a good place 
for them. 

Following the annual convention of the 
Pennsylvania Retail Jewelers’ Association, a 
vigorous campaign will be launched with 
two principal objectives, one the increasing 
of the membership to include every retailer 
in the State and the other stringent State- 
wide auction legislation, which will end that 
evil for all time. Committees are to be ap- 
pointed in every city, town and borough with 
these objectives in view and a strong legis- 
lative committee will be named to look after 
matters affecting jewelers and the jewelry 
trade at the State capital. At the next ses- 
sion a determined attempt will be made to 
pass an auction bill with “teeth” in it, and 
while it is not yet known who will succeed 
Gifford Pinchot as Governor, the jewelers 
are firm in the belief that the next incumbent 
will not veto their auction bill as Governor 
Pinchot did. 











The J. F. Appel Co. furnished the prizes 
to the Henley Industrial School. 


Albert H. Rosenstein, of the United 
Novelty Co., and wife, have gone to Atlantic 
City to spend four weeks. 

Efforts will be made this Fall to stir up 
more interest in the Lancaster Jewelers’ 
Association, which has not been functioning 
for several months. 

When the Lancaster Optical Society re- 
sumes its meetings after the Summer vaca- 
tion plans will be made for securing the 
attendance of persons prominent in optical 
circles to deliver lectures on matters in- 
teresting to opticians. 

W. W. Appel & Son furnished the prize 
cup awarded in the recent Central Pennsyl- 
vania Golf Association tournament at the 
Lancaster Country Club. Also the silver 
cup presented last week by the proprietor 
of the Lancaster Intelligencer to William N. 
Anderson, its city editor, after 25 years of 
faithful service. 

W. W. Apple, of W. W. Apple & Son, 
is the only Lancaster jewelers who is a 
member of both the National and Pennsyl- 
vania State Jewelers’ Association. Both 
associations meet next month in Philadelphia. 
Mr. Apple, S. Kurtz Zook and Harry W. 
Wolpert, of the Zook store, expect to attend 
the State convention. 

F. A. Wheeler, of the traveling sales 
force of the Non-Retailing Co., and wife, 
have returned from a two weeks’ visit to 
his old home, Rutland, Vt. The president 
of the company, Alfred W. Moyer, has re- 
turned from York Furnace-on-the-Susque- 
hanna, where the Tucquan Club held its an- 
nual 10 days’ encampment. 





Mrs. J. Alexander Hardy, who has been 
very ill, continues to improve although she 
is confined to her bed. 

A. Dupuis, jewelry buyer for the Kauf- 
mann & Baer Co., spent last week in New 
York, buying goods for his house. 

Edward Heckel Sipe, sen of Harry A. 
Sipe, is the latest addition to the house of 
Sam F. Sipe. 

Emil Fryer, head of the Samuel Wein- 
haus Co., who spent last week in New 
York and Providence buying merchandise, 
made liberal purchases in anticipation of 
good business. 

George C. Kelty, M: J. Smit Co., Mrs. 
Kelty and their twin daughters, will leave 
next week for Philadelphia to attend the 
convention of the Pennsylvania Retail 
Jewelers’ Association, driving over from 
this city. A number of other jewelers also 
will make the trip. 

Pittsburgh is sending a large delegation 
of credit managers to the annual convention 
of the National Retail Credit Men’s Asso- 
ciation in Los Angeles next month. Among 
those who go are Col. Franklin Blackstone, 
former national president and a present 
director and credit manager for Frank & 
Seder; Secretary F. A. Caten, of the local 
association; Howard W. Leonard, a former 
president of the local organization; Leon 
Michaels, secretary-treasurer of the I. S. 
Harris department stores, who will be a 
speaker, and Léopold Sondheim, of the 
Rosenbaum Co., and a former president of 
the local body. 

John M. Roberts, of the John M. Roberts 
& Son Co., who has been ill for a number 
of months and has been resting at Atlantic 
City, is. very much improved and is leaving 
this. week, prdvided the weather is not too 
warm, for Plainfield, N. J., to visit his 
daughter there. After remaining about 
three weeks, Mr. Roberts will return to 
Pittsburgh and by that time, his physicians 
believe, he will be in good shape. J. 
Loughrey Roberts, of the firm, is at the 
Great Lakes with his family and next month 
John M. Roberts, 3rd, will spend the entire 
month at Madison-on-the-Lake. 

A meeting of the Credit Jewelry Mer- 
chants’ Association was held last week at 
which time the question of closing at an 
earlier hour on Saturday was discussed. It 
was desired to have the jewelers close their 
places of business at 7 Pp. M. Saturdays in- 
stead of at 9 Pp. M., as at the present time. 
A great many retail stores close at 1 P. M. 
on Saturdays, but this rule is by no means 
general but does prevail among the older 
established concerns of the city, outside of 
the purely credit jewelry stores. It was 
impossible it appears to have the jewelers 
of the credit stores come to an agreement 
regarding the matter, but those who favor 
this move will continue their efforts. 








John E. Kurtz, who has owned and op- 
erated a jewelry store on Market St., Miner- 
va, O., for the past 42 years, having recently 
sold his business to W. E. Russell, has 
opened his office at his residence on E. Lin- 
coln Way. 
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Gy TREASURE 
SOLID SILVER 


WE modern Americans are turning 
again to our past for a new period 
of design for our homes and their 
furnishings. 


That American women may have for 
their tables, silverware in all the 
decorative charm and beauty of our 
early American days, we have de- 
signed and wrought this new pattern 
in “TREASURE” Solid Silver. 


Going back to the very silver itself 
for its inspiration, the EARLY AMERI- 
CAN STYLE, which embraces _ the 
delightful and distinctive features of 
the spoons made by our early silver- 
smiths, provides the ideal design 
for the many who are demanding 
house furnishings of Early American 
traditions. 


RoGeErs. Lunt & BOWLEN 
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THE JEWELERS’ CIRCULAR 
CORRESPON- 
DENT calls our 
attention to the fol- 
lowing statement by 
Secretary of Commerce Hoover: 

“There are still many wastes induced 
by destructive competition which need 
the searching activities of our associ- 
ations. I need only cite the great waste 
in return and cancellation privileges in 
the sale of goods in the wholesale 
trades. 


No one will deny that Secretary Hoover is 
right. The cancellation of orders and the re- 
turn privilege adds an unnecessary expense 
in the cost of doing business. The practice 
not only is wasteful in itself but condones, 
even encourages lack of responsibility and 
incompetence in distributors. To cover the 
risk incident to overloading by the distribu- 
tor and the return of the excess the manu- 
facturer must increase his mark-up. This 
dispensable over-charge is paid by the con- 
sumer. 

Springing in its inception from two fac- 
tors: the style element and fluctuation of 
prices—this practice now operates, to a 
large extent, independently of them. It is 
one of the parasitic methods which have 
fastened themselves upon business and serve 
no sound econcmic purpose. A majority of 
manufacturers will say emphatically that 
cancellation and return privileges should be 
eliminated. Probably a majority of dis- 
tributors would admit that if such elimina- 
tion were universal they would all be better 
off. Under these circumstances the sugges- 
tion that abolition of these wasteful prac- 
tices could be accomplished is not unreason- 
able. Where both sides are favorably 
disposed to the proposition, co-operation cer- 
tainly can be brought about if some agency 
takes the initiative. 

Here is an opportunity for the Federal 
Trade Commission to render real, construc- 
tive service to business. Trade practices 
are the commission’s specific concern. It 
has been justly criticized for dispersing its 
efforts by poking into petty unfair practices 
in which any substantial public interest is 
remote. Preventing false and misleading 
advertising is its large single sphere of 
activity and in this direction it has accom- 
plished much good but it has never made an 
attempt to wipe out any one specific prac- 
tice, broad in extent, the elimination of 
which would remove an encumbrance from 
business as a whole and contribute directly 
to the benefit of the consuming public. 

The scheme appears to be feasible. The 
commission could approach it simply by 
calling together the representatives of or- 
ganized business, both manufacturers’ and 
distributors’ associations, in what the com- 
mission calls a trade practice submittal. 
That is nothing more nor less than an agree- 
ment on the part of the firms and organiza- 
tions represented to conform to a certain 
course of conduct approved by the commis- 
sion. Thereafter any departure from that 
course is regarded by the commission as an 
unfair act and the offender is dealt with 
accordingly under the law to prevent unfair 
methods of competition. In other words, 
business itself is the judge and jury and self- 
government in business becomes stronger. 

If there is any disposition to shy off from 
this proposal merely because of the sug- 


A Chance for the A 
Federal Trade 
Commission 


79 


gested participation of the Federal Trade 
Commission bear in mind that the commis- 
sion is now “under new management” and 
that its administration is liberal and dis- 
posed to be helpful—of service to business 
and in the public interest. The commission 
recently created a Division of Trade Prac- 
tice Conference for the specific purpose of 
encouraging elimination by common agree- 
ment in business of wasteful, injurious and 
unfair trade practices. Here is its oppor- 
tunity to start the new division on a great 
and important piece of work. 





Forks Were Not RECENT letter 
Used Before the from a New Eng- 
land subscriber asking 

16th Century why he had not seen 
any specimens of the Egyptian, Greek, 
Roman or mediaeval forks among the vari- 
ous pieces of old silverware illustrated from 
time to time in THE JEWELERS’ CIRCULAR, 
calls attention to the fact even in the jewelry 
trade, not to speak of the public generally, 
there is great ignorance as to the history 
and origin of the fork. So general is the 
use of this table implement today that the 
people at large take it for granted that it 
was always used by civilized man; whereas 
a matter of fact, the fork does not go back 


300 years. Compared with the knives and 
spoons, the fork is a distinctly modern 
implement. 


Our subscriber’s inquiry was based on the 
fact that his advice had been sought in con- 
nection with a scene in a moving picture 
that depicted a Spanish banquet table at the 
time of Columbus, the director wishing to 
have it set with knives, forks, spoons and 
glassware that were typical of that period. 
Neither those in charge of the setting nor 
the expert they had called in, were aware 
of the fact that the fork on a banquet table 
of this time would have been an anachronism 


’ because, While it may be possible though not 


‘probable there were such implements in ex- 
istence at the time of the great discoverer, 
they were never in general use. 

Even up to the end of the 16th century, 
forks were considered a novelty. The oldest 
known set according to some authorities is. 
dated 1667. These are three-pronged though, 
according to E. L. Lowes in his “Chats on 
Old Silver,” the first forks are supposed to. 
have been two-pronged like our carving 
forks. That the fork even after its intro- 
duction among the nobility and royalty was 
not generally used is shown by the very few 
specimens that have come down to us. 
Queen Elizabeth is supposed to have pos- 
sessed two. According to some historians, 
the introduction of the fork was strongly 
opposed in some quarters. Clergymen 
preached against the wickedness of using 
forks, it is said, claiming that it is an insult 
to Providence to use for eating anything 
but the fingers that God gave us for this 
purpose. 

According to Lowes and other authorities, 
the four-pronged fork of the present day 
was not known until 1726 and even as late 
as 1788, silver forks were only used in Eng- 
land by the nobility. According to a record 
written in the time of George III we 
read: “silver forks are only used by 
the nobility and foreign ‘ambassadors, 
but silver knives and forks are some- 
times.. seen... Forks . have. still. only . three 
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prongs so knives are made broad ended to 
eat peas and catch fruit juice.” 

If there are any other members of the 
trade outside of our New England sub- 
scriber who have wondered: why ancient 
forks have not been depicted among the 
many masterpieces in silver illustrated in 
our columns from time to time, we think 
the above will clearly indicate the reason. 





The Criminals’ HE criminals’ war 
War Upon against the jewelry 
trade seems to keep 
Jewelers up without abatement 
despite the strong efforts being made by our 
industry to bring every force possible to its 
aid and protection. For instance, hardly 
had members of the New York jewelry 
trade started rejoicing over the blow struck 
against the criminal element (for the police, 
by good detective work, had captured the 
bandits who had previously held up a diamond 
dealer in Maiden Lane), when they were 
struck with horror by the report of wanton 
killing of a brave jeweler of upper Broad- 
way, New York, and the serious wounding 
of an employe in his store. 

From Aaron Rodack the bandits got 
nothing as far as property was concerned, 
but the jeweler lost all that was of 
value to him, namely, his life. He was a 
brave man who had twice before driven 
bandits from his premises and had vowed 
that they would never get anything from 
him except over his dead body. While he 
more than made good his statement (for 
they got nothing even though they killed 
him), his murderers are at large, though 
one of them, it is hoped, is wounded by a 
shot from the dead jeweler. 

The dilemma in which our merchants find 
themselves is a terrible one, in facing the 
bandits. They must either submit to being 
tied up and having their savings of a life 
time carried away or fight as did Rodack 
and run the risk of being brutally murdered. 

And the horrible part of it all is, that even 
when the police do their duty and the bandit- 
murderer is caught, there is no assurance 
that he will be adequately punished. The 
loop-holes of the law afford him many op- 
portunities of escaping conviction (at least 
of the capital crime), and even when con- 
victed as has been shown in several in- 
stances, there is no assurance that he cannot 
get out on bail pending an appeal. 

The situation particularly in the large 
cities like New York and Chicago is a des- 
erate one for our industry, for we must 
not alone fight the worst class of criminals 
that have ever rampantly plied their 
calling, but, in addition, we must fight the 
crooked lawyer and the despicable politicians, 
in and out of office, who come to their aid. 

But fight we must, for we cannot take the 
situation lying dovwn. 








The Du Pont Viscoloid Co., Wilmington, 
Del., has just issued an attractive catalogue 
covering their complete line of pyralin toilet- 
ware. Many new features are described and 
illustrated, among them being the new 
colored pearl effects in the “Mayflower” 
pattern, the new cameo decoration for the 
“Du Barry” pattern, and a new and attrac- 
tive medallion decoration for “Mayflower.” 
A large portion of the catalogue is devoted 
to a showing of the most popular boxed sets. 
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The office and factory of the Abbey-Waas 
Co., 49 Maiden Lane, will be closed on 
Saturdays during July and August. 

The factory of S. Pollack, 73 Forsyth 
St., was closed July 23 to open Aug. 2 as 
Mr. Pollack and his employes are enjoying 
a vacation. 

Louis Schusterman, formerly with the S. 
B. S. Jewelry Co., is now a member of the 
D’Or Jewelry Co., manufacturing jewelers, 
206 Broadway. 

A. C. Spitzer, western representative for 
the Liberty Watch Case Co., 45 Lispenard 
St., left Chicago for the Pacific Coast on a 
business trip on Sunday. 

Segman & Abrahams filed a default judg- 
ment in the City Court on Saturday against 
Charles F. Viets for a balance of $1,235 due 
for jewelry and watch repairing amounting 
to $1,853. 

A. Edward Fisher, importer of diamonds, 
10 W. 47th St., is returning on the Majestic, 
Aug. 3, from a trip abroad. Mr. Fisher 
has been in Europe for six weeks on an ex- 
tensive buying trip. 

A summary judgment for rent was filed in 
the Supreme Court on Tuesday last by the 
Algco Inc. against J. Rosenthal & Bro., 
jewelers, on a lease of a store at 10-18 West 
48th St. The judgment is for $1,395. 

F. M. Ellis, of Maiden Lane, who repre- 
gents R. B. Macdonald & Co., Inc., and also 
W. H. Bell, together with his family is 
motoring through the Berkshires and the 
White Mountains on a pleaseure trip. 

A. B. Stralser, Detroit, Mich., wholesale 
jeweler, has been in New York during the 
past week and has been making his head- 
quarters at the Pennsylvania. He is accom- 
panied by his wife and is on a buying and 
pleasure trip. 

Max Deutz, manufacturers and importers 
of costume jewelry and novelties, with a 
factory at 101 Sabin St., Providence, R. I., 
announce the opening of a sales offices at 
303 Fifth Ave., on Monday, July 26, with 
Arthur T. Deutz in charge. 

A default judgment for $1,312 was filed 
in the City Court on Saturday by Abraham 
Suderov against Cooper Bros. of 59 For- 
syth St. on a note for $509 made Jan. 28 
last, and checks for $513 dated July 5 and 
$250 on July 9, which were not paid. 

I. Lachman, of I. Lachman & Sons’ Co., 
wholesale jewelers, Seattle, Wash., is on 
his regular trip to the east, looking over the 
markets, and is making his headquarters in 
this city at the McAlpin Hotel. He will 
start home at the end of this week and will 
visit in Chicago on his way back to the 
Pacific Coast. 

The Central National Bank announced 
that Emile Tas, president of Emile Tas, 
Inc., 533 Pearl St., and treasurer of the 
National Jewelers Board of Trade, has be- 


come a member of the advisory board. The 
bank is in the immediate vicinity of the 
new diamond and jewelry district in which 
Mr. Tas is a leading figure. 

Members of the diamond cutting house of 
Eduard: van Dam announce that after hav- 
ing been located for over 20 years in the 
Knabe building, 437 Fifth Ave., they will 
move on or about Sept. 1 to the Farmer’s 
Loan and Trust Co. building, 475 Fifth 
Ave. Here they will occupy larger quar- 
ters and have better facilities to render to 
their local and out-of-town customers their 
customary service. 

Robbers who forced an entrance to the 
jewelry store of Jacob Horwitz, 136 E. 
Houston St., early Thursday morning, be- 
came frightened when they set off a burglar 
alarm and fled without loot. The robbers 
entered through a rear window after forc- 
ing the bars covering the window and break- 
ing a heavy wooden shutter on the inside. 
They attempted to open the safe which was 
protected by burglar alarms. 

An involuntary petition in bankruptcy has 
been filed against Veinus & Dellar, jewelers, 
33 W. 60th St., in the United States District 
Court, by Beatrice Sundel, $911, Sam Wolf, 
$896 and Mary Gutchell, $897. Arthur C. 
Leach has been appointed receiver under a 
$2,500 bond by Judge Knox. The liabilities 
are reported to be $19,000 with assets of 
about $5,000. The miembers of the firm are 
Meyer Veinus and Ernst W. Dellar. 

Emil Noel, well known Chicago jeweler, 
has been in this city during the past few 
days en route on an automobile tour which 
started in Chicago and during which he 
came through the Allegheny Mountains, 
visiting Washington, Baltimore and Phila- 
delphia. He is accompanied by his wife and 
son and while in New York has been enter- 
tained by Adolph Spitzer and Charles 
Spitzer, of the Liberty Watch Case Co., 45 
Lispenard St. Mr. Noel said that so far 
during his trip he has met with no mishaps 
of any kind, except that while in Washing- 
ton, D. C., the glass in his automobile was 
broken while the car was parked on a street 
there. He contemplates taking a trip into 
the Adirondack Mountains and will return 
to Chicago later. 

A “fake buyer,” operating under the name 
of “Mr. Jacobs” and claiming to represent 
a Chicago house is now at work in this 
market, according to a prominent resident 
buying company. Many complaints have 
been received by this concern to the effect 
that the man place large “orders” and then 
proceeds to have a check cashed for him. 
The checks come back marked “no account.” 
In some instances he asks the manufacturers 
to refer him to a good place to buy a dia- 
mond or a fur coat for his wife. The manu- 
facturer, due to the “order” he has just re- 


ceived, sends him to a friend. The “buyer” 
then offers a check in payment, at which 
the friend calls up the manufacturer to find 
if everything is all right. The big “order” 
prompts the manufacturer into saying it is, 
and then the check comes back. 

An application for a summary judgment 
for $1,000 was filed in the Supreme Court 
on Saturday by Edward Kupchuck, jeweler 
of 2587 Broadway, against Mr. and Mrs. 
Charles Kimmelman. Kupchick alleges in 
an affidavit that on Sept. 9 last Mrs. Kim- 
melman took away a diamond bracelet worth 
$6,500 on memorandum, and then brought it 
back and offered $6,000 if emeralds were 
substituted for sapphires. The plaintiff 
agreed to this, and made the change, but the 
plaintiff, after holding the bracelet until 
Dec. 19, offered $5,000, and the plaintiff re- 
fused to accept and took the position that it 
had already been sold to the defendants. 
When they failed to pay he notified them it 
would be sold for their benefit to the highest 
bidder, and it was sold to Mrs. B. Kurtz 
for $5,000. He sues for the balance of 
$1,000, and contends that there is no valid 
defense. 

The appraisal of the estate of Julius 
Wodiska, jewelry manufacturer and diamond 
merchant, of 182 Broadway, who died Feb. 
7, 1925, was filed on Friday showing that he 
left a gross estate of $252,866 and net estate 
of $215,122." The executors, Lawrence Frank 
and Adolph .Wodiska, reported that the de- 
cedent owned realty in’: Brooklyn worth 
$4,125, had cash amounting to $694, mort- 
gages, notes and accounts, $14,271, insurance 
$6,345, securities $4,666, and his jewelry 
business at 182 Broadway, $222,763. The 
will gave $1,500 to his brother Charles, $300 
to his brother Morris, and $250 to two 
sisters, nephews and nieces. His daughter 
Ada Belloff received a life interest in the 
insurance, and one-fifth of the residuary 
estate, $41,414. An equal interest in the 
residue was left to Rachel Wodiska, widow, 
Lillian Michelson, daughter, and Adolph and 
Sidney Wodiska, sons. Mr. Wodiska also 
gave $2,000 in bonds to his granddaughter, 
Miriam, daughter of his son Adolph by a 
former marriage. The report shows that the 
deductions from the gross estate included 
$5,606 paid to employes for the business ac- 
cumulating up to the time of his death, and 
for finishing work after his death. 

A judgment involving a promissory note 
granted to Julius Cohen in a suit for $1,643 
against M. Kraut & Co., Morris Kraut and 
Abraham B. Miller has been satisfied. As 
already noted in THE JEWELERS’ CIRCULAR 
Morris Kraut, treasurer of the defendant 
corporation, in opposing the application to 
strike out his answer, said that the note was 
made by the corporation and endorsed by 


(Continued on page 83) 
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Morris Kraut and that Miller, who was the 
payee, had endorsed it to the J. & J. C. Corp. 
The note was payable at 12 John St. 

Barad & Hess, Inc., have announced their 
removal to 48 W. 48th St. 

Samuel Schmurak, 537 Southern Boule- 
vard, is reported out of business. 

The Emco Novelty Co., 1123 Broadway, 
has assigned to Jacob J. Frey, 606 W. 115th 
St. 

The Good Co., importer and jobber of 
Swiss watches, has moved into larger quar- 
ters from the fifth floor to the 11th floor, 
Room 1106, at 12 John St. 

Harry H. Green, a retail jeweler at 407 
Nicollet Ave., Minneapolis, Minn., expects 
to visit the metropolis about the middle of 
August on a pleasure and buying trip. 

Among the new corporations chartered 
at Albany, N. Y., during the past week, 
was that of Ronay & Beer, jewelers. The 
incorporators are L. Ronay, A. H. Beer and 
A. Szabe. 

Raymond Abrahams, 522 Fifth Ave., will 
be away in the Adirondacks during the 
month of August. During his absence, the 
office will be in care of Sidney Abeles and 
John Geoghegan. - 

Richard I. Ratner, manager of the New 
York office of the Libbey Glass Mfg. Co., 
left recently with his family for Lake 
George, N. Y., where he expects to spend 
several weeks on a much-needed vacation. 

A. Stanley Brussel, vice-president of 
Ferdinand Bing & Co.’s Successors, has gone 
to Chicago to take charge of his concern’s 
display at the Eastern Manufacturers and 
Importers’ Exhibit, which is being held in 
the Palmer House from July 26 to Aug. 7. 
Mr. Brussel will have two assistants at the 
exhibit. 

Clarence F. Bayer, of Bayer, Pretzfelder 
& Mills, importers of diamonds, 15 Maiden 
Lane, accompanied by Mrs. Bayer, sailed 
Monday, July 26, on the Resolute for 
Europe to visit the firms’ factories in 
Switzerland. He will spend most of his 
time at the Glycine factory Mr. and Mrs. 
Bayer expect to be gone about two and a 
half months. Albert Pretzfelder, of the 
same firm, who has just returned from an 
extended trip to California, reports the vol- 
ume of business booked far exceeded his 
expectations and that conditions throughout 
the west, as he finds them, are very good. 

The Jewelry Crafts Association, Inc., 45 
W. 45th St., announces that at the present 
time 37 have enrolled for the course in de- 
signing to be given at the Mechanics Insti- 
tute this Fall. The course opens on Friday, 
Sept. 24, and will continue for 25 weeks. 
There is still room for more enrollments and 
all those who have not registered are urged 
to get their registration cards from the office 
of the association as soon as possible and 
send them in to the Institute. The interest 
shown in this course and the comments made 
are very encouraging and show the need that 
has existed for such instruction in the 
jewelry trade. It is expected that this start 
may lead to the establishment of a regular 
jewelry trade school, in which will be given 
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instruction on all the various branches of 
the industry: such as setting, jewelry mak- 
ing, polishing, engraving, etc. 











Mr. and Mrs. Roy Givens have returned 
from their wedding trip. 

James P. Black made a business trip the 
past week through Maine. 

Mr. and Mrs. John E. Killion left Friday 
for a week’s stay in Maine. 

Mr. and Mrs. George Greve are enjoying 
a vacation stay at Hyannis on Cape Cod. 

Mr. and Mrs. William Wemmell left last 
Wednesday for Sunset Camps, Jefferson, 
Me., where they will spend several weeks. 

Harold Bishop has returned from a west- 
ern trip in the interests of the Bishop Co. 

Congressman Joseph W. Martin, Jr., of 
this town will speak before the Mansfield 
Rotary Club on Aug. 3. 

Christopher Dobra, for many years colorer 
in the employ of J. J. Sommer & Co., died 
last Monday. He had been in poor health 
for several years. 

J. J. Sommer is home from an extended 
business trip through the west. He reports 
the crop outlook very promising in all sec- 
tions of the country visited. 

Mrs. Marion Sturtevant, widow of E. D. 
Sturtevant, for many years engaged in the 
manufacturing jewelry business in this town, 
died at her home here last Monday. 

In one of the best played games of the 
season the nine representing the Webster 
Co. handed the Barber Electrics a 3 to 1 
setback Tuesday evening in the Twilight 
League. 

North Attleboro is a deserted place this 
week, as most of the jewelry factories are 
closed for the annual vacation. North Attle- 
boroeans have a liking for Cape Cod, and 
many of them are at the various places. 
However, many other parties are at the 
White Mountains, down in Maine or in 
Canada. 








Business Troubles 





J. C. Morrison, Gainesville, Ga., is re- 
ported to be in bankruptcy. 

An involuntary petition in bankruptcy has 
been filed against Samuel Schmidt, Chicago. 

Cutler & Co., Boston, Mass., have assigned 
to Harold A. J. Oppenheim, Pemberton 
building, Boston, Mass. They are offering 
35 per cent. on the dollar to creditors. 

Beland Bros., Inc., Fresno, Cal., has as- 
signed to F. S. MacFarland of Los Angeles, 
attorney for creditors. The store will be 
continued until the Fall months, when assets 
will be sold. 

The Westminster Jewelry Shop, of which 
Benjamin Hurwitz is the proprietor, at 
Westminister. Md., has been adjudicated 
bankrupt. The assets are given as $5,167 
and the liabilities, $9,886. 

Mrs. Lee Marshall, proprietor of The Gift 
Shop, West Point, Miss., has left for parts 
unknown. A receiver has been appointed 
to wind up the business. The assets are 
about $2,000 and the liabilities are still un- 
known but are more than assets. 





spending a vacation period in Maine. 

Mr. and Mrs. Edgar French left last Fri- 
day by automobile to visit their son at 
Akron, O. 

George F. McIntire, president of the Rob- 
bins Co., is spending a recreational period at 
the White Mountains. 

Frederick C. Wilmarth won first honors 
in Class C at last Saturday’s shoot of the 
Providence Gun Club. 

Mr. and Mrs. Walter C. Dobra were 
guests at the Syewart cottage at Swift’s 
Beach over the last week-end. 

Mr. and Mrs. Robert Seagrave left Satur- 
day for Kellogg, Ia., by automobile, where 
they will visit the latter’s sister. 

Mr. and Mrs. Thomas F. Manning and 
Mrs. John J. Hodge are spending a few 
weeks’ vacation at Harwickport, Mass. 

The J. & L. Tool Co. has resumed opera- 
tions after the annual Summer shut down 
and announce a full time schedule for an 
indefinite period. 

Lawrence P. Keeler, with a 79 gross and 
63 net, was winner in Class A at the weekly 
handicap golf tournament at the Highland 
Country Club last Saturday. 

Frank Moran, manager of the Chicago of- 
fice of J. F. Sturdy’s Sons Co., who has 
spent the past three weeks at the firm’s fac- 
tory, has returned to Chicago. 

Josiah Martin left last week on a several 
weeks’ motor trip in the interests of the 
L. P. Brown Machine & Tool Co. through 
New England and eastern Canada. 

James B. Waterfield, superintendent of the 
Watson: Co., who was injured by a piece of 
iron in the shop a fortnight ago, is still in 
the Memorial Hospital, but is improving. 

A number of the jewelry concerns whose 
employes returned last week from vacations 
closed at noon Thursday when workers at 
the bench found it impossible to continue be- 
cause of the heat. 

Frank L. Pond, for some time associated 
with the C. H. Eden Co., died Thursday at 
Provincetown, Mass., where he was spending 
a vacation. He was about 45 years of age 
and was unmarried. He was the son of the 
late Charles H. and Ida (Cook) Pond and 
had lived in Woonsocket for a number of 
years. 

The annual outing of the Employes’ Re- 
lief Association of the F. H. Sadler Co. 
was held at Crescent Park on Narragansett 
Bay last week. The trip was made by auto- 
mobiles and a shore dinner was served upon 
arrival. Then followed games, bathing and 
dancing until early evening, when the return 
trip was made. 

The mid-Summer conference of the sales 
forces of the Robbins Co. was held at the 
company’s plant here last week, at which 
more than a score of the officials, heads of 
departments and sales managers were in at- 
tendance. Special speakers addressed the 
various sessions which were held daily dur- 
ing the entire week, with social diversions 
every evening. President George F. Mc- 
Intire welcomed the gathering, and instruct- 
ive talks concerning the plant and its prod- 
uct were made by General Manager Fred- 
erick Schwinn. 
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Frank H. Jackson and Ralph E. Bold, of 
the David Nemser Co., have set out on their 
New England trips. 

The Cammall Badge Co. has opened at 
229 Washington St. with a large stock of 
badges, pins, emblems, etc. 

H. Levine has gone on a fishing trip to 
New Hampshire. He is expert with the rod 
and line and expects to hook many a fine 
fish. 

George E. Fletcher, of the E. B. Horn 
Co., has gone to his farm in Fitzwilliam, 
N. H., for three months. He expects to 
reap a rich harvest from his large estate 
there. 

B. Aronson has gone to Amsterdam for 
six weeks. His son, E. Aronson, has come 
from the Chicago office to take charge of 
the Boston establishment while the father 
is in Europe. 

Charles Huggins, of the D. C. Percival 
Co., has gone to Montreal and Quebec on 
a pleasure trip. He has many friends in the 
Dominion who want to tell him just what 
they think of dry America. 

The annual tournament of the New Eng- 
land Jewelers’ Golf Association is to be held 
at the Mount Pleasant House, N. H., Sept. 
15-26. Valuable prizes have been contrib- 
uted and the event will conclude with a ban- 
quet. 

The intense heat wave which made Boston 
swelter with the thermometer registering 
103 at the peak compelled most of the jewel- 
ers last week to close their stores early. 
Thursday was the hottest day for many 
years in this city. 

The death is announced of Reed Wadman 
of Rutland, Vt., following a long illness. He 
was with the Charles May & Sons Co. of 
3oston for several years. A large circle of 
business friends in this city deeply regret 
to hear the news of his passing away. 

J. Charles Stever, president of the Massa- 
chusetts Retail Jewelers’ Association, and 
C. J. Gidley of New Bedford, vice-president, 
are planning to attend the national conven- 
tion in Philadelphia Aug. 10-13. The Sesqui- 
Centennial will prove an added attraction 
to the visitors. 

After a rest of 30 years the old church 
clock in Stoughton is running again, thanks 
to the skill of Loring Smith of Brockton. 
The clock was given up as worthless, but 
Mr. Smith, after a weeks’ work, set it in 
perfect order so that people now set their 
watches by it and catch their trains in the 
morning. 

H. C. Lawson last week received many 
congratulations upon completing 27 years of 
continuous service with the A. Paul Co. He 
entered the company’s employ after gradu- 
ating from the Cambridge Latin School and 
has risen to an important position with a 
wide acquaintance throughout the trade in 
New England. 

Samuel Andelman, a Bromfield St. dia- 
mond and jewelry merchant, was held up by 
two men, one of them armed, on the Broad- 
way side of the Cambridge High School, 
while on his way home to 101 Trowbridge 
St., late the night of July 22. One man 
held a gun to his body while the other took 
$8 in cash from his pocket, ripped off his 





THE JEWELERS’ CIRCULAR 
wrist watch and then, after considerable ef- 
fort, pulled a diamond ring, valued at $800, 
from one of his fingers. 

Sale of a section of the block extending 
from Court Ave. to Washington St. may 
compel John J. Kingsley to move his store 
at the corner of Court Ave. and Court Sq. 
Unless the present lessees, including Mr. 
Kingsley, meet the terms to be set by the 
new owner, the buildings will be torn down 
and replaced by a new store and office build- 
ing. Mr. Kingsley recently opened a second 
store on Boylston St. The section just sold 
is rich in historic interest, dating back to 
1630. The value was nominal. Today the 
section upon which Mr. Kingsley’s store 
stands is assessed at $482,200. 

Many jewelers in New England have real- 
ize1 the value of setting up gift departments 
in their stores. Inquiries at several whole- 
sale houses making a- specialty of gift de- 
partments have a great variety of attractive 
goods for such departments and report that 
increasing numbers of jewelers have mani- 
fested keen interest in developing this 
branch of the business. Gift departments 
are the legitimate rights of the jeweler, as 
one wholesale house points out. The field, 
however, has been entered most by depart- 
ment stores and others who have made grati- 
fying progress while many of the jewelers 
have been thinking it over. This house pre- 
dicts that gift departments may last several 
years at least, and may become permanent 
sections of a jewelry business. In any case 
it is up to the jeweler to make the most of 
it while the demand continues. 








Allentown, Pa. 





Eli Fulmer, of the firm of Fox & Fulmer 
Co., the Easton jewelers, left last week for 
an extended trip to the Pacific coast. 

E. F. Schertzinger, the Slatington jeweler, 
and his wife, returned by motor from 
Akron, O., where they had been visiting 
with relatives and friends. 

Carl H. Schnurman, of the Allentown 
Jewelers Supply Co., enjoyed a day deep sea 
fishing off Fortescue, N. J. He with three 
other friends brought back 128 fish all told. 

The wife of Ira H. Landes, the jeweler, 
and his son, Ira, Jr., left Friday for Mil- 
waukee, where they will spend some time 
with Mrs. Landes’ sister, Mrs. Paul Croll, 
who resides in that city. 

The following were among the traveling 
men calling on the trade in this locality: 
Sylvan Strauss, Friedman-Steinman & Co.; 
F. H. Lodge, Waterbury Clock Co., and 
Marcus A. Douglas, Allsopp Bros. 

Community Shopping Day was observed 
in Allentown on Tuesday of last week, 
which fact prompted merchants in ‘all lines 
to tag their merchandise with most alluring 
prices. While the response on the part of 
the shopping public was gratifying, rain 
earlier in the day interfered somewhat with 
the turnout. 

William S. Steinmetz, the Pen Argyl 
jeweler, is in St. Luke’s Hospital, Bethle- 
hem, with a fractured clavicle and collar- 
bone, and is also suffering from lacerations 
of the scalp and numerous bruises, as the 
result of his automobile crashing into a 
Bangor and Nazareth Transit Co. trolley 
car between Pen Argyl and Wind Gap on 
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Thursday afternoon, about 3 o’clock. The 
automobile was badly damaged, having been 
struck broadside. Little damage was done 
to the trolley car. The accident happened 
at what is known as Wyman’s crossing, just 
west of Pen Argyl. Steinmetz, unaccom- 
panied, was driving toward Pen Argyl. The 
trolley was preceding in the direction of 
Wind Gap when it struck the machine a 
broadside blow. Steinmetz was thrown out 
of his car and was unconscious when picked 
up. He was taken to the office of a Pen 
Argyl physician by a _ passing motorist, 
where he regained consciousness. He was 
taken to the hospital in a friend’s machine 
the same evening. His condition is not re- 
garded as serious. 











Henry Root, watch-maker, R. Harris & 


Company, has moved to his new home, 
recently purchased, in Chevy Chase, D. C. 

Al Sigmund, manager, R. Harris & Co., 
jewelers, has purchased a new automobile 
and will motor in the near future to Bed- 
ford Springs, Pa., for a vacation. 

W. Speaker, of R. Harris & Co., jewelers, 
400-7th St., N. W., has been spending two 
weeks at his old home in Birmingham, Ala., 
having gone down in his automobile. 

Morris Wolfe, window-trimmer at Castle- 
berg’s, diamond merchants and jewelers, 935 
Pennsylvania Ave., N. W., is attending the 
Sesqui-Centennial Exhibition in Philadelphia. 

H. Kur, proprietor of Kur Jewelry Com- 
pany, Inc., jobbers and importers, 417 7th 
St., N. W., expects to make an extensive 
trip through the southland calling on the 
trade, soon. He will go in his automobile. 

Pearson & Crain, 1329 F St., N. W., have 
had on display four handsome loving cups 
awarded as tennis trophies by the Inter- 
City Tennis Association in contests held on 
the municipal parks next Sunday morning 
at 9 o'clock. 

A colored man was arrested in Washing- 
ton, D. C., recently, accused of having robbed 
a jewelry salesman in Baltimore of more 
than $2,000 worth of jewelry. The victim 
had been injured in an automobile accident. 
The colored man came along about that time 
and picked up the jewelry case and ran, ac- 
cording to police reports. 








Jewelers Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended July 17, 1926 

The U. S. Assay Office reports: 


Gold bars exchanged for gold coin.... $780,069.75 
89,703.57 


Total $869,773.32 


Of this the gold bars exchanged for gold 
coins are reported as follows: 





Date Exchanges 

DN iis isias bin nte Sci ae $344,156.67 
Ee 4 eas wna sna tae Ueidawle adage 101,254.66 
Pe BR toes ldia coe pda eeaune maa 147,588.94 
er ISS adie a sia daemon eau 52,834.93 
We! RRGS dein ainda nlc eicwanea tne weead 134,234.55 
se We Chee Ride aceketalaapeoeen 


$780,069.75 
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Minneapolis and St. Paul 


Joe Boznu, retail jeweler, Duluth, Minn., 
has opened a new store. 

Spalding Jewelers, Duluth, Minn., have 
moved into the Diamond Shop. 

John Lind, Biwabik, Minn, a_ retail 
jeweler since about 1910, died recently. 

L. B. Sandler, the Dowd-Ivoroyd Co., 
New York, was recently in Minneapolis. 

C. W. King, of King’s Sale Service, 317 
Lumber Exchange, returned recently from 
a trip to Chicago and St. Louis. 

E. W. Kohlsaat, of Bullard Bros., retail 
jewelers, 95 E. 6th St., St. Paul, recently 
drove with his son to Port Arthur, Canada, 
on a week’s trip. 

Kendrick’s jewelry store, Louisville, Ky., 
recently held an auction sale which was con- 
ducted by M. C. McCoy, of King’s Sale 
Service; Minneapolis. 

Miss Bernidene Kremer, cashier for the 
Charles Beard Co., St. Paul wholesale 
jewelers, has been spending her vacation of 
two weeks at White Bear Lake, Minn. 

A. E. Madsen, president of Rettig, Hess 
& Madsen, wholesale jewelers, 100 N. 7th 
St., Minneapolis, expected to leave July 21 
on a selling trip of two months to the Pacific 
Coast. 

Mrs. Robinson, of the novelty department 
of J. B. Hudson & Son, Minneapolis re- 
tailers, expects to attend the Gift Show in 
Chicago. She returned recently from a two 
weeks’ vacation. 

Harry Atlas, retail jeweler, Helena, Mont., 
died unexpectedly on June 24. He opened 
his store about a year ago, after working 
for Mr. Pratt, of Helena, for several years. 
He was a prominent Mason. 

Harry H. Green, retail jeweler, 407 
Nicollet Ave., Minneapolis, expects to leave 
about the middle of August on a pleasure 
and buying trip of about three weeks to 
Philadelphia and New York. 

Fred F. Meyer, traveling salesman for 
Thomas B.- Wilson & Co., wholesale 
jewelers, 100 N. 7th St., Minneapolis, ex- 
pects to leave July 29 on his regular Fall 
trip through northern Iowa and Wisconsin. 

R. Saygol, wholesale jeweler, 509 Ryan 
building, St. Paul, returned July 19 from a 
trip of three weeks in the northwest. He 
expected to leave July 22 on his annual Fall 
trip as far west as Portland and Seattle, 
remaining away about three months. 

Hugh Musso, Esslinger & Schaeppi, 
wholesale dealers in supplies, 501 Ryan 
building, St. Paul, left July 17 with his wife 
on a week’s motoring trip to Canada. The 
firm recently received a card from Port 
Arthur saying that he was having a fine trip. 

J. P. Branyen, in charge of the watch 
department of J. M. Bennett Co., wholesale 
jewelers, 627 First Ave., N., Minneapolis, 
returned the night of July 18 from a two 
weeks’ fishing trip to Lake Sarah, Minn., 
where he made some catches of pickerel and 
bass. 

James D. Dougherty, manager of J. B. 
Hudson & Son, retail jewelers, 33 S. 7th 
St., Minneapolis, returned July 19 from a 
trip of three weeks to New York, which he 
made especially to build a $50,000 pearl 
necklace for a Minneapolis customer of the 
firm. - . 
E. J. Sloan, retail jewéler, 6 N. 7th St., 
Minneapolis, returned recently from a five- 
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day trip to Itasca Park and Detroit, Minn., 
accompanied by his wife and two children. 
He motored, carrying camp equipment. Mr. 
Sloan has been a speaker on the programs of 
recent State retail jewelers’ conventions. 

William J. McKay, of the gold department 
of J. B. Hudson & Son, Minneapolis re- 
tailers, returned July 12 from a two weeks’ 
motoring trip with his wife through the 
larger part of Illinois, Michigan and Wis- 
consin, visiting friends in Chicago and De- 
troit. Mr. McKay reports having caught a 
28-pound muskalonge in Lake Wisota, Wis. 

M. O. Stevens, of the wholesale watch 
firm of Albert L. Haman, 283 Endicott 
building, St. Paul, returned July 12 from 
a vacation of two weeks, part of which he 
spent motoring in northern Minnesota. 
Accompanied by Mrs. Stevens, he drove as 
far north as Little Marais, carrying a camp- 
ing outfit. He expects to leave soon on a 
selling trip, driving through Minnesota and 
South Dakota. 

E. L. Gustafson, in charge of the jewelry 
department of C. M. Thomsen Co., wholesale 
jewelers, 100 N. 7th St., Minneapolis, re- 
turned to his office early in July after an 
absence of over six weeks caused by an 
attack of appendicitis. After a hurried 
operation at the Swedish Hospital, Minne- 
apolis, he improved steadily. During the 
past three weeks, he has been regaining his 
strength at the Summer cottage of his 
brother, Emil Gustafson, Minneapolis retail 
jeweler, at Island Park, Lake Minnetonka. 

Max E. Bruhn, manufacturing jeweler, 
320 Jewelers’ Exchange, returned July 16 
from a motor trip of two weeks through the 
Black Hills, S. Dak., accompanied by his 
wife and daughter and Mr. and Mrs. Elmer 
Larson of Minneapolis. Mr. Larson is a 
jewelry engraver with offices in the Jewelry 
Exchange. The trip covered a total of 1,800 
miles, and took the party to Hot Springs, 
Deadwood and Wind Cave. At. Belle 
Fouche they saw the Tri-State Rodeo. They 
spent several nights at the Custer Game 
Lodge and at Sylvan Lake and took side 
trips from these points. One of the points 
of interest was Harney Peak, which they 
climbed. Mr. Bruhn is president of the 
Minneapolis Manufacturing Jewelers’ Asso- 
ciation. 











Walter 


Pfeil, 
Ficken Co., is taking a couple of weeks off 
to rest. 

S. M. Akers, jewelry auctioneer of this 
city, recently finished a successful 15 days’ 
sale of Wade C. Bloom, Inc., Dubois, Pa. 


secretary of the A. H. 


Out-of-town jewelers visiting Cleveland 
this week included, Ed. Nolf of Nolf Bros., 
Wadsworth; N. J. Smith, Mt. Gilead; C. J. 
Welf, Matua. 

Ed. Keller has closed his 
Superior Ave., near E. 69th St., and is open- 
ing up at 8104 St. Clair Ave., under the 
name of the Leader Jewelry Co. 

Morris Folkman who was formerly in 
business at 5837 Broadway is now located 
in the Truman building on Euclid Ave., 
where he has opened a trade shop. 

M. E. Means who has offices in 


store on 


the 
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Union Mortgage building has left for a 
business trip through Ohio and Pennsylvania, 
His family accompanied him as far as Pitts- 
burgh, .where they will spend a_ short 
vacation. 

I. Bernon and Bennie Glickman have re- 
turned from Elizabethtown, Ky.,.where they 
represented J. A.Conn in auctioning off the 
stock and fixtures of Marshall & Berry who 
have retired from business. 

L. B. Bach of the Sigler Bros. ‘Co., has 
returned from a weeks visit to Cambridge 
Springs. Leo Goetz and A. H. Manchester 
of the Sigler Bros. Co., are getting ready to 
start out on their territories. 

Clarence Rock of the Scribner & Loehr 
Co., has left for a motor trip to Canada 
with his family. He expects to be gone for 
several weeks. John Hogan city salesman 
for the same firm has left for a pleasure 
trip to Pittsburgh. 

The Klein Jewelry Co., of Buckeye Road 
who offered 40 cents on the dollar last week 
as a basis of settlement, and which was re- 
fused by creditors, made an offer of 50 cents 
this week and it is understood that in all 
probability it will be accepted. 

Frank Cerne of St. Clair Ave. and E. 
61st St., has just completed the erection of 
a new store building on E. 79th St., near 
St. Clair Ave. He is moving his branch 
store into this new building which is much 
more commodious and was built especially 
for his own use. 

The owner of Klivans store was un- 
fortunate enough to have one of the show 
windows cracked this week. It is hard to 
say when a new pane can be fitted as the 
glaziers strike still continues after being 
in progress for twenty-one weeks. A num- 
ber of jewelers are in the same predicament. 

Business conditions in Ceveland in the 
jewelry business are decidedly quiet. In 
a few instances the larger stores report 
business for this month equals that of July 
a year ago, which was a bit brisker than 
this month. The trade are taking advantage 
of the lull to take their vecations. Whole- 
sale houses are preparing to start their men 
out on the road within a week’s time. 

The N. & P. Jewelry Store was formally 
opened on July 24th at 8017 Superior Ave. 
It is owned by J. F. Nowodsorski and A. D. 
Priebe who were formerly located at 8003 
Superior Ave. The new store is located 
in the Washington Bank building just re- 
cently completed, and is handsomely fitted 
up and in a splendid business location. 
Both partners have been in the business for 
a number of years. 

H. W. Burdick president of the H. W. 
Burdick Co., has donated a cup for the 
senior golf tournament to be played Friday, 
July 30 at the Canterbury Golf Club, War- 
rensville. The trophy will.be known as the 
H. W. Burdick Cup, and all those competit- 
ing must be over 60 years of age. The 
affair was staged last year for the first time 
and aroused so much enthusiasm that it was 
decided to make it an annual affair. 








Otto Mueller, a jeweler, at Wausau, Wis., 
who retired from business a few weeks ago, 
is a candidate for State senator of Marathon 
and Lincoln counties on the Republican 


ticket. Mr. Mueller is the son of Gustave 
Mueller, one of the oldest residents of 
Wausau. 
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Chicago Notes 


Wm. F. Juergens, Jr., of the Juergens & 
Andersen Co., will leave this week on a two 
weeks’ motor trip to Eagle River, Wis., for 
some good fishing. 

Charles E. Cooper, of the American Sil- 
ver Co., returned this week from Pitts- 
burgh, where he. spent a week combining 
business with pleasure. 

Fred Kline, of the Juergens & Andersen 
Co., completed a four weeks’ business trip 
to the Pacific Coast, and reports business 
there very favorable. 

Harry A. Arens, manager of the Chicago 
office of the American Silver Co., is making 
a five weeks’ business trip through the west 
as far as the Pacific Coast. 

Albert Kanberg and August Kessler, rep- 
resentatives for the E. H. Pudrith Co., De- 
troit, Mich., were visitors in Chicago last 
week calling on old friends. 

J. D. Madigan, acting manager of the Chi- 
cago office of the Gorham Co., is back at his 
desk, after being confined to his home for 
the past two weeks on account of illness. 

F. E. Quinn, Chicago representative for 
the Homan Silver Co., is making a business 
trip through the larger cities in the east, 
and will return to Chicago about Aug. 1. 

Sidney Levinson, representative for L. 
Heller & Sons, left last week for the home 
office and factory at New York City. He 
expects to remain there for about two 
weeks. 

R. J. Hillinger, of R. J. Hillinger & Co., 
10 S. Wabash Ave., accompanied by his 
wife, returned this week from Deer River, 
Minn., where he spent two weeks enjoying 
iis favorite sport of fishing. 

“Jack” L. French, manager of the Chi- 
cago office of the R. Wallace & Sons Mfg. 
Co., is spending three weeks in the east near 
the Adirondack Mountains, visiting at his 
old home and enjoying a good rest. 

Fred B. Clark, representing the Alvin 
Silver Co., through the States of Wisconsin 
and Minnesota, is making his initial trip 
through this territory for this concern. Mr. 
Clark will be gone for several weeks. 

Nat Pian, diamond dealer at 31 N. State 
St., is leaving this week for New York, 
where he will spend some time looking 
over the markets. Before returning home 
he will stop at Atlantic City for a few days’ 
rest. 

Miss Anna Fenchel, of Benjamin J. Engel- 
hard, 31 N. State St., returned to Chicago 
last week from New York and the east, 
where she spent a couple of weeks visiting 
the home offices and factories they repre- 
sent. 





Ed J. Essenpreiss, in charge of the coun- 
try department of the Juergens & Andersen 
Co., is spending two weeks at Delevan, Wis., 
enjoying a much needed rest. Mr. Essen- 
preiss is accompanied on this trip by his 
wife. 

“Ted” Tracy, representing the Juergens 
& Andersen Co., left this week with his 
wife and family to motor through northern 
Wisconsin. He will be gone for about three 
weeks and will then prepare to leave for his 
territory. 

H. A. Wand, of the Wand Stamp Co., 
New Orleans, La., left Chicago last Thurs- 
day night for Colorado and Oklahoma City, 
where he will spend some time with rela- 
tives. Mr. Wand spent two weeks in Chi- 
cago attending the Elks convention and visit- 
ing the markets. 

Dan Newman, of D. Newman, manufac- 
turing jewelers, located on the fourth floor 
of the Silversmith building, is taking a 
motor trip through Wisconsin to Manitow- 
ish, Wis., where he will spend two weeks 
fishing and resting. Mr. Newman is ac- 
companied by his wife and friends. 

W. J. Hale, who recently associated him- 
self with the sales department of the Alvin 
Silver Co., traveling out of their Chicago 
office in the Silversmith building, left last 
week on his initial trip for this firm through 
Indiana. Mr. Hale, formerly represented 
the Holmes & Edwards silver line. 

W. S. Willis, D. Adams, R. S. Atwood, 
R. Mathesen and J. Crowell, representing 
the sterling department of the Gorham Co. 
left recently for their respective territories 
and will be gone for many weeks. W. T. 
Graham, who represents this firm’s plated- 
ware department, has also left for his terri- 
tory. 

Burton L. Brown, with offices on the 13th 
floor of the Columbus building, is able to be 
at his office for a few hours each day. Mr. 
3rown had been confined to his home for 
about three months suffering from blood 
poisoning in his left foot. Mr. Brown gets 
along very nicely now with the aid of a 
cane. 

D. W. Woods, representing the Homan 
Silver Co., with headquarters at the Chicago 
office in the Silversmiths building, left last 
week on his initial trip through Michigan 
and Indiana. Mr. Woods formerly was 
connected with the retail store of Marshal 
Field & Co. as assistant buyer of silverware. 
Mr. Woods has many friends in the trade 
who wish him success in this new venture. 

W. F. Fleek and R. D. Fleek, representing 
the Juergens & Andersen Co., arrived in 
Chicago last week from Denver, Colo., 
where they spent some time visiting at their 


home. E. S. Baker, also of this firm, re- 
turned from a stay at his home at Minne- 
apolis. All three of these representatives 
are now preparing their sample lines and 
will leave for their respective territories very 
shortly. 

Eugene Elias, of the Elias-Levy Import- 
ing Co., located on the ninth floor of the 
Reliance building, returned to the United 
States on the De Grasse last week. Mr. 
Elias spent about six months visiting the 
larger countries of Europe. He will remain 
in Chicago for about a month before re- 
turning to Paris. The Elias-Levy Importing 
Co. recently became the sole distributers of 
the Ato Clock. 

Frank Fischer, representing the R. Wal- 
lace & Sons Mfg. Co., traveling out of their 
Chicago office, located in the Silversmiths 
building, left last Sunday night for his ter- 
ritory through the northwest. Mr. Fischer 
calls on the trade in the smaller cities of 
the northwest, and will be gone for over 
ten weeks. William Barker, Otto Klueber 
and Ivan Ogilvie, also of this firm, recently 
left for their respective territories and will 
be gone for several weeks. 

H. M. Stewart, traveling for the Alvin 
Silver Co., left last week on his early Fall 
trip through Missouri, Oklahoma, Arkansas 
and Louisiana. He will be gone for five 
weeks. Guy R. Robinson, of the same firm, 
with offices at Dallas, Tex., recently re- 
turned from a short trip to the home office, 
in the east, and is now calling on the trade 
in Texas, Arizona and New Mexico. W. A. 
Harnisch, Kansas, Oklahoma, Arkansas and 
Louisiana representative, is covering his 
territory by automobile, and will be gone 
for over two months. George C. Maier, also 
of this firm, is spending six weeks in visit- 
ing his trade in Michigan, Iowa and Ne- 
braska. 

Louis Schwartz, of Louis Schwartz & 
Son, wholesale jewelers located in suite 302° 
Heyworth building, returned home last week 
to recuperate from an accident that occurred! 
while he was in Oklahoma City, Okla. Mr. 
Schwartz was just about to cross the street: 
when a street car running wild hit an auto- 
mobile. The automobile hit Mr. Schwartz: 
and bruised him so badly he was unable to: 
finish his trip. J. H. Schwartz, his son and 
a member of the firm, left Sunday night for 
Shawnee, Okla., and from there will call 
on the trade through the north. He will be 
gone for about two weeks. J. H. Schwartz 
has charge of this firms’ office and this is his 
initial trip through the territory. 

W. G. Riley, retail jeweler of 577 Broad- 





(Continued on page 88) 
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way, Gary, Ind., is spending three weeks in‘ 


West Virginia visiting with friends and en- 
joying a rest. 

“Jim” Stewart, of the C. H. Knights- 
Thearle Co., is again at his desk, after being 
home for the past week on account of a 
slight illness. 


A. L. Hancock, Chicago representative 
for the Bassett Jewelry Co., returned this 
week from a two weeks’ business trip 


through the west. 

Henry Honet, representing M. Iralson, 31 
N. State St., returned this week from 
Colorado Springs and Denver, where he 
spent two weeks visiting with friends. 

Oscar Hirsch, of Hirsch & Oppenheimer, 
manufacturing jewelers, on the seventh 
floor of the Capitol building, returned last 
week with his wife from Bangor, Mich. 

D. L. Nesler, manufacturers’ agent, with 
offices in the Columbus Memorial building, 
left recently on a business trip through the 
east, and will return home about Sept. 1. 

George W. Simons, of the Simons Bros. 
Co., Philadelphia, and Mrs. Simons, returned 
home iast week by way of Canada, after a 
motor trip to Chicago and a visit to the 
trade here. 

H. H. Boyson, Oak Park, IIl., returned 
last week with his family from a motor trip 
through the nearby States. Mr. Boyson con- 
ducts a retail jewelry store in this suburb 
of Chicago. 

Anthony True, located at 31 N. State 
St., accompanied by Mrs. True, left recently 
for Phelps, Wis., where he will remain 
until Aug. 1, resting and recuperating from 
his recent illness. 

Frank Downes, of W. J. Rooda Co., Inc., 
521 Broadway, Gary, Ind., recently left for 
San Francisco, Cal., with members of the 
Lions’ Club. He expects to return home 
in about three weeks. 

Milligan & Co., 17 N. Wabash 
entered into the direct importing 
brassware and cloisonné enamels. They are 
handling this line of merchandise in connec- 
tion with their regular line of pearls. 

J. O. Pucher, engraver to the trade, left 
last Saturday morning with his sister, for 
a motor trip through the north as far as 
the International Falls and a trip through 


Ave., have 
of Chinese 


Canada. He will return home _ about 
Aug. 15. 
Bernard Pevsner, of B. & N. Pevsner, 


diamond dealers with offices at 159 N. State 
St., this city, returned last week from Mem- 
phis, Tenn., where he visited with his 
brother Nathan, who has charge of their 
Memphis office. 

Retail jewelers spending the past week in 
Chicago looking cver the markets included: 
Lloyd A. Lower and wife, from Cedar 
Rapids, Ia.; Leon Cohn, Racine, Wis.; A. 
E. Nye, West McHenry, Ill.; C. E. 
Chamberlain, Grand Haven, Mich. 

“Bill” Penfold, manager of the Chicago 
office of F. H. Sadler & Co., returned last 
week from Mackinac Island, where he spent 
a fortnight with his wife and daughter. Mr. 
Penfold returned home alone, leaving his 
family there for a few weeks more. 
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William Wechter, of the S. Wechter Co., 
Inc., manufacturing jewelers at 159 N. 
State St., is motoring with his family through 
Wisconsin as far north as Tomahawk. He 
will spend some time there with his son, 
who is staying at Camp Strongheart. 


S. M. Leibson, Chicago manager for 
Henry Davis, with offices on the 8th floor 
of the Columbus Memorial building, left 


last Sunday night for New York, where he 
remained for two weeks visiting at the home 
office and preparing his new Fall sample 
line. 

Harry Weiss recently engaged in business 
for himself as manufacturer of chains and 
bracelets. He has succeeded in getting de- 
sirable space in room 1500 Reliance building, 
32 N. State St. Mr. Weiss, formerly was 
connected with one cf the large manufac- 
turers in this city. 

Gustav Rosen, of the firm of Sternberg 
& Rosen, New York city, attorneys for 
members designated by the National 
Jewelers’ Board of Trade, will arrive in 
Chicago this week, to visit with members of 
tke trade and attend the weekly meeting of 
the Credit Men’s Association. 

Henry Eisen and Henry Grifka, of Grifka 
& Topper, both diamond dealers, have se- 
cured very desirable offices in room 302 
Heyworth building. Mr. Eisen made tempo- 
rary headquarters in the Columbus building, 
and prior to that time he and Mr. Grifka 
had offices on the 11th floor of the Hey- 
worth building. 

J. C. Mahon, who operated teh Brandt 
Jewelry Co., at 1225 E. 63rd St., for some 
time, sold the business to L. G. Hughes, of 
this city. Mr. Mahon will remain in Chi- 
cago for about two weeks assisting Mr. 
Hughes, and will then leave for an extended 
rest. Upon his return he will reopen a 
jewelry business in Aurora, in a new build- 
ing at his old location. 

H. Weiner has entered into business for 
himself as a platinumsmith, and has secured 
desirable quarters in suite 306 Reliance 
building, 32 N. State St. Mr. Weiner is 
well acquainted in the trade, having been 
connected here for many years. He for- 
merly was treasurer of the Iridio-Platinum- 
smiths, Inc., and prior to that was with 
the Bouer-Goldstein Co. 


The Sun Ray Jewelers, manufacturers, 
located in the Mallers building, have pur- 
chased the bankrupt stock of George 


Z\stra, 7045 S. Halsted St. This firm will 
open a retail store in the old location, and 
will be open for business about Aug. 1, with 
a complete new stock. The manufacturing 
end of the business will be discontinued. 
Hyman Sohn is manager of the business. 

The marriage of Arthur Meier and Miss 
Lillian Turban, both connected with the 
Juergens & Andersen Co., for many years, 
took place on Saturday, July 17, at 8 
o'clock in the evening, at the home of the 
bride’s parents, 6347 S. Aberdeen St. The 
happy couple are now honeymooning at 
Winchester, Wis., and upon their return will 
make their home on Hamlin near Elston 
Aves. 

L. G. Hughes has dissolved partnership 
with the Rogers-Thurman Co., 5 S. Wabash 
Ave., and has purchased the retail jewelry 
business of the Brandt Jewelry Co., at 1225 
E. 63rd St. Mr. Hughes assumed full 
charge of the business on Monday, July 26. 
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Mr. Hughes, formerly was associated with 
Olsen & Ebann for 11 years, before he be- 
came connected with Rogers-Thurman Co. 
Officers from the Chicago Detective 
Bureau left last week for Louisville, Ky, 
to accompany Harry Tracy, a negro window 
smasher, back to Chicago. Tracy was 
arrested by the police at Louisville, while he 
was attempting to dispose of some rings 
that were taken from the window of Eli 
A. Nierman, 3020 S. State St., Chicago, 


Six of the eight rings taken were recovere 
Fy 5 é 


by the police. 
. Miss Mary Green, of Harry J. Baby Co, 
Heyworth building, left last Saturday, ac- 
companied by her brother, for Montreal, 
Canada, from which port she will sail on 
the Montnairn, for England. Miss Green 
will visit the different countries of Europe 
and will be gone for three months. Miss 
Mary McEvoy, of the same firm, is now 
in Paris, spending several months there en- 
joying a rest and visiting places of interest, 
Funeral services for Mrs. Wm. Meier 
took place on Wednesday, July 21, from her 
late home, 2419 Thomas St., and interment 
was at Waldheim Cemetery. Mrs. Meier 
was the wife of the late Wm. Meier, who 
was connected with Edward Kirchberg for 
a number of years, and the mother of Wm. 
Meier, Jr., who is now with Edward Kirch- 
berg, and Arthur Meier, associated with the 
Juergens & Andersen Co. Deceased had 
been in ill health for some time, and passed 
away on Sunday, July 18. 











_— — 


Frederick L. Miller, Portland 


jeweler, 
under penitentiary sentence for manslaughter 
in connection with the running down and 
killing of an aged woman about a year ago, 
has appealed to the Supreme Court of the 


United States. This is his last recourse, as 
the Oregon Supreme Court refused his plea 
for a re-trial. 

On July 12 a burglar robbed the jewelry 
store of J. H. Peare & Son at La Grande, 
obtaining $2 in cash, and about $60 worth 
of rosary beads. The man effected an 
entrance in the night by means of the sky- 
light, and apparently cut himself on the 
glass, as drops of blood were found on 
things about the shop. He apparently was 
frightened from the shop before he finished 
the job. 

The Emil Nelson jewelry shop, in the 
Multnomah Hotel building, 49 3rd St., was 
robbed on July 17 of three diamond rings 
and four heavy gold watches by a thief who 
entered the place througn a transom and 
ransacked the show window. The stolen 
articles are valued at $300, in the opinion 
of the proprietor. The thief, acting with 
unusual boldness, entered through _ the 
transom early in the morning, and turning 
on the bright lights, proceeded to ransack 
the shop. Since there is a constant move- 
ment of pedestrians on 3rd St., past the 
shop, the police expressed astonishment at 
the daring of the burglar. Bertillon Expert 
Anderson sought for finger prints on the 
transom, but failed to find any, and up to the 
present time no trace of the thief has been 
found. 
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TRADE CONDITIONS 


Sales have shown a decided increase among the 
retail and wholesale jewelers throughout the State 
since the middle of June according to a recent 
survey, and the business has taken more of an 
optimistic turn in contrast to the dull period pre- 
vailing in the late Spring months. The business 
dcne during the graduation season and also to 
newly married couples during June was satisfactory. 
Last week there was a very warm spell in Mil- 
waukee which sluwed up business among some of 
the stores but others reported that they showed a 
normal business. There was a large amount of 
watch repairing due to the sudden change in tem- 
perature. Some of the local wholesalers stated that 
the retailers in the city were not buying very ‘much 
on account of the weather while others claimed they 
did a nice volume during that time. Collections 
among the wholesalers has shown a better turn and 
they are better now than they have been for some 
time. Retailers are in apparently a better position 
to pay their bills following the June activity. 





Jack T. Montgomery, representative of the 
Reliance Silver Co., Milwaukee, in Wis- 
consin, has started his Fall trip through the 
territory with a complete line of new 
merchandise. 

H. Polzer and Mrs. Polzer have returned 
to Milwaukee after a motor trip through the 
west and in Yellowstone Park. Mr. Polzer 
is a prominent retail jeweler on 12th St., 
Milwaukee. 

Adolph Possin and Ralph Weckerle, of the 
Boszhardt-Possin Co., had charge of the 
company’s exhibit at the convention of the 
State jewelers association in Green Bay, 
July 13 and 14. 

A jeweler at Darlington, Wis., has pur- 
chased a large street clock from the stock of 
a jeweler at Dubuque, Ia., and has set it up 
in front of his store. It is 17 feet high with 
dials on two sides. 

William F. Gollberg and August Leicht- 
fuss were the representatives of the William 
F. Gollberg Co., wholesale supply house at 
Milwaukee at the State retail jewelers con- 
vention at Green Bay. 

James Havlista and A. F. Weckerle 
represented the O. H. Bingenheimer Co., 
wholesale jewelry and supply house at the 
annual convention of the Wisconsin Retail 
Jewelers Association at Green Bay. 

Art B. Meyers, retail jeweler at Milwau- 
kee visited his brother at Berlin, Wis., and 
in other places in the northern part of the 
State after the annual convention of the 
Wisconsin Retail Jewelers’ Association at 
Green Bay. 

W. H. Hartfeld held his formal opening 
at the new store in which he is located at 
1804 Center St. Mr. Hartfeldt was formerly 
with Frank Zuehr, jeweler on the south side 
of Milwaukee and is well known among the 
Milwaukee jewelers. 

Henry Tanezer of the Henry L. Tanezer 
Co., wholesale jewelers at Milwaukee, who 
was on a vacation in northern Wisconsin has 
had to return to Milwaukee due to illness 
which is keeping him confined to his home 
under the care of his physician. 

A sail fish, weighing 72 pounds, was on 
display in the windows of the Bunde & Up- 
meyer Co., Milwaukee retail jewelers, last 
week. It was caught by Harry Franz of 
Milwaukee while trolling off Palm Beach, 
Fla. The fish is seven feet long. 

A copy of the dissolution of the articles of 
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organization of the Quality Jewelry Co., 
which operated a jewelry business in She- 
boygan, Wis., has been filed with the register 
of deeds at Sheboygan. The members of the 
company were Charles B. and Anna Rudnick. 

William Hellfach, prominent retail jeweler 
at La Crosse, Wis., died at his home there on 
Tuesday morning, July 20, following a two 
months’ illness with a complication of 
diseases. He was 56 years of age. He is 
survived by his widow, one brother and one 
sister. 

Wisconsin jewelers who visited the whole- 
sale houses in Milwaukee during the week 
included M. L. Crane, Adams; William 
Endlich, Kewaskum; Mrs. Estberg, Wau- 
kesha; R. Hille, Menominee Falls; M. 
Schneider, Burlington; George Armbruster, 
Cedarburg; and E. H. Oehlers, Elroy. 

Jack Lacey, sales manager of the Pyrex 
division of the Corning Glass Works, has 
announced that he will shortly take up his 
residence in Corning, N. Y., moving there 
from Jefferson, Wis. At the present time he 
is in Jefferson for the golf matches at the 
Meadow Springs Club, of which he was one 
of the founders. 

Lester Schick held the formal opening of 
his new jewelry store at 1050 National Ave., 
on Saturday, July 17, and his friends sent 
him several floral offerings for the occasion. 
Mr. Schick is well known in the jewelry 
field in Milwaukee having been with the 
M. Strellitz company in the Majestic build- 
ing here for a long period. 

O. R. Pelzer who has recently been con- 
ducting an auction sale at his store in 
Waupun, Wis., has announced that he will 
remain in the jewelry business. Mr. Pelzer 
stated that upon the completion of the auction 
sale imprcvements will be made to the store 
in which he 1s located, and a new stock of 
jewelry will be purchased for the Fall busi- 
ness. 

Charles E. Miller, jewelry salesman from 
Chicago, was picked up unconscious by mem- 
bers of the Milwaukee road train crew at the 
Cedarburg and Hampton road crossing north 
of Milwaukee on July 16. He was stunned 
when his automobile struck a stalled freight 
train at the crossing. In searching for identi- 
fication papers the crew found $10,000 in 
diamonds and jewelry on his person. 

An effort is being made in Milwaukee to 
have a large representative delegation of re- 
tail jewelers at the convention of the Ameri- 
can National Retail Jewelers’ Association in 
Philadelphia in August to invite the associa- 
tion to hold its 1927 convention in Milwau- 
kee. Earl Ferguson, of the convention bu- 
reau of the Milwaukee Association of Com- 
merce is co-operating with the Milwaukee 
jewelers and the Wisconsin Retail Jewelers’ 
Association in bringing the national conven- 
tion here. 

C. W. Olney, jeweler at West Allis, Wis., 
who is nationally known for his trap shoot- 
ing ability, won second place in the annual 
championship shoot of Wisconsin recently. 
Mr. Olney was defending his title which he 
won at last year’s shoot. Due to a smashed 
finger, and a scre cheek caused by his holding 
the gun against it in other shoots this year, 
Mr. Olney’s shooting was not up to his usual 
standard during the Wisconsin match. Con- 
sidering the difficulties however, his shooting 
was remarkable and his friends look for him 
to capture the title again next year. 
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A campaign to assist in prevention of crime 
and in checking tuberculosis will be under- 
taken by the Civitan Club according to 
Henry Rank, of the Rank & Motteram 
jewelers at Milwaukee. Mr. Rank is presi- 
dent of the Milwaukee Civitan Club and was 
a delegate to the annual convention of that 
organization which was recently held at Phil- 
adelphia. When the convention proceedings 
are received, plans will be made for these two 
movements according to Mr. Rank who, as 
head of the Milwaukee group, will be active 
in the promotion of the campaign in the 
Milwaukee district. 

The William F. Gollberg Co., wholesale 
jewelry supply house, and the Boszhardt- 
Possin Co., wholesale jewelers, held a joint 
picnic on Saturday afternoon, July 17, at 
Muskego Beach, west of Milwaukee. The 
picnic was at the amusement park of 
William J. Boszhardt who is associated with 
the Boszhardt-Possin Co. There were about 
30 people in attendance including the families 
of the employes. A ball game was played 
between the two companies which resulted 
in a win for the Boszhardt-Possin Company 
by a score of 10 to 5. Swimming and boat- 
ing and dancing were also enjoyed. 











J. B. Hatch, Odebolt, Ia., is visiting rela- 
tives in Oakland, la. 

H. W. Woodis, of the C. E. Reese 
Jewelry Co., Omaha, has returned from 
Spicer, Minn. 

Albert Edholm intends to leave in a few 
days for a month’s vacation at Seattle and 
points in western Canada. 

Frank Overholt, of Omaha, has recently 
installed a new show window, doing all his 
own work on it and now has a window that 
is attracting the attention of the other 
jewelers. 

John Henderson and Jack Croyer, two 
Omaha jewelers who changed the location 
of their stores this Spring, getting more cen- 
trally located in the business district of the 
city, are both enthusiastically happy over 
their move, stating that their business has 
iucreased materiaily with the move. 

Various Omaha retail jewelry houses are 
holding salesmanship classes for the clerks 
in the stores. Albert Edholm is perhaps the 
pioneer here locally in this feature as he 
has conducted such classes for many years 
in his business. The plan is to have one 
of the clerks act as salesman, the other as 
customer, while Mr. Edholm stands by and 
acts as coach. 

H. F. Schoeneman in the Woolworth 
building, is spoken of by the Omaha jewel- 
ers as an example of a man who built a 
place for himself in the trade against dith- 
culties. He has a repair shop where he 
makes a specialty of repairing clocks. That 
sounds simple enough, but the reason the 
Omaha jewelers give him credit for having 
done a big thing is that clock repairing some 
years ago fell into disfavor with the Omaha 
jewelers. There was so much grief attached 
to it in the matter of satisfying customers 
but Mr. Schoeneman decided to make a 
specialty of this hard business. 

































TRADE CONDITIONS 
The local retail jewelry dealers report that their 
trade for the month of July has been quite satis- 
factory. and in fact business has held up a little 


better than they had expected it would. While 
there has been no rush in business, things have 
come along very well, and there has been a good 
out of town trade, along with the local trade. 
Reports from many points in southern Indiana 
and western and northern Kentucky are to the 
effect that many of the large coal mines are ar- 
ranging to start up, and this will stimulate the 
retail business in southern Indiana towns to a 
large extent. General business conditions continue 
to improve and collections are some better than they 
were a few weeks ago. 





Charles Artes, of the Charles F. Artes 
Co., Inc., has returned from a business trip 
to Indianapolis. 

Hovey H. Tislow, retail jeweler of 
Petersburg, Ind., with his wife, is spending 
the heated season upon the lakes in Wis- 
consin. 

Dealers in glassware in Evansville report 
trade fairly good and say indications point 
to a very good business the balance of the 
Summer. 

Charles Hebner, retail jeweler at Boon- 
ville, Ind., one of the oldest in that city, 
was in Evansville a few days ago on busi- 
ness and reported trade coming along fairly 
well. 

Floyd Nester, of Heinzle & Nester, retail 
jewelers at Boonville, Ind. has returned 
from Tell City, Ind., where he visited rela- 
tives and friends for several days. His 
wife has gone to Noblesville, Ind. where 
she will spend several days with relatives 
and friends. 

Mussel camps along the lower Ohio, 
Wabash and White rivers are being worked 
now on fairly good time and a good many 
shells are being gotten out. The pearl but- 
ton factories at Shoals, Ind., Leavenworth, 
Ind., Petersburg, Ind., Mt. Carmel, Ill., and 
Grayville, Ill, are being operated on good 
time. The manufacturers say with the sup- 
ply of shells on hand they will be able to 
operate pretty well during the rest of the 
Summer. Shell operatives are getting good 
' wages this year along most of the rivers in 
this section. 

Ralphael Bros., wholesale and_ retail 
jewelry dealers of this city, were repre- 
sented on the recent “Good Will” tour into 
several towns and cities in western and 
northern Kentucky, the trip having been 
made under the auspices of the jobbers’ 
bureau of the local Chamber of Commerce. 
The local boosters were well received 
wherever they went and a brass band accom- 
panied them. Similar trips will be arranged 
by the local boosters into southern Indiana, 
southern Illinois and western and northern 
Kentucky during the next few months. 

The business section of Tennyson, Ind., 
40 miles east of this city, was practically 
wiped out by fire on Monday, July 19. The 
fire originated in some unknown manner in 
a produce house and spread rapidly to the 
rest of the business section. The Tennyson 
National Bank building and two store build- 
ings are all that remain standing in the 
business section. Among the business houses 
destroyed was that of Galen White, retail 
jeweler, whose loss is estimated at about 
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$1,000 with part insurance. The total losses 
from the big fire aggregate nearly $100,000. 
Most of the burned buildings are to be 
rebuilt at once, it is said. The fire was the 
most disastrous that has ever visited the 
town of Tennyson. 











William Blashill, 


Oxford, passed a short 
time in Detroit last week. 

Edward Berg, E. H. Pudrith & Co., is 
making a business trip through the Upper 
Peninsula of Michigan. 


Max Martens, retail jeweler at 11240 
Charlevoix Ave., has returned from a two 
weeks’ vacation in northern Michigan. 

L. R. Mix of Birmingham, visited De- 
troit last week. He called at a number of 
wholesale houses, buying new stock to meet 
the demands of his Summer trade. 

W. W. Bridges, Marine City, was a De- 
troit visitor last week. He called on a 
number of wholesalers and manufacturers, 
purchasing merchandise needed for his late 
Summer business. 

C. W. Chamberlain, Farmington, was 
greeting jewelry friends in Detroit last 
week. He is finding the Summer business 
holding up well and anticipates still better 
conditions for the early Fall. 

W. J. Jones, of the Luths, Dorweld Haller 
Co., wholesale jewelers in the Liggett build- 
ing, left this week for a vacation trip through 
New York State. He also is planning to 
pass a short time at his old home on Long 
Island. 

Edward R. Roehm, manufacturer of 
fraternity jewelry in the Liggett building, 
is enjoying a two weeks’ vacation sailing 
on Lake St. Clair. Mr Roehm is one of 
the most enthusiastic jewelry-sailors in 
Detroit. 

C. A. Rock, Scribner & Loehr Co., whole- 
sale jewelers at Cleveland, was a caller at 
the (Detroit branch of the same organiza- 
tion last week. Mr. Rock and his family 
were motoring into Canada where they are 
to pass a two or three week’s vacation. 

J. W. Baker, of the Washington Gift 
Shop, Bay City, was in Detroit last week 
calling on the wholesalers and buying new 
merchandise for his Fall trade. The retail 
jewelry business in his part of the State 
has been making an unusually good show- 
ing during the Summer months. 

C. E. Wallace and N. A. Cowan, of the 
Wallace-Monroe Mfg. Co., have returned 
from a vacation of severcl weeks passed in 
northern Canada. They entered the wilds 
miles from any habitation and had an ex- 
ceedingly delightful time they report. Fish 
were plentiful as their cameras will bear 
witness. H. J. Monroe, of the concern left 
this week for a trip through the west that 
will take him to the Pacific Coast. He ex- 
pects to be gone until late in the Fall. 

Illness, believed to have been caused by 
the shock of the murder of her son-in-law, 
Philip J. Foley, gold refiner at Pontiac, 
Mich., on April 12 last, resulted this week 
in the death of Mrs. Anne Nesbit, wife of 
Charles Nesbit, president and manager of 
the Michigan Refining Co., with which Mr. 
Foley was affiliated. Mrs. Nesbit was a 
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native of Ontario and leaves her husband, 
two sons and three daughters, including Mrs, 
Freda Foley, widow of the slain Pontiac 
gold refiner. 

An unusually interesting collection of un- 
mounted precious and semi-precious stones 
from the mines of South Africa are being 
exhibited by the Detroit Society of Arts 
& Crafts. The stones were brought to De- 
troit by Glen Byrdette, of Rio de Janeiro. 
Manufacturing jewelers, especially, are in- 
terested in the exhibit. 








Pacific Coast Notes 





H. L. Gorhan, jeweler, doing business at 
1502 104th Ave., Sawtelle, Cal., is selling 
out his stock. 

The partnership between Niel Johnson 
and Charles S. Gregory, 17 S. Ist St., San 
Jose, is being dissolved. Niel Johnson has 
sold out to his partner. 

Pomeroy & Keene, Salem, Ore., have 
opened their new store which is one of the 
most beautiful on the Pacific Coast, accord- 
ing to travelers who have seen it. J. H. 
Spiro, one of the members of the trade who 
inspected it, admired the new windows. 

The Kenyon Jewelry Co. has opened a 
jewelry store at 169 Murphy Ave., Sunny- 
vale, Cal. The company also has a store at 
Salem, near Fresno, Cal. E. W. Short is 
manager of the Sunnyvale store which car- 
ries a complete line of jewelry and has a 
repairing department. 

After smashing the window in the jewelry 
store at 1034 Broadway, Oakland, George 
Brown, 23, a vagrant, was captured after a 
chase of several blocks. He hid under an 
automobile when the pursuers got close. 
Most of the jewelry and fountain pens he 
had stolen were recovered. 








American patent rights covering a recently 
invented German process for automatically 
producing bas-reliefs, medallions, sculptures 
and similar articles have been sold to an 
American corporation, according to a report 
received by the Department of Commerce on 
Tuesday from Trade Commissioner Pilger, 
at Berlin. The American firm expects to 
exhibit the novel appliance at the Philadel- 
phia Sesquicentennial Exposition, the Com- 
merce Department was informed. By the 
new process medallions can be manufactured 
in sizes varying from those suitable for a 
lady’s necklace up to three feet square, it is 
said. The material used may be wood, metal. 
paper composition or wood-flour, it is 
claimed. The process requires the use of 
a special stereoscopic camera which is the 
product of one of the large German lamp 
manufacturers. This German concern also 
makes a device called the stereoscopic com- 
perator, which is used to transfer the picture 
taken by the stereoscopic camera to the block 
of raw material upon which the design is to 
be mechanically sculptured. The persons in- 
terested in the invention state that, while a 
great amount of detail work cannot be ex- 
pected from its use, the operation of the 
process in general lines of work is satisfac- 
tory. They claim that the appliance will 
produce natural colors and believe that con- 
siderable use of the process will be found 
in connection with the production of novelty 
and luxury articles. 
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R. B. Stone, well known retail jeweler, of 
McGehee, Ark., was in the local whole- 
sale market last week. 

Al Gerne, jeweler and optician of 1436 
Salisbury St., is away on a pleasure tour 
of the east as far as Detroit and Buffalo. 

Fred Fuhrer, of the sales force of the Jac- 
card Jewelry Co., is off on an extended 
trip to some of the eastern cities to begone 
about two weeks. 

J. A. Jacobs, vice-president of the 
Eisenstadt Mfg. Co., in the Louderman Bldg. 
is away on a pleasure trip at some of the 
northern Wisconsin reports. 

The optical department of the Stone Bros. 
Jewelry Co., on Cherokee St., has been dis- 
continued and the space turned over to the 
uses of the jewelry business of the firm. 

Mark Fairley, one of the house sales 
force of the Eisenstadt Mfg. Co., whole- 
salers, is back on the job again after en- 
joying a rest at some of the Ozark resorts. 

M. Huff, of the Huff Jewelry Co., Ros- 
well, N. M., was a trade visitor in the 
wholesale industry during the passing week. 
He was enroute home after a visit to 
Chicago and elsewhere. 

Jno. Pollock, retail jeweler, of Newstead 
Ave., has recently added considerable equip- 
ment to his optical department as a means 
of making it capable of rendering more 
complete service for its patrons. 

A. F. Ejisenbeiss, diamond buyer for the 
wholesale firm of Eisenstadt Mfg. Co., 
sailed from New York, last Saturday on 
the Mayestic for a six weeks’ visit to the 
diamond markets of Paris and Amsterdam, 
to' make purchases for the coming holiday 
season. 

Harry F. Doty, of the house force of the 
Eisenstadt Mfg. Co., returned this week to 
business duties after having had a three 
weeks’ vacation, during which he made a 
trip to the Pacific Coast to make a short 
visit with relatives there. 

C. D. Rushing, leading retail jeweler of 
Guerdan, Ark., was among the _ trade 
visitors who visited some of the local 
wholesale supply house in the past week. 
A. Taylor of the retail jewelry concern of 
A. Bisaner Co., of Hickory, N. C., was also 
a recent trade visitor here. 

The stock of jewelry and fixtures of 
William Jones, jeweler for several years at 
1004 N. Grand Blvd. were sold at a bank- 
ruptcy auction sale last week, pursuant to 
an order of sale made by the referee in 
bankruptcy. The sale was conducted on the 
premises and the entire assets sold to vari- 
ous buyers. 

Business among the wholesalers, is 
generally reported good. While collections 
have been a little slow, the crop outlook 
is excellent and is expected to improve this 
situation with the retail jewelry trade of 
the south and west. Salesmen for the local 
wholesale houses have been having a very 
good business since they got into their ter- 
ritories about July 1 and are writing opti- 
mistically of the prospects for the coming 
Fall months. Most of the travelers will be 
out on the road until December, aside from 
possible short visits to headquarters. 

The corner display window of the Jaccard 
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Jewelry Co. store at 9th and Locust Sts., 
has been in the public attention for the past 
week or two. It contained a large assort- 
ment of handsome gold and silver cups. 
These were made by the company and were 
the prizes offered for the winners in the 
recent speed boat regatta held on the Miss- 
issippi river here, and which was attended 
by thousands of interested spectators. 
Several of the larger cups were most gorge- 
ous affairs and had been donated by local 
firms or individuals who are interested in 
the sport of motor boat racing. In addition 
to advertising the store the cups attracted 
more than passing attention and served to 
advertise the regatta, which was held on a 
Sunday. 


For the second time within three months 
an attempt was made last week by robbers to 
hold up the store of the Bell & Bell Jewelry 
Co., at 5069 Delmar Blvd. Early one morn- 
ing, after the opening of the store, two 
armed men entered and with guns compelled 
Saul Bell, one of the owners, to lay pros- 
trate on the floor, while they proceeded to 
ransack the safe. Meanwhile they threaten- 
ed to kill him if he did not disclose the 
whereabouts of his diamond stock but with- 
out success. A prospective customer enter- 
ing about this time was also compelled to 
lie on the floor and after a fruitless search 
for the diamonds the robbers decamped with 
all the cash in the drawer of the safe 
amounting to about $40. They left no clue. 
Last May two robbers succeeded in robbing 
the firm of about $3,000 worth of diamonds 
and made good their escape with the 
booty. 

The charge of receiving stolen property 
which was brought against Vincent Virzie, 
proprietor of a jewelry store at 912 N. 7th 
St., about a month ago, has been dismissed 
by the constituted authorities and the 
jeweler vindicated in the Court of Criminal 
Correction. Detectives investigating the 
hold-up of the jewelry firm of Lott Bros. in 
the Equitable Bldg., in May, arrested Virzie, 
on the confession of the thief who testified 
that some of the lost stones could be found 
there. According to Virzie’s statement he 
did buy two of the diamonds for $200 on 
Catanzaro’s representation that they were 
the property of his sister. Later he 
negotiated a loan on them for $300 with a 
local pawnbroker and after his arrest he 
redeemed the stones and turned them over 
to the police who restored them to the Lott 
Bros. Co. No evidence being available of 
any criminal intent on the part of Virzie 
has resulted in his discharge and exonera- 
tion of all the alleged charges. 


Creditors of Jacob Ufland, fugitive presi- 
dent to the National Jewelry Co., of St. 
Louis and the Milton Watch Co., of New 
York, heard with satisfaction of his recent 
return to this country and his surrender to 
the authorities. Since he left here so sud- 
denly in November, 1924, he has been vari- 
ously reported in various parts of Europe. 
At one time it was announced he had been 
apprehended in Germany and efforts were 
being made to extradite him to this coun- 
try. Then he was reported to have escaped 
to soviet Russia and last week he appeared 
in the public prints as having surrendered. 
In addition to the failure of the above men- 
tioned concerns headed by him, he is also 
alleged to have obtained from a number of 
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local jewelers various amounts in money and 
merchandise. In a number of cases he took 
jewelry or diamonds on-memorandum, mak- 
ing no payments on them and when he fled 
a number of local concerns stood to lose con- 
siderable sums. The outcome of his case in 
New York is being watched with interest 
among the members of the local retail and 
wholesale jewelry trade. 
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E. M. Valentine, of Fox & Sons, is ex- 
pected home from his Florida trip next 
week. 

A large camp party will be given by the 
Gruen Idle While Club on the Whitewater 
river near Harrison, O., Saturday, July 31. 
The club gives an annual affair out of doors. 

Visitors registered at the Gruen Watch 
Co. during the week included: Anna L. 
Cary, Lebanon, O.; Mr. and Mrs. Phil. A. 
Dallmeyer, Jefferson City, Mo.; R. W. John- 
ston, New York city; Walter Cook, of 
Frank Clark Co., Wilkes-Barre, Pa.; H. W. 
Crothers, Aberdeen, Wash.; Mr. and Mrs. 
Julius A. Young, Oakland, Cal., and 
William J. Horton, Farrell, Pa. 

Activity in the Gruen Twi-Lite base ball 
league has again been resumed following 
the vacation period at Time Hill, the Gruen 
‘Watchmakers’ Guild. During the vacation 
season none of the players thought about the 
league. The “Tanks” seem to be the 
strongest contenders right now and are in 
first place because they only dropped two 
games. The “Cartouche” team is second 
and “Pentagon” third. 

Hal R. “Doc” Haerr, assistant to the 
president and Robert Hermann, divisional 
representative of the Gruen Watchmakers’ 
Guild, recently returned from Europe on the 
Majestic. While abroad they visited the 
Gruen workshops and were greatly impressed 
with the plants and the Swiss personnel of 
the company. They reported that there was 
a great deal of activity in the factories in 
Switzerland. 

Mr. and Mrs. George S. Fox are now 
enjoying a little delayed honeymoon trip on 
the Great Lakes. George Fox, junior mem- 
ber of the firm of Fox & Son, in the 
Schmidt building, and Miss Dena Richter, 
of Avondale, were married at the residence 
of Rabbi David Philipson, in Avondale, a 
couple of weeks ago but the jeweler could 
not get away until his father, E. J. Fox, 
head of the firm, returned from his first Fall 
trip through the northwest. The bridal 
couple will spend several weeks on the lake 
and will also spend a week in Chicago. 

After winning the twosome prize with 
Jack Littleford in the annual invitation golf 
tournament of the Highlands Country Club, 
Frank B. Stegeman, of the Wadsworth 
Watch Case Co., Dayton, Ky., presided at 
the dinner Thursday evening. As the pre- 
siding officer at the climax of the tourna- 
ment Stegeman awarded the prizes, the first 
of which was won by Chris Brinke, of 
Louisville, Ky., State amateur champion. 
The tournament was arranged by a group 
of Stegeman’s including Harry, A. V., Frank 
and Vin Stegeman, Darwin Stapp, J. B. 
Robinson and Alex Baxter. 
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H. P. Peterson, Toledo, Ore., has been 
spending some time in Los Angeles on a 
pleasure trip. 

L. W. Goetz, Santa Barbara and Ver- 
mont Aves., has left for a week’s trip to 
the Yosemite Valley. 

Ira W. Smith, manufacturers’ agent, 510 
Broadway Central building, has left on a 
business trip to San Francisco. 

A. R. Higbee, of Higbee & Dorrer, Los 
Angeles, has just started on a trip through 
the south with a fine line of rings. 

It is probable that the Jewelry Crafts 
Association will not have another meeting 
until the regular date in September. 

W. E. Phillips, manufacturers’ representa- 
tive in the Title Guarantee building, intends 
to make a business trip soon to Texas. 

George C. Brock, known as “George 
junior,” is still in the east, and it is ex- 
pected that he will be gone until Aug. 1. 

E. C. McKeen, Coast representative of the 
Waltham Watch Co., with headquarters in 
San Francisco, has recently been here call- 
ing on the trade. 

O. D. Johnson, 1422 W. Santa Barbara 
Ave., accompanied by his wife, has left for 
a two weeks’ trip to San Francisco. His 
store is in charge of L. Brown. 

J. F. Reed, of the jewelry department of 
the E. W. Reynolds Co., has resumed his 
duties in the sales room after being confined 
to his home for several days by illness. 

Wm. Baird, Yuma, Ariz., was in Los 
Angeles recently calling on the trade. He 
was on his way home after a visit to San 
Francisco. He was accompanied by Mrs. 
Baird. 

Mrs. George Davis, Seattle, wife of the 
manager of the Seattle office of A. I. Hall 
& Son, has been visiting in Los Angeles. 
She was accompanied by Mrs. Schneider, 
also of Seattle. 

Thos. B. Buchan, superintendent of the 
factory of Brock & Co., will start on August 
7 for his annual vacation. He will spend 
most of his time at Glen Alpine, a resort in 
the vicinity of Lake Tahoe. 

P. A. Rowe, of the San Francisco office 
of A. I. Hall & Son, was a recent visitor 
in Los Angeles. Accompanying him was 
Carl R. Domes, who covers the northwestern 
coast territory for the company. 

Howard Anthony, engraver in the Jewel- 
ers’ building, recently made a week-end trip 
to San Diego. He reports that the roads 
on the main highway were so congested that 
at one point cars were being driven four 
abreast. 

T. R. Canady, of Huntington Beach, has 
left for a two weeks’ vacation, which he 
will spend camping and fishing in the High 
Sierras in Inyo county. He is accompanied 
by Mrs. Canady. His store, in his absence, 
is in charge of C. E. Pennington. 

E. B. Nicoll is spending his week-ends at 
‘Pasadena Glen, where he has a cabin and 
garage. This cabin is at an elevation of 
about 2,000 feet, and is within one hour’s 
drive from Los Angeles. He finds it a very 
convenient and enjoyable place for a rest. 

W. B. Sunderland, of Sunderland & 
Miller, and all the sales force of that com- 
pany except George A. Miller, have started 
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out on selling trips, expecting to be gone 
until Thanksgiving. They will cover the 
entire northwest and east as far as Denver. 
Mr. Miller remains in charge of the office. 

Hi. Hartman, formerly in business in Van 
Nuys and also in Los Angeles, but for sev- 
eral years past with his sons of the Hart- 
man Bros. Co., Salem, Ore., has been visit- 
ing his friends in Los Angeles. He was on 
a vacation and will spend two weeks in the 
San Fernando Valley, where he has prop- 
erty. He motored down from Salem. 

Fred J. Cannon, of Koke, Slaudt & Co., 
has started on a selling trip, expecting to be 
gone until September. He will cover the 
northwest and go as far east as Denver. 
Roger Cannon and Hugh Gregor, the latter 
f the Napier Co., have been in San Fran- 
cisco the past week in charge of the Napier 
goods display made at the St. Francis Hotel. 

H. Preston Smith, president of the G. D. 
Davidson Co., having practically recovered 
his health, has started on his annual vaca- 
tion in the east. He intended to go to New 
York, where he will visit his twin brother, 
and then probably will make the usual fish- 
ing trip in the north woods. Mr. Davidson 
remains at home in charge of the company’s 
Los Angeles stores. 

Among the out-of-town jewelers who have 
been in this city recently are the following: 
C. J. Hase, Ontario; Mr. Harmony, of 
Harmony & Hahn, Placentia; M. A. 
Stalmer, Fullerton; A. J. Dutton, Anaheim; 
Mel Smith and Frank Hoffman, Santa Ana; 
C. W. Middleton, Pomona; R. W. Steere 
and A. Protsch, Redondo; E. B. Lang, 
Venice; E. K. Miller, Douglas, Ariz.; M. 
Dodder, San Diego; F. M. Smith, Ontario; 
G. E. Langley, Long Beach; E. R. Stod- 
dard, Whittier; P. B. Belford and L. T. 
Harnden, Azusa; Mr. and Mrs. C. E. Per- 
ham, San Pedro; Mrs. J. H. Boale, Covina; 
Mrs. G. R. Finley, Compton; Mr. and Mrs. 
F. W. Alley, Pomona; J. H. Blanchard, 
Ocean Park; G. W. Burzell, Sawtelle; C. 
W. Clark, Van Nuys; L. J. Tindall, Owens- 
mouth. 

A dispatch from Sacramento to a local 
newspaper announces that what is said to 
be the second largest deposit of commer- 
cially valuable onyx in the world has been 
located in San Bernardino county. George 
H. Rubens, president of the Pacific Gem Co., 
has a lease and option to purchase several 
mining claims embracing the deposit. He 
said he was advised by engineers that there 
was a billion tons of the onyx in 100 acres. 
The only larger body of the mineral known 
is in Algeria. There are also deposits of 
onyx in Mexico, but Mr. Rubens says the 
California deposit is richer and has a wider 
range of coloring. The product, however, 
is principally used for other purposes than 
the manufacture of jewelry, namely balls 
for automobile gear-shift levers, marbles, 
door-knobs, and so forth. 








Burglars got away with $500 worth of 
jewelry from the store of L. M. Catlin, at 
Nichols, N. Y., on July 13. Mr. Catlin 
learned that the burglars had opened the 
rear door with a skeleton key and then 
had forced double doors which gave access 
to the jewelry store. The thieves took 12 
women’s wrist watches, four kodaks, 90 
rings, necklaces, bracelets, 14 pens and small 
clocks. 
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S. J. Hammond has returned from a trip 
to the northwest. 

H. C. Van Ness, Pacific Coast manager 
for the Gorham Co., has just returned from 
a visit to the factories. 

R. A. Hayes is here representing the 
Duber-Hampton Watch Co.; R. H. King, 
of the Ostby & Barton Co., is calling on the 
trade. 

R. Gsell and wife recently paid a short 
visit to this city, calling on J. W. King, who 
is Pacific Coast representative for R. Gsell 
& Co. 

Charles Weinshenk, of Charles Wein- 
shenk & Son, is still in the northwest and 
reports business conditions improving right 


along. J. G. Rogers leaves for his southern 
trip about Aug. 1. He is traveler for the 
firm. 


It will be the middle of August before 
E. V. Saunders, Coast manager for the In- 
ternational Silver Co., returns from his trip 


through the Pacific northwest. Mr. Saun- 
ders is accompanied by his son, Drury 
Saunders. 


Mrs. Morris Jacoby, wife of one of Port- 
land’s leading jewelers, accompanied by her 
daughter, has been visiting this city to enjoy 
the cool and temperate Summer. Mrs. 
Jacoby was here largely for her health and 
she has now returned home in what is 
stated to be a marked improvement in her 
health. 

One of the most interesting exhibits at 
the Pacific Gift and Art Show, held in the 
Palace Hotel here, was that of the Ritz 
Import and Export Corporation. O. Staple- 
feid, sales manager of the corporation, was 
in charge of the large display which in- 
cluded a beautiful line of novelty gifts. 

After a splendid trip through the Pacific 
northwest, J. H. Spiro is now back at his 
offices in the Phelan building. Speaking of 
that section, Mr, Spiro said that crops this 
year have been exceptionally fine, not only 
in Oregon and Washington, but also in 
Utah and Idaho there are indications of 
bumper crops. 

John Ernsting, Jr., San Diego, is visiting 
this city, accompanied by Mrs. Ernsting; 
J. Heermance, of Modesto, is calling on the 
trade here, accompanied by his son, Lester; 
I. W. Frisch, of Healdsberg, is one of the 
jewelers calling on the trade and other 
jewelers here include: Dave Goodfriend, of 
Goodfriend & Traube, Salinas; William 
Baird and wife, Yuma, and E. R. Sawyer, 
Santa Rosa’s prominent golfer and jeweler. 
Harold Hartung, of Hartung & Son, Grass 
Valley, is here passing some time enjoying 
a vacation. 

Having recently disposed of his home in 
Los Angeles, W. B. Glidden, of the Glidden 
Company, is visiting this city and making 
his headquarters with the W. B. Glidden 
Co., representatives of R. Wallace & Sons 
Mfg. Co. Accompanied by Mrs. Glidden, 
he plans to travel, probably visiting the Pa- 
cific northwest, Canada and the east. Mr. 
Glidden is renewing old acquaintanceships 
in the trade here. Walter L. Glenn, man- 
ager of the company, has returned from a 
motor trip to Eureka, visiting the trade 
en route. 
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Salt Lake City 


William T. Denn, Hubbard-Denn Jewelry 
Co., 1s back at his desk following a five 
weeks’ eastern trip. 

L. E. Hubbard of the Hubbard-Denn 
Jewelry Co., who has been ill for several 
weeks, is reported to be somewhat better. 

A. S. Walker of the McConahay jewelry 
store, has just returned from a Los Angeles, 
Cal., trip. He has been visiting his mother 
who is sick. 

The Herman Kertz store on 25th St., 
Ogden, was robbed the other night of about 
$500 worth of jewelry. The robber smashed 
a window in the store in order to secure 
the loot. 





J. Edwin Stein, manager of Anderberg, 
Inc., prominent Provo jewelry firm, has 


donated a $40 silver lovirg trophy cup to 
the winners of the Twighlight baseball 
league of Provo. 

J. S. Jensen, Sr., founder and head of the 
old-established firm of J. S. Jenson & Sons, 
jewelers, is still unable to attend to his 
business. He has been sick for sometime 
now. He is_ staying with his brother, 
Walter Jensen. 

Local trade visitors include, Dave Stocker, 
representing Samuel Koshers, New York; 
Ernest E. Strauss, W. & P. Jewelry Co., 
Inc.. New York; Don R. Dix, Goldsmith, 
Stern & Co., New York; Carl L. Loeb, I. 
Schwartz Co., Chicago; W. H. Combes, 
representing Bernard West, New York. 

Henry A. Anderson, formerly in business 
for himself in Hermonsa Beach, Cal.,. has 
taken the place in the big watchmaking de- 
partment of the J. S. Lewis Co., Ogden, 
made vacant by the resignation of Ingvall 
Kolstad who has gone back to his old home 
in Oslo, Norway. Mr. Kolstad had been 
employed by the Lewis company for several 
years. 

The Peters’ jewelry store of Brigham 
City is to have a fine new front in the 
near future with display windows. The 
contract for the work has already been let. 
The new windows will be of large plate 
glass design. The head of this firm is John 
W. Peters, Widely known Utah State 
Senator and regarded as one of the most 
able men in the State. 

Russell W. Young and Sidney Smith have 
returned from a wonderful trip, as they de- 
scribed it, to the Wayne County wonder- 
lands, discovered a short time ago. There 
they saw petrified forests, ancient caves 
once inhabited by a strange, mysterious race, 
weird formations in bright sandstone that 
astonish the beholder. So far there are no 
roads in this section and the trip had to be 
made on horseback, it was stated. 

Sidney Smith, widely known local watch- 
maker and head of the governments’ 
vocational training school for watchmakers 
when that institution had a branch in Salt 
Lake City a year or two ago, has taken 
over the operation of the watch department 
of Russell W. Young, optometrist in the 
Judge building. He succeeds H. L. Wood- 
ruff who went to Pocatello, Idaho, not long 
ago where he is engaged in the same busi- 
ness. 

Some of the jewelers report business as 
very quite at this time. The weather is 
very hot and many people are on vacations 
or spending every possible moment in the 
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canyons which surround the city. The out- 
look for the Fall is good. 

The Salt Lake City jewelers’ baseball 
league, managed by Mark E. Weiss, secre- 
tary of the jewelers’ association, has just 
lost its first game since the league was 
organized by Mr. Weiss two seasons ago. 
Its success has been the talk of amateur 
baseball circles of the city, and many con- 
eratulations have been received by Mr. 
Weiss and the members. But for an ill wind 
blowing during the game even this game 
would net have been lost. 














representative in 


E. O. Baumgarten, 
Kansas City of Norris, Alister-Ball Co., is 
calling on the trade on his return trip from 


Chicago. Harry L. Purcell is associated 
with Mr. Baumgarten. 

The tremendous wheat crop of the south- 
west is the chief business gauge topic right 
now—and it means prosperity for this terri- 
tory, in which the jewelry trade is bound to 
share. Wheat receipts at Kansas City are 
breaking records. 

A new oil field in Texas is producing a 
small furore. It is said that in one of the 
new towns in this district, which is not listed 
in many commercial guides, there are al- 
ready nine retail jewelers—all of them 
housed temporarily in so-called “shacks.” 
This is Border, Texas. Retail jewelers are 
getting into the new discovered towns of the 
opened oil district quickly. 

The Kansas City Wholesale Jewelers have 
engaged a room, 312, in the Baltimore 
Hotel, which is to be the wholesalers’ con- 
{tribution to the comfort of the visiting 
jewelers who come in for the gift show in 
August. The show will be staged on the 
third and fifth floors of the hotel. This 
jewelers’ room will be fitted up with the 
accessories of a rest room, and will be 
headquarters for the jewelry trade at that 
time. 

Charles E. Thistle, president-treasurer of 
the Woodstock-Hoefer Jewelry Co., whole- 
sale, is taking a real vacation this year. 
Accompanied by Mrs. Thistle and _ their 
children, Charles and Iris, he is traveling, 
by train, to the far western scenic spots; 
touching the Yellowstone Park, Seattle, 
Portland, San Francisco and then the Grand 
Canyon. Last year Mr. Thistle took his 
first vacation in 10 years, taking his family 
to New York. 

W. H. Mohr, a retail jeweler with stores 
in Tonkawa and Blackwell, Okla., is open- 
ing a new store in Pampa, Tex., one of the 
small towns in the new oil district. Pampa 
is a town of less than 1,000 inhabitants. 
Mr. Mohr, with Mrs. Mohr, were coming 
to Kansas City with friends in a motor car 
the past week. The car came into collision 
with another motor car near Kansas City. 
Mr. Mohr was thrown out, alighting on his 
head and suffering severe scalp wounds. 
He was taken to a hospital in Kansas City, 
Kans., where the cuts were dressed, several 
stitches being taken. He recovered quickly 
and in two days was able to leave the hos- 
pital Mrs. Mohr was not severely in- 
jured; the other occupants of the car in 
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which they were riding, and the occupants 
of the car collided with, were not badly hurt. 
Mr. Mohr was on his way to wholesale 
houses in Kansas City for the purchase of 
stock for his stores, especially for the new 
one. 











Thomas J. Cassutt, jeweler of Third 
Ave., Seattle, is preparing to move, and has 
secured the location at 1324 Fifth Ave., 
which he will occupy with his jewelry stock 
Sept. 1. 

Almost $5,000,000 worth of gold bullion 
was contributed by Alaska during the fiscal 
year which ended June 30, according to the 
figures of the United States assay office. 
The gold bullion receipts of the State of 
Washington totaled $110,619.41 during this 
period. 

A new wholesale jewelry firm will open 
at 1103 Third Ave. about Aug. 1 when 
Rube Gross & Co., who have secured this 
location recently vacated, will take charge. 
The concern is taking the location which 
the Eastern Importing Co., another whole- 
sale jewelry firm, recently vacated. — 

A silver trophy is being donated by Weis- 
field & Goldberg for the winner of the free- 
for-all derby race on roller skates to be 
staged on the Green Lake Boulevard July 
31. The jewelry firm adds an incentive of 
interest to the speediest youngsters of the 
city through their gift of a loving cup. 

A normal buying trend has been pre- 
served during the first half of the year by 
the Seattle jewelers, with a consistent de- 
mand being felt for the less expensive 
jewelry. While a slight falling off in sales 
was noted by some of the houses, there was 
also a slight gain observed by other jewel- 
ers in going over their books. 

The first annual picnic of the jewelry em- 
ployes of Benton Bros., jewelers of the 
University District of Seattle, was a notable 
success. The firm expects to hold an an- 
nual picnic for the members of the staff 
each year hereafter. About 28 employes 
and members of their family participated. in 
the picnic at Deep Lake, near Enumclaw, on 
Sunday, where swimming and games were 
enjoyed. 

With the liens against future incomes of the 
people mounting through increased installment 
business, the installment situation must be 
watched carefully by the business man, in 
the opinion of Prof. Carl S. Dakan, of the 
college of business administration of the 
University of Washington, who spoke at 
the Seattle Kiwanis Club last week on the 
subject of installment buying which he has 
been studying for some time. 

The trip east taken by Mr. and Mrs. John 
Bomengen, who have a jewelry store in the 
University District of Seattle, was made in 
12 days, after motoring through the Yellow- 
stone and other delightful spots, and the 
Seattle couple are now preparing to return 
to this section of the country where they de- 
cided about two years ago to make their 
home. Mr. Bomengen visited the Waltham 
watch factory, where he was formerly em- 
ployed, and will take a trip through the 
Hamilton plant at Lancaster, Pa., on his re- 
turn. 
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720-722 PENN AVENUE PITTSBURGH, PA. 


Do the crowds pass your empty windows every 
evening? 
Do you live in constant fear of the window 
smasher? 

NOW you can leave a full display in your 
windows Overnight in complete safety. 

Our Jeweler’s Window Protector is now on the 
market to save you Money, Time and Worry. 

A sliding grill that slides down, and automatically locks, 
at night; and goes up out of sight in the daytime. 

An invulnerable watchdog that enables you to get full 
coverage, at a reduced rate, on all merchandise left in your 
windows overnight. 

For further particulars, write to 


M. GOLDSTEIN & SON 
415 Pittsburgh Life Bldg. Pittsburgh, Pa. 


LAN DOW BROS. Watches, Clocks and Silverware 


Also Watch Materials and Jewelers’ Supplies. 




















628 Penn Ave. P ittsburgh, Pa. Orders Filled from Any Catalogue. 

a WHOLESALE ° 

Watch Glasses Diamonds, Watches, Jewelry Martin Gluck & Sons 
“6 C R O WwW N 9 Watchmakers’ and Jewelers’ Supplies 718 Penn Ave. Pittsburgh, Pa. 











ESTABLISHED 1888 


GRAFNER BROS. 


WHOLESALE JEWELERS 


DIAMONDS 


ASSORTMENT AND VALUES 
818 Liberty Ave. (2nd Floor) — PITTSBURGH, PA. 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with THE 
JEWELERS’ CIRCULAR regarding any advantageous 
device or plan which they are utilizing in con- 

















nection with their business. 











Plans for Making August an Active Month 
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(THROUGH years of custom August has 

become a period of low sales effort on 
the part of jewelers and other merchants. 
It has always been thought that there is 
little use of striving to make business any 
better than it has been in former years, 
because so many people are vacationing and 
touring. Yet, when we look at the situation 
calmly and impartially we must recognize 
the fact that there are many avenues of 
trade that may be followed with some de- 
gree of satisfaction by the jeweler. 

These avenues of trade may be classified 
as follows: 

1. Merchandise for now: (a) merchan- 
dising for Summer entertaining on the 
porch and lawn; (b) merchandise required 
by the tourist and vacationist; (c) vanity 
cases and compacts; (d) cameras and sup- 
plies; (e) sport trophies, tallys, etc.; (£) 
electrical accessories; (g) Summer jewelry; 
(h) birthstones; (i) souvenirs. 

2. Clearance sales. 

3. College and school supplies and gifts 
to students. 

4. New Fall jewelry. 

There will be jewelers who will declare 
that there is no demand for many of the 
lines included in the first classification, 
that the public is supplied with most of 
these lines, and even if they are not they 
will not buy so late in the season. But 
when other jewelers have shown that there 
is business to be done in August, all should 
be inclined to put their shoulder to the 
wheel and see what speed they can put into 
the August sales. 

The list classified as “merchandise for 
now” does not include all the lines that will 
find a sale in August, and it may include 
lines that some of our readers do not 
handle. It is a list to be added to and taken 
from as local circumstances will dictate to 
the individual jeweler. It is safe to say 
that the possible customers in any com- 
munity are never fully supplied with their 
needs of any particular line of merchandise. 
Whether they can be induced to purchase, 
or not, depends largely upon the method in 
which the jeweler presents his offerings. 

Some jewelers do not countenance clear- 


ance sales as such, but there are a great 
many ways of holding sales without the 
odium usually attached to the clearance 
sale. It is mot necessary in having a 
Summer sale for the purpose of clearing 
out the undersirable stocks to advertise it as 
a clearance sale. Under one guise or 
another these lines may be offered without 
affecting the regular lines of stock. 

If there is no particular need to clear 
lines there are a number of particular lines 
that may be specialized in for the purpose 
of securing a greater volume of business. 

A “Diamond Sale” is always in order. A 
“Silver Sale” can always be put over. A 
“Summer Watch Sale” can be made to pro- 
duce business. One, or many lines may be 
included in a “Vacation Sale.” 

Where small stocks of various lines are 
to be “cleared at a price” jewelers have dis- 
posed of considerable quantities by means 
of the show window. Usually the best way 
to get action through the window is to dis- 
play a lot at a single price, the card in the 
window stating, “Choice of any article in 
this window for $——.” If the window is 
large it may be divided into sections with 
two or three lots at different prices shown 
at the same time. This method has been 
used to dispose of damaged articles, the 
customer being informed that slight imper- 
fections are to be found in the goods. 

Another way of handling short lines is 
to have tables in the store, either in the 
main aisle, or towards the rear of the 
store if there is room there for them. A 
card on the table informs the public at 
which price the items are offered. As in 
the window, it is best to lump lots at a 
specific price on each table, although it 
may be necessary to have articles at dif- 
ferent prices on one table, in which case 
each item should be tagged with the price 
prominently marked. 

August is the logical clearance sale 
period of the Summer and the public look 
for cut prices. “Price” has a very potent 
appeal at all times to certain classes of 
people, but it is looked for by many others 
in August as the appropriate things. 

If stocks are large enough of the lines 


to be cleared there is no inappropriateness 
in a clearance sale for the jeweler. The 
only thing about it that counts most is that 
no lines be included in the sale that is to 
be continued in stock. The public will 
countenance this in all other lines of trade 
but will not look with favor on the jeweler 
who offers the same goods later at a higher 
price than during his sale. 

If a clearance sale is announced it should 
be a bonafide sale of lines to be cleared. 
The public should not be given the impres- 
sion that all lines are being reduced in 
price, but the contrary should be distinctly 
stated, and the public told that only short 
lines and discontinued lines will be sold at 
a reduced price. 

The announcements must be conservative, 
not sensational. Sensationalism is not for 
the jeweler who expects to cater to the best 
classes of people in his community. They 
should understate rather than overstate or 
exaggerate values and reductions. 

The latter part of August finds students 
getting ready to leave home for college, 
some going for the first time, and others 
returning to continue their school duties. 
There are quite a few lines the jeweler car- 
ries besides pens and pencils that can be 
offered to the public in a sale of “Gifts for 
the College Boy and Girl.” A good way to 
make these offerings is to have a special 
week, that may be announced in the way 
shown on page 97. 

With this announcement specific lines may 
be mentioned, such as fountain pens and 
pencils, stationery, leather goods, watches, 
jewelry, ornamental objects for the student’s 
room, etc., 

The window display for College Student’s 
Week should feature the lines offered, and 
should be given the proper school atmosphere 
by the introduction of school symbols, such 


as school pennants, college colors, class 
mottoes, etc. 
Naturally enough, the announcements 


should be directed to the parents and friends 
of the students, although they should be 
made interesting to the students themselves. 
The announcements should feature gifts as 
well as necessities, and the necessities as 
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Established 1864 


Western Tray & Case Company 
427-429 Plum Street Cincinnati, O. 


We are manufacturers of all 
kinds of Trays and Cases 
used for both Wholesaler 
and Retailer. Our long ex- 
perience enables us to sup- 
ply all the needs of the Jew- 





eler in this line. 





No. 702 
Size 1434x844 
Holds 18 Gents Strap Watches 


Made in any color Velvet. 


No. 2 
Made in Three Sizes 
1134x11% holds 14 Gents Strap Watches 


Write for Catalogue 


114%4x 7% 8 
114%4x 5% 6 


Please state color of wood and velvet when ordering 


@ 
If It’s Stamped ES RAV It’s Made Right 


PRODUCTS 


i eteeenetienmenmnnenieeimeinden tended tema 
Cincinnati, Onio. 



































90% of the Business Men that fail come from the ranks of the Non-advertiser. 
Advertise. Write, for our Free Cut Service. 


2 DIAMONDS 4/190 each 


Play Safe and | 


<a 
2 DIAMONDS 4/100 each AJ |. PROFIT 


NO STOCK TO CARRY 


Carry one initial ring as sample. 
Order on five days’ memo. when 
you have a sale in sight. Orders 
filled same day received. 


Aes 


RST 


6598 to Retail 
$15.00 


Full cut Diamond. 
Any Raised Gold 


SAF 


F | 








interchangeable 
Initial ALL EMBLEMS and INITIALS 
or 517 Seal 
a, 6517 on hand at all times $25.00 . 
Rebecca, Shrine, Zp in every size Retail | we 
; Mason, K of C — Also in White Gold Incrustin 
= : oe is <> : g This <@;@ Reg. Trade Markt 
is . Trade M instead of initial. This Reg. Trade Mark Display Emblem Cards for your win: guaran . 
Sonuen ath Pe Sonar —* meg Gold @uarantees you genuine diamonds, dew in original colors free upon request. set neces 
ack Onyx 


Solid Gold 14 Kt. White Gold 


CAN ALSO BE HAD IN FR cuts in all emblems and initials 
Top. Genuine Hope Ruby. EE with O 


BLACK ONYX, TOPAZ, ne or more Rings 


BUFFALO JEWELRY MFG. CO. 
GARNET, SARDONYxX WRITE FOR WHOLESALE PRICE. 


**The Ma'l Order House to the Jewelry Trade”’ 
501 Washington St. Buffalo, N. Y. 











THE MOST CONVENIENT MAGNIFIER 


THE MILWAUKEE LOUPE 

For Engravers, Watch 
Makers, Fine Tool Makers, 
Die Makers, or for any- 
one desiring quick access 
to a magnifying glass. 


The C. G. BRAXMAR CO. 


242 W. 55th St., New York City 





Fraternal Emblems 


If you are wearing 

glasses, you can now . 
have . we _ Medals and Class Pins 
practica oupe either ° ° 

single or double), fitted Fire and Police Badges 


to your spectacle frame. 
The hinged joint of the 
loupe arm is _ fastened 
securely to any spectacle 
frame, nose bridge, or at 
the temple end piece. 


Made to Order Goods our Specialty 














Forty-four years of satisfactory service to an increasing 


When needed, it is ready to be conveniently brought down into position 
ready for using. In ordering specify power of lens desired. 
Prices—S 


ingle Loupe $3.50 Net. Double Loupe $5.50 Net. 
THE MILWAUKEE OPTICAL MFG. CO. 


Milwaukee Optical Mfg. Co. Building 





424 Jackson Street, Milwaukee, Wis. 


number of customers. 
Our facilities for manufacturing and designing are at 
your service. 


Write for Emblematic or Badge Catalog 
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gifts. The pride of the parent may be ap- 
pealed to by suggesting the need of the 
student appearing among his or her fellow 
students on an equal basis, as far as equip- 
ment goes. The time saving features of 
fountain pencils and pens should be men- 
tioned. The need of a good time-keeper 
should be prominently stated. 

The jeweler seldom makes the most of 
the new Fall lines of jewelry, while the 
opening up of these lines affords him a 
special opportunity for a big splurge. If 
more capital was made out of the seasonal 








This Is College Student’s 
Week 


A week of special offerings for 
students 


Six days dedicated to the miss and 
the youth who are eagerly planning 
the off-to-school event. The best 
school accessories are none too good 
for the future men and women of the 
country. Each accessory must be 
college-right. It must be good with- 
out being showy. It must be within 
the budget stipulated by dad, who 
foots the bills. 

We've had worlds of experience in 
supplying college students with their 
school accessories and will enjoy 
lending our aid to you. Each item 
offered fulfills a specific need—each 
possesses that bouyant nonchalance 
which characterizes the  student’s 
needs—each is specially priced for 
College Student’s Week, whether you 
wish to spend one dollar or a 
hundred. 





nature of jewelry there would be more 
jewelry sold. The public should be taught 
that the same jewelry is not appropriately 
worn year in and year out, and the manu- 
facturers should supply distinctive types for 
the passing seasons. 

The new Paris styles and fads in jewelry 
will find a ready sale if brought upon the 
market early, and there is no reason why 
the jeweler should not find it profitable to 
introduce new lines as early as the mer- 
chants featuring wearing apparel. The cus- 
tomer has money to spend and she will spend 
it with the merchant who tempts her to do 
so, whether he be jeweler, milliner, beauty 
specialist or merchant offering any other 
line. 

There is plenty of business to be done in 
August, but it will take a little more pep 
and effort to get it than when the customer 
is in a more receptive mood. The customer 
is lukewarm and indifferent. The jeweler 
must awaken her to a-realization that he 
has something she ought to have, something 
that will fill a need and afford her a great 
deal of satisfaction and pleasure. 











Read the storekeeping department of the 
JeweEers’ CircuLar for selling and display 
suggestions. Give your clerk the reading 
habit also. 
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Art and Selling Power Behind 
These Displays 








Written Expressly for The Jewelers’ Circular 

















HAT windows are in full measure the 
soul of a great jewelry store’s appeal is 
amply exemplified in the many attractive 
window displays of Henry Birks & Sons 


once a week and some of the more promi- 
nent and those with attractive imported 
novelties are changed twice a week, states 
Walter Rimes, of the large jewelry store, 





IMFORTED NOVELTIES WELL DISPLAYED BEFORE 


store at Vancouver, B. C., diamond mer- 
chants and jewelers. 

Twelve adequate windows, each different 
in trim, appeal and content take up the entire 
facade of this jewelry store that fronts on 


A SCENE FRCM DICKENS 


who spends his entire time developing new 
ways to catch the eye of Vancouver people 
and tourists, and to give the onlooker an 
engaging and dignified eyefull of attractive 
suggestions. 





AN ECCLESIASTIC TONE HERE WITH THE DISPLAY OF WEDDING AND ENGAGEMENT RINGS 


both Georgia and Granville Sts. in the heart 
of this busy Canadian seaport. 
These 12 windows are changed at least 


Many of the windows of the store show 
a rare artistry in window display merchan- 
dising, highly developed to appeal to the 
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Canadian people. The existing ties with old 
England appeal on patriotic grounds for 
British people like to feel the link that joins 
them to the old country. There may be seen 
in the accompanying illustrations the indi- 
cation of that link that joins them with the 
old country and the high traditions of ster- 
ling and other English silverware. <A sepa- 
rate tie is noted in each. 

The Spring window has its elements of 
the English church service and the predomi- 
nant Episcopal Easter note. The display of 
silverware as will be noted is connected 
strongly in another window with the paint- 
ing of Windsor Castle. The picture in the 


background was highly colored, in the natu- 
ral tints and shades that formed the setting 
of the castle. 

novelty 


The window, most frequently 
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Co-operation 











Address Delivered by Edward Leininger Before the Convertion of the New York State 
Retail Jewelers’ Association, Held Recently in Cooperstown, N. Y. 














66(0-OPERATION,” the topic of this 
address, is a term with which you are 
thoroughly familiar. In fact, it is probably 
the keystone in the vast movement which has 
led to the organization of retail jewelers 
throughout the country. Nevertheless, it is 
possible that there are some phases of co- 
operation which, while of relative unimpor- 
tance, have a distinct bearing on our busi- 
ness and if put into practice should prove 
profitable. 

We all know of the benefits which we have 





WINDSOR CASTLE FORMED AN 


changed, is depicted in the illustrations with 
articles from England as well as France, 
with a familiar scene from Dickens as a 
suggestion of the old country, and the full 
flavor of Wintertime. 

Each of the 12 large windows with their 
variegated content make a strong appeal to 
the Canadian people as well as to visitors. 
With reference to the latter, at convention 
times there is displayed in one window, be- 
sides the merchandise, a little card which 
extends a warm welcome to Americans and 
visitors from other sections of the country, 
who are enjoying the hospitality of the Van- 
couverans.—C. M. L. 








Collegian 





I seldom rise before noon, and then I go 
to class, if there are any left. 

I know every bootlegger within a radius 
of twenty miles. 

I have never left a movie without stamp- 
ing my feet at least six times. 

I have never had a course that was not 
“oummy.” 
_ I have never had a date with a boarding 
school girl without her gushing that I re- 
minded her so much of someone. 

However, I’m still hoping.—Virginia Reel. 


ATTRACTIVE BACKGROUND FOR THIS DISPLAY 


derived from’ associating with our fellow- 
jewelers in our periodical meetings, both 
business and social. These meetings have 
given us a real insight into the character 
of the men who follow this noble vocation. 
The competitor of whom we had a bad 
opinion became a real good fellow after we 
bad met him. Through our meetings we 
exchange ideas and because we act as a body 
representing the retail jewelry trade of our 


‘community we are able to accomplish things. 


This idea of co-operation might well be 
carried a step further by periodical visits 
to fellow jewelers throughout the city. 
Much can be learned by almost any jeweler 
by observing how the “other fellow” con- 
ducts his business, for no two jewelers do 
business in exactly the same way. At the 
same time it might be quite proper to invite 
your competitor to visit your store and to 
offer helpful criticism. That is really what 
ails the retail jeweler of today. He lives 
too much within himself. He is perhaps too 
satisfied with himself and his mode of doing 
business. By shunning criticism and failing 
to keep in touch with what others in the 
same business are doing, he is standing still 
or getting into a rut from which it will be 
difficult to extricate him. 

There is another form of co-operation 
which can be given closer attention by most 


of us jewelers to our own benefit. That is 
our attitude toward our customers. This 
form of co-operation is more often called 
service. We are often too prone to see our 
stores from our own attitude alone instead 
of that of our clientele. What are we doing 
to make our stores more inviting to our 
trade? 

Our greatest difficulty today is to bring 
people into our stores. Once in we can 
blame only ourselves if we can’t sell them. 
It is of primary importance, therefore, to 
give our places of business an attractive 
exterior appearance. There are too many 
dingy store fronts today for the good of the 
jewelry industry, particularly the smaller 
stores away from the main thoroughfares. 
Very often the same condition prevails 
within and that is what the prospective cus- 
tomer is led to expect and thus he keeps 
right on going. A coat of paint would work 
wonders on many of these dingy stores and 
actually put real life into them. 

Something more than a clean store front 
is essential to successful business. Too 
little attention is given to window displays 
by the retail jewelry trade as a _ whole. 
After all our windows are our best advertis- 
ing medium since only a few of us can afford 
the luxury of newspaper advertising or 
other forms of advertising in which printer’s 
ink is used. So it behooves us to make our 
windows just as appealing as we know how. 
The displays should be timely and changed 
frequently, if we hope to attract a second 
look from passersby. 

There are some jewelers who will take 
exception to the statement that articles dis- 
played both in windows and show cases 
should be plainly priced. Unless, however, 
a jeweler wishes to enjoy the reputation of 
being an “expensive” store, he can ill-afford 
to consider this suggestion. There is no 
denying the fact that absence of price tags 
suggests a price beyond the purse of the 
average prospective purchaser. As a matter 
of fact the article which strikes the fancy 
of the window-shopper may be quite within 
the reach of the customer but he is 
frightened off by the absence of a price tag. 

It should be the aim of every retail 
jeweler to co-operate with every customer, 
to treat all alike in the desire to render 
service, plus satisfaction. One dissatisfied 
customer means more to you than the loss 
of his business alone, for a customer who 
feels that he has been unjustly treated will 
tell others and probably magnify the in- 
justice that has been done him. It really 
pays to retain the customer’s good will, 
even if in doing so the jeweler sacrifices 
some of his profit. 

In cities, such as Buffalo, where there is 
a cosmopolitan population there has been 
a tendency on the part of some jewelers to 
take the attitude that “anything is good 
enough” for our citizens of foreign extrac- 
tion. Now it is even more necessary to have 
the confidence of this class of customer than 
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of the native born type. The so-called 
foreigner is suspicious of store-keepers 
generally. He has probably been given the 
worst of some transaction at some previous 
time. He should be treated just the same 
as any other customer, given an honest deal. 
He, just like the native American will tell 
others if he has been treated fairly and bring 
you new customers. We have one retail 
jeweler in our city who does business 
almost entirely with the Polish people of our 
great East Side. This man has gained the 
confidence of his customers by treating them 
with utmost fairness, with the result that he 
gets business which should naturally go to 
jewelers of Polish nationality. 

The strides made by installment jewelers 
has caused those doing a strictly cash busi- 
ness considerable concern. What to do to 
combat this situation has long been a prob 
lem. In the first place we should not re 
gard them as competitors. Installment 
houses depend upon two factors, advertising 
on an extensive scale, and cheapness 03 
merchandise, or perhaps the easy terms 
upon which they sell their goods. Service 
enters to only the smallest degree in their 
methods of merchandising and nearly every 
form of trickery is employed to make sales. 
These houses are simply not in the same 
class with reputable cash retailers. 

There is bound to be a reaction in this 
form of merchandising and when it comes 
the jeweler who has built up a reputation 
for reliability and square dealing will reap 
the harvest. Sooner or later people will use 
their heads and discover that they can save 
money and buy better goods by patronizing 
this type of merchant. The idea that persons 
of means patronize installment houses is a 
fallacy. Anyone with a good credit rating 
or who can give satisfactory bank references 
can open a charge account at any reputable 
jewelry store. 

Some jewelers have seen fit to meet the 
installment house by offering “dignified 
credit.” This has been found profitable 
where no undue risks are taken and where 
a substantial payment down is obtained and 
the balance spread over a short period. For 
a cash jeweler, working on a_ legitimate 
margin, cannot hope to offer real values and 
assume credit risks which are absorbed by 
credit houses through their tremendous 
mark-up. 

The chief problem in the jewelry trade 
today is the same that has existed for years, 
that of over-stocking. With the end of the 
year and inventory period we quite often find 
our profits tied up in merchandise, not all 
of it of the saleable variety. The longer 
we retain dead stock the worse for our- 
selves. It is better, as it has often been 
said, to take a loss quickly and now rather 
than to delay and take the loss, only a 
greater one later. 

There is one means of co-operation which 
might be employed by jewelers generally to 
curtail their buying. That is the exchange 
of out-of-date jewelry. Jewelers are too 
prone to rush to their jobber the minute 
they receive an inquiry for some article 
which they have discontinued. By getting 
in touch with a fellow jeweler in the same 
city, the article in question might be pur 
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chased at a very advantageous price. And 
most jewelers have just such “antiques” 
which they would gladly dispose of at any 
price and feel grateful for the opportunity 
of getting rid of them. 

Co-operation has improved the lot of the 
retail jeweler. There are still some evils 
to be eradicated but if we jewelers continue 
to work together in harmony, there is no 
reason why the jewelry trade cannot be 
elevated to the dignified and profitable plane 
in which it belongs. 





Selling Watch Satisfaction 





THE other day I was talking to a friend 

of mine and he said to me, “I had just 
about given up the idea of providing watches 
for my family. My wife was always com- 
plaining that her watch had stopped. The 
boy and the girl never knew what time it 
was by their watches, and even my own 
timepiece seemed to be slipping.” 

“And what changed your mind?” I asked. 

“An advertisement of a jeweler I had 
never patronized. We had always bought 
our watches from one man. He was a good 
friend of mine and he carried a nice line 
and I liked to do business with him. But 
as far as watches went, it was nothing but 
trouble all the time. He always was willing 
to fix things up or to send a watch back 
to the factory, but in the meantime someone 
of the family had to go without a watch. 

“And then I had a circular letter from 
this other jeweler. He asked right off the 
reel whether I ever had any trouble with 
my watch. That got my attention, because 
watches and trouble were almost the same 
word in my family. Then he went on to 
say that any fairly good watch given fairly 
good care ought to keep fairly good time 
all the time. And he said that an excep- 
tionally good watch given exceptionally good 
care should keep perfect time. That sounded 
reasonable and I was interested. 

“He said he had a repair man who was 
a wizard and no watch could fool him. 
There was more in the letter, but it closed 
by saying that people who bought watches 
from him were walking advertisements of 
his watches and the service that went with 
them.” 

“And so you tried out this other jeweler,” 
I suggested, seeing what was coming. 

“Right. I tried him out. First I sent 
my daughter in to see what she could do 
about trading in the watch she had been 
carrying. She came back with a new watch 
for my approval. I approved because it 
looked like a sensible watch, intended to be 
a timepiece and not merely a bit of jewelry. 
‘He told me,’ she said, ‘that the old watch 
was all right for a pretty ornament, but the 
money was all in the case, and anyway it 
was not the right type of watch for all 
round outdoor wear. It got out of order 
too easily—the hair spring or something 
jumps up and catches every time I give 
my .hand a thump on something.’ Well, 
there was more to it, but it all sounded 
reasonable and it agreed with my own ideas, 
only the other jeweler had sold my daughter 
the watch she wanted and this new man 
wouldn’t do that. He told her that if he 
was to guarantee her watch’for use except 
on social occasions when it would get no 
jars or rough treatment, she would have 
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to buy a watch that was suited for all round 
use, and if she took one of the infinitesimal 
affairs no bigger than a ten cent piece, she 
would have to pay a high price to get one 
he could guarantee. 

“That kind of talk was a little different 
from that of our other jeweler who was 
always ready to sell you whatever watch 
you liked and to guarantee it—and keep 
you waiting while he tried to get the guaran- 
tee made good by the factory.” 

“And so you traded watches all around 
the family with this man?” I asked. 

“Well, pretty nearly at that. He helped 
my wife and the boy to pick out new 
watches he said would be satisfactory, and 
they have been, but he told me right off 
that my watch was as good a watch as 
need be and perfectly adapted to my use 
and very likely needed nothing more than 
a little regulating. And that proved to be 
true, for his repair man kept it a few days 
and gave it back running perfectly and it 
hasn’t been touched since, and that cost 
me nothing.” 

“What is the answer?” I wanted to know. 
“Isn’t the other jeweler onto his job?” 

“That’s just it. The other jeweler is 
not onto his job. He is more anxious to 
make a sale than to make sure the buyer 
gets the proper watch. And he is his own 
repair man and either is not good enough 
or else he does not take enough time to be 
right, but returns your watch too soon. I 
hated to take my watch business away from 
that fellow I’ve done business with for so 
long, but I decided it was more than just 
luck that was giving us all the trouble. 


I don’t know whether that account of 
an actual condition is helpful to other 
jewelers or not, but it represents a situa- 
tion. At least it tallies with what a dealer 
told me. He said he had the most trouble 
with the watches he sold to girls of high 
school age. They all want fancy looking 
wrist watches and most of them have seen 
some rich girl wearing an expensive plati- 
num affair that cost a lot of money, and 
they want to get something that looks as 
much as possible like that and they want 
it for about twelve or fifteen dollars. 


The jeweler who is in the business to 
stay—and you don’t find the fly-by-night 
fellows reading THE JEWELERS’ CirCULAR— 
needs to consider more than the momentary 
pleasure of the customer who buys a watch. 
It is not the feeling in the first few weeks 
of possession that influences that customer’s 
attitude toward the seller. It is the service 
the watch gives during subsequent years. 

The woman who buys a watch on looks 
only, against the advice of the man who 
sells it, may be pleased with it for the 
period while it is new, but she is going to 
complain about it later when the novelty 
has worn off, and along with it has gone 
the timekeeping quality. She will not be 
appeased by the fact that she was advised 
against buying that watch. She will claim 
her pound of flesh in the way of adjust- 
ment or exchange allowance. The woman 
who can be induced to buy a watch that 
has timekeeping value, though not quite as 
fancy appearance, is going to live to praise 
her watch and to recommend the jeweler 
who sold it—and she will find quite as 
much pride and pleasure in its early posses- 
sion as that other woman,—F. F. 
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Continuous Retail Jewelry Advertising vs. 
“Seasonal” Advertising 
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NE of the chief criticisms which may be 

offered against the advertising of the 
average retail jeweler is their adherence to 
the policy of “seasonal advertising,” instead 
of continuous advertising. By “seasonal ad- 
vertiser” we mean the jeweler who advertises 
during May and June and then discontinues 
his campaign until November and Decem- 
ber. Naturally these four months are the 
jeweler’s most profitable months. Gradua- 
tions and weddings make May and June sales 
above normal, while Christmas gifts make 
November and December the jeweler’s best 
season, so he feels that he should advertise 
during these months in order to receive his 
share of patronage. 

The big idea in modern merchandising is 
to create a desire for something which the 
buyer hasn’t in mind. This desire cannot 
be created to the fullest extent by seasonal 
advertising. During May and June a wed- 
ding will cause dozens of the bride’s and 
groom’s friends to buy gifts from their local 
jeweler even though he advertises in a very 
small way. During December every person 
is full of the Christmas spirit. Lists of gifts 
for members of the family and friends are 
made out and the jewelers each get their 
share of the business. They would get some 
business if they failed to advertise even in a 
small way. After these two good seasons, 
sales in. many jewelry stores decrease and 
business becomes dull. The average jeweler 
is not at all surprised at this, for business 
has always been dull during these off sea- 
sons. He always expects low sales in Janu- 
ary, February, March and April and in July, 
August, September and October. So, many 
jewelers continue doing business year after 
year on four months’ good business and 
eight months’ poor business. 

The thinking jeweler is seeking a remedy 
for these conditions, for his overhead is just 
as heavy during dull months as good months; 
his sales force must be kept intact, and his 
delivery and accounting departments are just 
as expensive as during May and June, No- 
vember and December. Many jewelers have 
found the remedy in continuous advertising. 
For by advertising continuously in the news- 
papers, by direct letter or in street cars, or 
bill boards or other forms, the firm is keep- 
ing its name before the public. By keeping 
his name before the public and by the use of 
good, sound, “reason why” copy in the news- 
papers persistently the jeweler will create 
a demand for his merchandise every month 
in the year instead of for only four months. 

The buying public is very fickle and soon 
forgets the merchant who fails to advertise. 
Just as the continual dripping of water soon 
makes an impression on the hardest stone so 
will continued advertising impress the pub- 
lic with the fact that the advertised store is 
the logical place to purchase the merchandise 
which they desire. 





Many years ago the big national adver- 
tisers over the country realized the import- 
ance of continuous advertising. Hundreds 
of products are being advertised continuously 
in the national periodicals, on the bill boards 
and in the newspapers. They do not ad- 
vertise by seasons; their publicity is at work 
every month in the year. The hundreds of 
thousands of dollars which are spent by these 
firms have made their products so well known 
that their sales run into the millions of dol- 
lars each year. Why does Wrigley’s spear- 
mint gum enjoy a greater volume of sales 
than any other chewing gum? Why do thou- 
sands of people use Ivory soap in preference 
to other soaps? There are doubtless many 
other brands of chewing gum which give 
their users as much enjoyment as Wrigley’s 
spearmint. There are other soaps which 
contain nearly the same ingredients as Ivory 
soap. There can be only one solution to the 
preference the buying public shows for these 
brands. They have seen them advertised 
so continuously, and their good qualities have 
become so firmly fixed in their minds that 
they do not realize there is any other brand 
to call for. Their policy of continually ad- 
vertising has embedded the idea of their 
superiority into the minds of their purchasers 
so forcibly that other products cannot enjoy 
the same volume of sales. 

The average jeweler can learn an im- 
portant lesson from the experience of these 
concerns. He, too, can advertise his dia- 
monds, or watches, or silverware so con- 
tinuously and persistently that the buying 
public will immediately think of his store 
whenever they want a diamond, watch or 
silverware and will come to him for it. His 
advertising can offer such good reasons for 
purchasing his merchandise that new sales 
will be created and customers who had never 
before thought of buying a diamond or 
other article will be induced to purchase 
one. This continuous advertising will even- 
tually make the dull seasons produce more 
business and instead of losing money during 
these periods or being satisfied with only 
a very small volume of sales, his sales will 
increase steadily. By continually plugging 
away with good advertising copy the retail 
jeweler is certain to increase his volume 
of sales. But he must “keep at it.” 

Suppose Wrigley decided that his sales 
were so great that he could afford to reduce 
his advertising allotment. His advertising 
manager decides that instead of advertising 
every month in the year, they will only ad- 
vertise six months in the year. What would 
be the result? The buying public would 
not be continually reminded of the good- 
ness and desirability of Wrigley’s gum. The 
name would not be before them continually 
in the papers and magazines or on the bill 
boards. They would soon begin to notice 


the names of Wrigley’s competitors, they 


would try out their chewing gum and pos- 
sibly would receive as much pleasure from 
using it. The name of Wrigleys would 
soon be forgotten, their sales would fall off 
and they would lose thousands of dollars 
annually. 

A story is told of the advertising ex- 
perience of the managers of St. Jacobs Oil. 
This concern was fortunate in having at its 
head a progressive ‘man who foresaw the 
benefits of advertising. He spent sums of 
money annually in the newspapers and ma- 
gazines with the result that millions of 
bottles of this oil were sold annually. St. 
Jacobs Oil was a by word in thousands 
of homes all over the world. After his 
death, his widow, who now owned the con- 
trolling interest in the concern, consulted 
her lawyer regarding “the useless waste of 
money spent by the firm in advertising a 
product which was so well known” and he 
advised her to discontinue the advertising 
allotment usually spent on publicity. A 
month or two after its discontinuance the 
sales were practically normal, but soon there 
was a noticeable decrease in the demand. 
At the end of eighteen months the sales had 
fallen off 6624 per cent—only one third of 
its original volume remained of sales. The 
business outlook of the concern was so seri- 
ous that she consulted several business men 
who had been associated with her husband. 
They immediately pointed out her mistake 
of discontinuing the advertising campaign. 
She reluctantly consented to try out another 
campaign. The new campaign gradually 
built up the prestige and sales of St. Jacobs 
oil. But it took several years of persistent 
advertising before the volume of sales was 
the same as when the advertising was dis- 
continued. 

So to receive the maximum result from 
any advertising the concern must advertise 
continuously and persistently. The jeweler 
who advertises during May and June and 
then does not advertise until November or 
December gives the buying public four 
months to forget his store and the goods he 
is selling. And the public can be easily 
attracted to his competitors during the peri- 
ods which he allows to lapse between ad- 
vertising campaigns. 

A concrete case of the value of persistent 
advertising of jewelry is contained in the 
experience of an established southern firm 
of jewelers. Several years ago this firm 
was using a small amount of space in the 
daily papers of their city. This concern 
while one of the oldest retail jewelry firms 
in the south was not a large one. Its ad- 
vertising was seasonal. Space was used in 
May and June, November and December. 
While this method of advertising produced 
a certain amount of results, still they did not 
believe that they were getting maximum re- 
sults. After a consultation between the 
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members of the firm they decided that the one 
big idea in modern merchandising was to 
create a desire for something that the buyer 
hasn’t in mind. That they should have 
their name before the public continually so 
when the psychological moment arrived the 
buyer would immediately think of their store 
as the logical place to buy. They decided 
that in order to create a continuous desire 
for their diamonds, watches and silverware 
that seasonal advertising must be discon- 
tinued. A policy of advertising continuously 
through the dull months as well as good 
monhts was adopted. This plan in a short 
while began to show results. Instead of 
January, February, March, July, August and 
September being dull months as they had 
always been in the past, business began to 
increase. They soon found that the public 
was buying diamonds and silverware in the 
dull months the same as in the good months. 
They discovered that instead of losing money 
during July and August, the results of their 
advertising had placed a substantial profit 
on their books. 

This plan has been so successful that the 
advertising budget has been increased each 
year. This firm uses smaller advertisments 
during the dull months, ranging from two 
columns by five and a half inches to three 
columns by seven inches. But they are in 
the papers every day during these months. 
During May and June, November and De- 
cember the size of their advertisements range 
from three columns by eight inches to five 
columns by 20 inches. Much attention is 
given to borders and plenty of white space 
is used. The volume of business of this 
firm has increased rapidly and they feel that 
their growth is due in a very large measure 
to the policy of continuous advertising 
adopted several years ago. 

Any jeweler who will be persistent in 
placing his message before the public will 
get results. Of course he must have co- 
operation from his sales force, who must 
be courteous and of pleasing appearance. 
His store must be inviting and his windows 
—which are really the eyes of his business 
—must be changed frequently and made so 
attractive that prospective customers will be 
induced to enter his store to inquire for 
goods they may want to buy. His windows 
should link up with the advertisements he 
is using in the papers. If he is featuring 
silver, a window of silver should be used 
and if possible a cut of his advertisement 
on silver neatly framed and placed in the 
window. The same rule applies if he is 
advertising watches, china, diamonds or 
other merchandise. 

Above all, keep eternally plugging away 
at the public. Tell them what you have and 
why they should buy it from you. Don’t 
let up. Advertise your merchandise through 
the dull months as well as through the 
months of plenty. Don’t let an opportunity 
escape to attract favorable attention to your 
store and you will be surprised at your in- 
creased sales and profits during the off 
season. Whenever all the jewelers of our 
good old U. S. A. awaken to the necessity 
of continuous publicity, verily the millenium 
of retail jewelry advertising will then be at 
hand. 
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The Editorial in Advertising 


OU are doubtless advertising the 
quality and price of your jewelry 
merchandise, but how often does your ad- 
vertising reflect the definite personality of 
the store? 

The style of any advertisement tells a 
little about the store. For instance, in Los 
Angeles the jewelry advertisements in the 
newspapers fall into two distinct classes,— 
the dignified, reserved and artistic and the 
clutiered, bargain-baiting, and _ inartistic. 
While these reveal the class of the store, 
neither type of advertising has sufficient 
personality. 

A recent article in THE JEWELERS’ CiRCU- 
LAR stated that the public does not know 
half enough about jewelry. Neither does it 
know half enough about your store and all 
that it represents. To convey this needed 
information both about. jewelry and _ store 
personality the editorial is the ideal medium. 

Not long ago a large department store 
in the city of Los Angeles was taken over by 
the May Co. To meeand I am sure to 
many others the new acquisition had no par- 
ticular personality. I knew nothing of its 
ideals, its business policy, or its organiza- 
tion. It was so big and spacious and effi- 
cient, that not a glimmer of warm, human 
personality seemed to emanate from the 
store or its advertising. Its regular cus- 
tomers may have felt differently, but my 
attitude was that of an outsider,—a _ pros- 
pective customer. After the May Co. had 
made many building changes and_ other 
changes, there came into its daily advertis- 
ing the delightful editorials of David May. 
That department store is no longer an 
immense, vague institution to me and other 
Los Angeles readers and shoppers, for it 
has become definitely stamped with a living, 
striking personality through the power of 
daily editorials. 

The jeweler who is advertising daily or 
even weekly would surely profit by the plan 
of the editorial, using beneath it a few para- 
graphs pertaining to specific jewelry he 
wishes to mention. If you can’t see for 
yourself the interesting things about your 
store that are worth writing about in edi- 
torials get some outsider to look around and 
tell you various items that would furnish 
ideas. In addition to calling attention to 
things which Jend personality to your store 
you can use the special holiday occasions for 
“timely” comments which become an ex- 
pression of your store. Local events of 
importance may also provide editorial ma- 
terial. Consider, for instance, this: 


WELCOME, GOLFERS 


The recent $10,000 Golf Tourna- 
ment here focused upon Los Angeles 
the eyes of the golfing world. Not 
alone did it impress upon lovers of 
the grand old game what a beautiful 
land of sunshine we out here live in, 
but it helped a lot to kill off that old 
tradition that golf is a game for old 
men, fat and bald. Nearly every entry 
was in his twenties. 

We've a particularly warm spot in 
our hearts for golfers, here at the 
May Co. And not just because we 
supply every golfing need. There is 
a professional on duty in our sports 
department all the time, and golfing 
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fans are welcome to instruction with- 
out charge. Golfers are generally 
men—and women, too,—of alertness, 
understanding, even temper. It is a 
pleasure to do business with them, 
and a pleasure to know them. They 
are welcome here always, whether 
they buy anything or not, and I think 
they'll find our driving range a splen- 
did test of their power—Davin May. 


Such an editorial would be equally appro- 
priate to a jewelry store with mention of 
suitable jewelry for the golfer, and leather 
novelties for keeping score at the game, etc. 
Such an editorial would go a long ways 
towards winning the heart of a golfer and 
releasing his purse strings! Your city may 
not be having a golf tournament but a 
tournament for some other sport. Make the 
most oi it in your advertising. 

Some of the earliest of these editorials 
told interesting facts about the store,—the 
amount of twine and cartons used, and a lot 
of rather amazing figures, but the best edi- 
torials have been an expression of ideals 
with quotations from great men, and perti- 
nent incidents used to illustrate the subject 
under discussion. I have before me a col- 
lection of these delightful editorials with 


such titles as, “Decision,” “The Thrifty 
Shopper,” “The Child Is Father of the 
Man,” “Give and Take,” “Dreams and 


Action,” “Attainment,” “The Hour Glass,” 
etc. 

One by one these editorials which rarely 
mention merchandise are building up that 
important, but elusive thing known as Per- 
sonality and making for the big department 
store warmly human. 

Other Los Angeles stores have at various 
times used the editorial in advertising. I 
can remember with pleasure the splendid 
editorials of Barker Bros. furniture store 
written by W. A. Barker and Chas. H. 
Barker, and also the editorial comments of 
B. H. Dyas, of The Ville. 

I know of a jewelry store that has a series 
of unusual pictures painted on its walls, that 
are of sufficient beauty and novelty to be 
worth mentioning. Two jewelry stores in 
my vicinity have unique delivery autos that 
are excellent subjects to talk about in the 
editorial. An unusual sale, a letter of ap- 
preciation, some human little incident of 
business,—all are things that can be woven 
into advertising editorials that. make the 
general public acquainted with your store in 
all its interesting features. The editorial 
creates a friendly interest that no amount 
of special sales and descriptive advertising 
can arouse. 

The editorial requires more planning and 
thinking than the average advertisement, but 
the results are worth the extra efforts. 

When the national advertising campaign 
starts the public will know more about 
jewelry,—in the meantime let the public in 
your locality know more about your store 
and your personality that stamps the store 
as distinctive from others! Talk to your 
present and future customers through the 
means of editorials—M. .H...A. 








He: I see you girls are now wearing 
stockings to cover your knees. 

She: Can hardly recognize the old joints, 
eh?—Texas Ranger. 
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Sterling Silver 


Belt Buckles— 











Sterling Silver 


designed, made, finished 


Beauty of finish, artistry of design, high- 
est excellence in materials, supreme dura- 
bility—these are your sales points in sell- 
ing the renowned Wadsworth Watch Case. 


And every one of these points you can 
emphasize, in selling the new Wadsworth 
Belt Buckle. 


Wadsworth Belt Buckles are made in 
14 kt. white or green gold filled, or in 
sterling silver—entirely unique and dis- 
tinct from any other buckle ever produced! 
They are designed by the same artists and 
fashioned by the same skilled craftsmen 
as Wadsworth Watch Cases. In materials, 
workmanship, and design, they are in every 
respect the equals of those celebrated 
Cases. 

You have probably noticed already the 
national advertising in the Saturday Eve- 


like Wadsworth Watch Cases! 


ning Post and other leading magazines, 
urging every worthwhile family in your 
community to select the new Wadsworth 
Belt Buckles from you. 

The prices to your customers as shown 
below, have been carefully figured to as- 
sure you a ready sale at an exceptionally 
fine profit. 

See the new Wadsworth Belt Buckles 
at your wholesaler’s. Call on him now— 
while all the styles, designs, and materials 
are available. Every day you wait is a 
day’s opportunity lost! 


The Wadsworth Watch Case Company 
“Case Makers for the Leading Watch Movements” 
Dayton, Kentucky 


Offices: New York, 20 W. 47th St. Chicago, 35 E. Wacker 
Drive (Jewelers’ Building). San Francisco, 150 Post St. 





White Gold-filled— 


ee Tee $9.00 to $12.00 
BNE ob sesussesees 15.00 to 20.00 





ADVERTISED RETAIL PRICES 


Sterling Silver— 


ee $2.50 to $7.00 
OS i ksh wwid gies eee 5.00 to 12.00 
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How Can We Get New Recruits 
to the Watch Industry 











Address Delivered by J. P. Stevens, Atlanta, Georgia, Second Vice-President Horological Institute 
of America, Before the Recent Convention of the Georgia Retail Jewelers’ Association 
Held in Atlanta, Ga. 














HEN your worthy president requested 

me several days ago to talk before this 
meeting upon the subject of “What induce- 
ment can we offer for recruiting the ranks 
of our fast disappearing watchmakers?” I 
felt that this problem was so involved that 
uo one could offer a solution. I therefore 
replied that he had given me a nut that was 
too hard to crack—indeed, I could not 
undertake to do it, but upon further reflec- 
tion decided that I would make an effort 
to present some ideas covering this subject. 
I think that we all realize that we are facing 
revolutionary changes in our economic life 
from the old regime which -has existed for 
so many generations, in our domestic lives 
as well as our commercial and industrial 
lives, old standards have been swept aside 
and we see a new order of things in effect 
which present new problems for our con- 
sideration and to which we find it hard to 
adapt ourselves. 


You will all agree that the watch repair- 
ing department in every jewelry store, 
whether it is a profitable one or not, is and 
will continue to be a most important factor 
through which the jeweler obtains the con- 
fidence of the public. Abolish this depart- 
ment today, and tomorrow you would have 
to deal with many customers who would 
be antagonized, feeling that you had with- 
drawn from them a service which cannot be 
dissociated from your duty to the public 
and your business would be injured to that 
extent. 

Now, gentlemen, we are really beginning 
to face this crisis. Some of you are so 
situated personally that you may not feel 
it now, but there are others who experience 
difficulty in getting good watchmakers and 
this trouble will increase as time goes on. 

I am not disposed to be a pessimist—we 
are dealing with a condition and not a theory 
and I will point out three primary causes 
which are leading to this effect. One, of 
course, is the passing out of the old well- 
trained watchmaker who received his early 
experience under competent instruction. 


Another is, the obstacles which prevent the 


training of young men under modern con- 
ditions. The third is the apparently superior 
financial attractions of other lines of work. 

The good old reliable watchmaker, the 
man who served his apprenticeship under 
skilled direction or who went through a 
watch factory experience or both; the man 
who was taught the principles of horological 
science and knows not only how to do things, 
but why he does them, is having his ranks 
thinned out by “Father Time.” 

He learned his business at a period when 
fathers paid watchmakers to teach their 
boys and when thorough ability was de- 
manded before he finished his apprentice- 
ship—but he is passing. 

The boy of today has difficulty in obtain- 
ing a knowledge of our business because most 
of them are unwilling to go through a 
‘period of training of four or five years and 
watchmakers are unwilling to take boys for 
instruction because the demand for expert 
service is so great now that no salaried man 
can afford to stop his‘ work in order to 
instruct boys. 


We then must resort to the modern way 
of obtaining this instruction and there are 
reasons why this method is even superior 
to the old apprenticeship system—lI refer to 
the thoroughly equipped and well directed 
horological school. There are not less than 
ten of these schools in the United States 
and most of the older ones are well equipped 
to furnish a thorough education in watch 
repairing. I have visited some of them, 
examined their curricula, talked with their 
teachers who are usually men of large ex- 
perience and inspected their mechanical out- 
fits as well as their objective studies by 
charts and measuring instruments and I am 
convinced that a boy can learn more in less 
time and gain more profitable experience at 
these schools than he could have done under 
the old regime. , 

When I was at the bench we were ex- 
pected to serve five years’ apprenticeship but 
I believe that a three years’ course at a good 
horological school is worth more to a boy 
than the old method, for under. the old. sys- 


tem a boy had the risk of being apprenticed 
to a man who himself may not have been 
well instructed or he might have cranky 
ways of doing things, which, of course, the 
boy was expected to follow and thus the 
boy would learn to do many things the wrong 
way. ! 

In the schcol the boy is instructed by 
experts in different departments and he 
learns the best methods of acquiring manual 
dexterity and correctly diagnosing his 
prospective job. 

But here again the doy of today comes 
against his obstacles. Most of these boys 
have parents who are only in moderate 
circumstances and are unable to pay the 
expenses of board and tuition at school for 
three years. Now, as to the means of ac- 
complishing this I will speak of a little 
later. 


Another obstacle is the unwillingness of 
a young man to learn our occupation be- 
cause he cannot get high wages at the start. 
I don’t know why he feels this way about 
it because he is willing to go without -any 
wages at all to become a doctor or a izwyer 
or a preacher—but he does; and, therefore, 
we must consider this phase of the question. 

For the get-rich-quick idea we cannot 
altogether blame them. I am acquainted 
with an establishment -which employs. a 
large number of skilled artisans and they 
find it necessary to instruct boys at their 
own expense. Their scale of prices is $9 
per week for the first six months when the 
boy does practically nothing but look on. 
The second six months the scale is $12 
per week when the boy can do a few simple 
things, and after that his wages are raised 
to $15, then $21 per week at arbitrary 
intervals according to the aptitude which the 
boy displays. Ultimately it is possible for 
him to earn from $50 to $75 per week. But 
see what happened lately in the experience 
of this establishment : 


A boy had taken a position and had 
worked three months at $9 per week when 
some bricklayer offered to teach him his 
occupation. He immediately gave up the 
chance of becoming a skilled artisan and 
after a few weeks practice received the 
wages of a regular bricklayer. It is nseless 
for me to say how much this was because 
everybody knows how much the bricklayer 
gets now. How we can meet such a con- 
tingency I will speak of later. 

For the purpose of discovering motives, 
it would be advantageous for us at this 


moment to become retrospective and fass 
“briefly before our minds eye what stimuli 


-attracted.men to the vocation of watchmaker 
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Dixon’s Assay Sand Crucibles and Clay Refractories 
(J-50 Formula) 


Have been found to be superior to all others. They cost a bit more than do some other makes, but 
have been found to be well worth the slightly higher first cost. 
For silver and gold they are safe in every way. For enamel they will not discolor. 


Write us for prices—Dept. 77-A 


JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City Dad Established 1827 Dead New Jersey 


CUPELS SCORIFIER 





GOLD 
MELTING 
SCORIFIERS | FURNACE 

















c= 7 
—Netallurgists 
Orrice ann Works, 119 West TUPPER STREES 

BUFFALO, N.Y. U.S.A. 





Refiners 


Gold Y the spirit of Lincoln 


and Roosevelt our work- 


Silver day is guided. 
Platinum RESULT: White Golds _ that 


stand the test of time. Returns 
on Refining that show progressive 
methods. 


We'd like to prove our ability to serve 
you. Sending for our pri-e list is a 


quick and easy way to start getting 
HAN DY @ H ARM AN together. 


Falton 2 Gold Sts., Bridgepert, 
New York City Conn. 
425 Richmond St., Providence, R. I. 


SHIP TO ANY ONE OF OUR THREE PLANTS Golden Rule Refiners-Since 19/2 
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in the early days of the industry, as com- 
pared with today. 

In reading the history of orology we find 
that between the years ©: 2480, when the 
old verge escapement was invented, no other 
escapement was used until 1695; that 1s, for 
over two hundred years, or until the cylinder 
escapement was invented there was little 
advancement in watchmaking. The duplex 
escapement was invented in 1724, tne tever 
in 1765 and the Chronometer in 1795, but 
watchmaking remained in the hands of in- 
dividuals and there was no co operative 
effort until the English Government, soon 
after the last mentioned date, offered prizes 
for a time-keeping instrument sufficien'ly 
accurate to be used on ships to obtain a 
basis for making correct longitude cal- 
culations. 

These prizes, amounting to $100,000, were 
won by John Harrison in 1740 and gave a 
tremendous impetus to watchmaking. 
Watchmakers like Harrison Earnshaw, 
Huygens and others, some of whom were 
astronomers as well as watchmakers, were 


made Fellows of the Reyal Society and 
members of the French Academy of 
Sciences. 


Thus the practice of horology took a 
high position. Royalty paid from $3,000 
to $9,000 each for small and complicated 
watches so that good watchmakers were not 
only well paid but succeeded in attaining 
high social recognition and the vocation of 
watchmaking became an enviable profession. 
However, when watchmaking became a 
regularly established industry this work 
became classified among the trades. 

The watchmaker allowed himself to drift 
under this category instead of displaying 
that initiative which would maintain his 
occupation as a worker in the field of 
scientific accomplishment. 

I hold that a man who understands the 
science of horology fundamentaily and who 
spends years in acquiring his knowledge of 
mechanics as well as the laws of physics 
as applied to his work, has earned ior him- 
self the distinction to rank among profes- 
sional men. 

Now, gentlemen, it is just this point that 
I wish to bring out. That the watchmaker 
has the possibility of placing himself upon 
an entirely different plane of activity from 
bricklaying, carpenter’s work or plumbing 
and he shouid be so recognized in the com- 
munity in which he is living and that it is 
his own fault if he does not attain this 
position. Not only is he entitled to recog- 
nition on account of his profession but every 
watchmaker is a potential prominent busi- 
ness man. 

Every boy who goes to the bench has a 
chance of working himself up until he goes 
into business for himself as a merchant and 
he there can acquire such importance as to 
be distinguished among his fellow men. It 
has been done in every city in this country. 
Boys who have educated themselves and dis- 
played sufficient initiative to impress their 
‘personalities upon their surroundings can 
reach an enviable position in life through 
the jewelry business. 

In presenting this background to the 
prospective watchmaker I am not digressing 
from the theme which the title of this paper 
bears, for it has a close relation to what 
inducements we can offer to obtain recruits 
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to the ranks of fast disappearing watch- 
makers. 

In the first place, how the young man can 
be induced depends entirely upon the atti- 
tude which the jeweler himself assumes. He 
can show the prospective apprentice that 
the importance which he may assume in the 
community carries with it a large value and 
great financial possibilities in addition to his 
wages during apprenticeship and that while 
such wages may not be as generous as those 
paid bricklaying, carpenter’s work or plumb- 
ing he must remember that people doing 
this outdoor work, on account of un- 
favorable weather and lost time between 
jobs, lose on an average about one-third of 
their time and after all the salary is not so 
high as it looks to be. 

Now, we will suppose that the jeweier 
has come to an agreement with the prospec- 
tive apprentice and he himself expects to 
teach him. 

He must remember that the day has 
passed when the apprentice must sweep up 
the floor and run errands, the young man 
of today takes a higher stand in his sur- 
roundings than in the old days, he feels 
that he is employed to learn a profession 
and realize the favorable conditions which 
you presented to him. 

He should be encouraged by compliment- 
ing his work when he does it well and his 
ambition should be stimulated in every way 
possible. 

In my own experience many years ago 
I found that the giving of prizes was a 
tremendous stimulus. After your apprentice 
has learned lathe work sufficiently, lay be- 
fore him a well made balance staff and tell 
him that as soon as he can make one like it 
you will give him a five-dollar gold piece, or, 
when he can take out a mainspring and 
put it back without crowning it you will 
give him a lesser sum, or, when he can 
replace a broken jewel without defacing 
the setting or the screw heads, you will have 
another prize for him. You will be sur- 
prised what an immediate effect will follow 
such a plan. The boy will try his utmost 
and you will gain very much more through 
good work which he does than the value of 
the prizes. 

We will now address ourselves to the 
situation where the proprietor of a jewelry 
store is too busy and his workman’s time 
is too valuable to be interrupted by teaching 
a boy. This proprietor has perhaps already 
felt what the scarcity of good watchmakers 
mean to him and he knows that under 
present conditions this situation is daily 
getting worse, but what is he willing to 
do to bring about a better state of affairs? 

Gentlemen, the jewelers of today are too 
apathetic about keeping up with the 
tendencies of the times. Merchants in other 
lines of business suffer from this same 
shortage of competent help and they co- 
operate in sustaining schools of their own. 

Large industrial plants operate schools in 
their plants at their own expense rather 
than have no recruits to the ranks of their 
workmen. 

The jeweler has a chance of recruiting 
the ranks of watchmakers at far less cost 
than trying to operate his own schoo:. Does 
he take advantage of it? As far as my 
information goes, I will say that he does 
not. 
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Every jewelry house doing a business of 
as much as $30,000 to $40,000 per annum 
can afford to sustain one scholarship at a 
good horological school where a boy is 
taught better than he can be at home. This 
is not altruism, it is plain business and will 
come back to the jeweler in time. 

Of recent years there has been a great 
awakening of conscience as to what a good 
citizen’s duty is to his environment; the 
success of many great “drives” is testimony 
to this fact and no doubt jewelers contribute 
to these purposes but would it not be good 
policy for the jeweler to help present and 
future generations, those who deserve and 
are struggling to obtain a better knowledge 
of that business which is the jeweler’s own 
life work? We cannot pass through this 
world in insular contentment and fail to 
help those who are less fortunate than our- 
selves. We cannot reap without sowing. 
Take some deserving. young man _ of 
mechancal turn of mind and give him a 
full course at a horological school, which 
can be paid for in instalments—do some- 
thing for the betterment of your own voca- 
tion and the consciousness of having done a 
good deed will many times repay you. I 
have discussed two methods of building up 
a supply of good watchmakers to the 
jewelers of this country. If my ideas make 
an appeal to you I will be very much 
gratified, at any rate let us all think about it. 





Why Should Watchmakers Be 
Certified? 


WASHINGTON, D. C., July 21, 1926. 
Editor, THE JEWELERS’ CIRCULAR: 

Dear Sir :—The Athenians did not get rid 
of a condition when they made Socrates die. 

From a number of communications, a few 
of them criticisms, that have reached my 
desk, I am of the opinion that some watch- 
rakers and jewelers do not understand the 
motives of the MHorological Institute of 
America. 

There never has been any thought on the 
part of those who organized the Institute 
of reflecting on any competent watchmaker 
or forcing anyene to become certified. 

The reverse side of the shield is the im- 
portant one to be considered. There have 
been and there are a great many men in 
the trade who are not competent workmen. 
The late Webb C. Ball who was interested 
in time service for 30 years, said that it 
Was a very common thing to have a railroad 
man write him complaining that such and 
such a watch inspector had ruined his 
watch. There would have been no need for 
starting the Horological Institute if it had 
not been demonstrated that there were not 
enough good repairmen in the country. 

Unfortunately, democracy is frequently 
suspicious of its strongest men. It is not 
always easy to make the other man under- 
stand that your purposes are unselfish. A 
recent writer has said that the public seems 
to favor the non-certified man whenever its 
attention is called to the matter “and that 
this is in line with the average man’s firm 
belief that over-the-counter-spectacles are 
just as good as those furnished by licensed 
refractionists, only cheaper.” To me this is 
a strange attitude. Does it not show ignor- 





(Continued on page 108) 
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GTENHUBER & LEHRrp, , 


REFINERS and SMELTERS 


Precious Metals 


PLATINUM 


In all Degrees of Hardness 


Works: 


NEWARK, N. J. 
BROOKLYN, N. Y. 


Welded on Gold in all Ratios 
General Office: 
24 JOHN STREET 
NEW YORK 








THOMAS J. 


DEE & co. 


REFINERS 


Let us supply you with 
soft platinum plates, 
solders and wires, also 
5%, 10% and 15%, irid- 
ium platinum. 


Sweeps, 


Polishings, 
Platinum and Plated Scraps. 


MANUFACTURERS | Ss.ccs0e" 


Gold, Silver, 


nanufactu al cre 
en gold- pla te wire 
_ 


in lok, Ke. 
on white wolds 
ae) ads. ee (ee) & DS 


Platinum and White Gold Wedding 


Ring Blanks. 


Mountings. 
Purchasing and Sales Dept.: 


5 So. Wabash Ave. 





Fancy White Gold 


Selections Sent on Re uest. 


CHICAGO 


Refining and Manufacturing Plant: 
317-319 E. Ontario St. 





ALLOYS 


FOR 


ENAMELING 
CASTING — STAMPING 


WHITE and GREEN COLD 


ALL KARATS 
(a special grade ~ ed special purpose) 


SOLDERS TO MATCH 


National Smelting & Refining Corp. 





92 John St, ane! New York 





Gold, Silver 


and 


Platinum 
Refiners and Assayers 


T. B. HAGSTOZ @ SON 
709 Sansom St., Philadelphia 























Established 1845 


10K Solder for 14K Gold 6K Selder fer 10K Gold 


JAMES H. DEDERICK’S SONS, Inc. 


Gold and Silver Sheet and Wire 


Also Silver Solder 
44 GOLD STREET 


NEW YORK 








Assayers— Chemists 
to the Jewelry Industry 


LUCIUS PITKIN, Inc. 


47 Fulton St. New York, N. Y. 
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[Patents Granted by the United States and 
the Registered Trade-Marks.] 








UNITED STATES PATENTS 





Issue of July 20, 1926 


1,592,816. TIME-MEASURING APPARATUS. 
Tamotsu Aox1i and Masuvo Hactwara, Tokyo, 
Japan. Filed July 30, 1924. Serial 729,064, 
and in Japan Feb. 13, 1924. 2 Claims. 

An apparatus for measuring short time, including 

a drum having slits or holes in its periphery, a 








source of light at the center of said drum, means 
to rotate said drum at a predetermined velocity, 
and a fixed arcuate member concentrically arranged 
with respect to said drum and to which a film of 
sensitized material is capable of being attached to 
receive the images of the silts or holes in the peri- 
phery of the drum. 





UNITED STATES TRADE-MARKS 


[The following trade marks have been adjudged 
entitled to registration under the Act of Feb. 20, 
1905, and are published in compliance with Section 
6 of said Act.] 





Issue of July 20, 1926 
Ser. No. 221,492. (CLASS 28. JEWELRY AND 


PRECIOUS-METAL WARE.) MarRATHON 
Company, Attlebcro, Mass. Filed Oct. 9, 1925. 


A 


hn 


Particular description of goods.—Lockets, 
Brooches, Scarf Pins, Link Buttons, Separable Link 
Buttons, Neck Chains, Bracelets, Cigarette Cases, 
Receipt Cases, Pocketknives, Vanity Cases, Belt 
Buckles, and Belt Chains, All Made Either Wholly 
or in Part of Precious Metal or Plated Therewith. 

Cla:ms use since June 1, 1925 


Ser. No. 224,712. , (CLASS 33. GLASSWARE.) 
KontsH1 Kotakupo Company, Inc., New York, 
N. Y. Filed Dec. 15, 1925. 


Particular description of goods.—Watch Crystals. 
Claims use since May, 1925. 
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Ser. No. 229,448. (CLASS 28. JEWELRY AND 

PRECIOUS-METAL WARE.) Cxartes M. Levy 
& Son, New York, N. Y. Filed March 
31, 1926. 

















Particular description of goods.—Articles of 
Jewelry for Personal Wear, Not Including Watches, 
Made of Precious or Semiprecious Metals or a Com- 
bination Thereof. 

Claims use since Feb. 26, 1926. 


Designs 
70,69. FINGER RING OR SIMILAR ARTICLE. 
Tuttus Dinnorsr, New York, N. Y. Filed 





Feh. 10, 1926. Serial 16,478. Term of patent 


7 years. 
70,624, FRATERNITY BADGE. Craig H. 
Ricnty, Birmingham, Mich. Filed May 5, 

















1924. 
years. 


70,599. RING. Samvuet Appison, Bronx, N. Y. 


Serial No. 9,488. Term of patent 3% 





Filed May 29, 1925. 


patent 3% years. 


Serial 13,597. Term of 


CIRCULAR 


107 


70,592. FINGER RING. Wru1ttam BornKESSEL, 
Ridgefield Park, N. J., assignor to the Hamil- 
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burg, Shaw Corporation of New York. Filed 
May 29, 1926. Serial 17,889. Term of patent 
3% years. 

70,594, 
Cranston, 


VANITY ‘CASE. 
Ve Se 


VeRNE M. CAatxIns, 
assignor to Saart Brothers 








Company, a Corporation of Rhode Island. Filed 
June 1, 1926. Serial 17,898. Term of patent 
3% years. 


Trade-Mark Registrations Granted 
Issue of July 20, 1926 


215,633. ARTICLES OF JEWELRY FOR FER- 
SONAL ADORNMENT, NOT INCLUDING 
WATCHES. Cuartes H. SHERMAN, doing 
business as H. D. Merritt & Co., North Attle- 
boro, Mass. 

Filed February 11, 1925. 

LISHED MAY 4, 1926. 


215,639. COMPLETE WATCH BRACELETS. 
Ss. & B. Leperer Co., Providence, R. I. 
Filed Dec. 16, 1925. Serial 224,771. 
LISHED APRIL 27, 1926. 
215,642. FINGER RINGS.  Bristot SEAMLESS 
Rinc Co., New York, N. Y. 
Filed Jan. 11, 1926. Serial 225,764. 
LISHED AFRIL 27, 1926. 
215,650. VANITY BOXES MADE OF OR 
PLATED WITH PRECIOUS METAL. Tue 
Napier Co., Meriden, Conn. 


Serial 209,434. PUB- 


PUB- 


PUB- 


Filed Feb. 26, 1926. Serial 227,845. PUB- 
LISHED APRIL 27, 1926. 
215,658. IMITATION EMERALDS. YokeEtson- 
Cooper, inc., New York. 
Filed Feb. 6, 1926. Serial 226,993. PUB- 


LISHED APRIL 27, 1926. 








J. Henry Chinnery, one of the best known 
residents of Scottville, Mich, and for 30 
years owner of the city’s only jewelry store, 
has announced an auction of his entire 
jewelry and miscellaenous stock beginning 
July 17. Mr. Chinnery’s business career has 


been uninterrupted except for a year and 


a half some 15 years ago when he and Mrs. 
Chinnery went to Oregon and other States 
on the Pacific Coast. He states that his 
plans following the sale are not yet definite. 








Samuel Mazur, Genesee St., clock special- 
ist, spent the past week in New York City 
on business. 

For the benefit of those who have not at- 
tended previous outings at West Falls, it is 
reached via Seneca St., through Orchard 
Park to West Falls, and is within one hour's 
drive of the city. 

George Petersen, of Petersen, Max Co., 
Ellicott Square jobbers, leaves this week 
for a short trip to Gibson’s Landing, Lake 
Keuka, N. Y., one of the beauty spots of 
the Finger Lakes region. 

Incorporation papers were filed by Lewin 
Bros., retail jewelers at 305 Main St., last 
week. The firm is capitalized at $150,000 
and lists the following directors: Harry, 
Sidney, Alfred and Marcus Lewin, all of 
Buffalo. 

Charles G. Oelheim, of Leininger-Oelheim, 
Inc., left Saturday for a 10 day trip to the 
Lake of the Woods, Ont., where he plans to 
inspect some mining properties in which he 
and a number of local business men are 
interested. 

The following out-of-town retail jewelers 
visited the wholesale trade here last week: 
E. B. Skinner, Attica; John A. Stapf, 
Dunkirk; Alexander Cotugno, Niagara 
Falls; George Engel, Springville; C. G. 
3ushnell and Clark Hussey, Gowanda. 

Jack Lewin, member of the firm of Ben 
Lewin & Sons, proprietors of the Warner 
jewelry store at 3 W. Eagle St., received a 
sentence of from two or four years in 
Auburn prison when arraigned before Judge 
F. Bret Thorn in county court on July 20. 
Lewin pleaded guilty to a charge of second 
degree manslaughter. However, he will not 
serve time in jail, as sentence was suspended 
by the court and he was placed on probation. 
Lewin drove a car owned by his cousin, 
Sidney Lewin, which ran down and killed 
Max Specter last April 19. 

Members of the Buffalo Retail Jewelers’ 
Association who attended that organization’s 
regular meeting at the Lafayette Hotel 
Thursday night received a resumé of the 
proceedings of the New York State conven- 
tion at Cooperstown from President Jerome 
A. Scherer, who was delegated to that con- 
clave by the local association. Mr. Scherer 
declared that those who attended felt well 
repaid in hearing some of the best addresses 
ever delivered before a similar gathering. 
Two new members, Stanley A. Dedo, 1026 
Genesee St., and George J. Schlehr, Ken- 
more, were admitted, and because of the fact 
that all the prospective members could not 
be solicited it was decided to extend the 
membership drive for another two months 
and to suspend during that period the regu- 
lar initiation fee. The invitation of the 
Twenty-four Karat Club to the retailers to 
attend the annual outing of the former or- 
ganization at Pipe Creek, West Falls, N. Y., 
on Aug. 4 was accepted and a large attend- 
ance is assured, particularly as the Wednes- 
day afternoon closing will enable the smaller 
jewelers to participate. Those who are 
without means of reaching the West Falls 
resort are asked to get in touch with Roger 
Wellington, at the King & Eisele Co., and 
transportation in other members’ cars will 


THE JEWELERS’ CIRCULAR 


be arranged. Mr. Wellington has empha- 
sized the necessity of knowing by Aug. 2 
at the latest the number who will attend the 
outing. Members are also urged to bring 
their friends. Tickets are $2 per person 
with no charge for children. A chicken din- 
ner will be served at Pipe Creek Inn at 1 :30 
p. M. A program of sports, with suitable 
prizes for the winners, will be held during 
the afternoon, during which refreshments 
will be served. At 6 p. M. a buffet luncheon 
will be served and the evening will be spent 
in dancing for those who so desire. 











D. D. Davis, of Burnette & Johnson, re- 
tail jewelers, is spending a two weeks’ vaca- 
tion at several points on the Gulf of 
Mexico. He is accompanied by his family. 

Mr. and Mrs. Robert Bromberg have as 
their guest Robert Carson, brother of Mrs. 
Bromberg. from Trenton, N. J. While here 
he was entertained by Mr. and Mrs. Brom- 
berg with a buffet supper. 

Business in Birmingham has been rather 
quiet during the past week. But this is the 
dull season of the year here. Industrial and 
building conditions remain good. In fact 
they are the best ever known for this season 
of year. Merchants are anticipating an 
excellent business season this Fall. 








Richmond, Va. 


The Virginia Supreme Court of Appeals 
has awarded David A. Buchanan, trading as 
Buchanan & Son, retail jeweler, of this city, 
a writ of error in a case from the city cir- 
cuit court of Richmond in which Harry 
Ewell, former buyer of diamonds for the 
firm, was awarded judgment of $1,686.71 
against it. This means that the appeal court 
will review the case in due course of time. 
The suit involves an alleged breach of con- 
tract. According to Ewell, Buchanan con- 
tracted to pay him $4,200 for services dur- 
ing 1925, the contract providing that he 
should draw $250 a month and in addition 
should get $1,200 out of the profits of the 
business at the end of the year. On Aug. 
13, 1925, he claims, Buchanan discharged 
him following a dispute over the collection 
of a bill. In his petition for a writ of error, 
Buchanan asserts that Ewell voluntarily 
abandoned his position by walking out of the 
store during the argument and not returning. 

General creditors of the Nowlan Co., re- 
tail jewelers, 317 E. Broad St., petitioned into 
bankruptcy some months ago, will not get 
anything from the estate, according to the 
scheme of distribution prepared by Referee 
Thomas B. Snead which has been forwarded 
to United States Judge Groner at Norfolk 
for his approval. The report shows that the 
tangible personal property of the bankrupt 
was appraised at $5,419.35 and that it was 
sold at public auction for $2,957. Accounts 
receivable totalled approximately $2,000, but 
only $240.32 was realized on them. From 
other sources the trustee collected $290.78, 
making a total of $3,488.10. Administrative 
costs of $222.49 reduced that amount to 
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$3,265.61. Court costs and other charges 
against the estate including $2,300 for rent 
further reduced the amount in hand to $149.- 
55. Of this, Stern & Chumbley, Richmond 
lawyers, are allowed $99.55 for services 
rendered petitioning creditors. E. L. De- 
Raisne, of Richmond, counsel for the bank- 
rupt, is allowed $50, the remainder. 








Why Should Watchmakers Be 
Certified ? 





(Continued from page 105) 


ance? I would like to quote Mr. Ferdinand 
T. Haschka, head watchmaker with Tiffany 
& Co., in his paper on “The Necessity of 
Certifying Watchmakers” at the second 
conference of the Horological Institute. He 
said: “In watch and clock repairing, three 
parties are to be. considered; the person who 
owns the instrument, the jeweler who ac- 
cepts the responsibility for the work done, 
and the watchmaker who executes the re- 
pairs. The first seldom has any means of 
knowing whether the work has been well 
done; he pays the bill and has the trouble, 
if the workmanship is poor. The second 
sometimes does or does not know the quality 
of the workmanship, but he faces the loss, 
if the workmanship is bad and often loses 
the customer, as well. The third is, only in 
rare cases, able to prove his skill, when 
applying for a position, and if incompetent, 
continues along until the complaints of the 
customers force the employer to dispense 
with his services.” Now, 1t would be very 
nice if we couid say that all watchmakers 
are competent. But I am reminded of the 
lady who leit a will in which it was stated 
that nothing but good should be said of her. 
The minister who had charge put it very 
briefly as follows: “She was born with the 
name Creswell, lived in Clerkenwell and 
died in Brightwell.” Now Brightwell was 
a famous English prison! 

There never was a looking glass that told 
a woman she was ugly. 

3ut, the Horological Institute does not 
itself judge the man who is accomplished; 
it simply tells men that it is willing to test 
their efficiency if they are willing to be 
tested. There is no compulsion. If a man 
is satisfied with himself the issue is in the 
end his. He must accept what comes to 
him. But if he knows himself to be com- 
petent he loses nothing by getting the cer- 
tificates of the Institute. One who thinks 
there is any humiliation in such procedure 
simply fails to grasp the purposes and ideals 
of the Institute. It, be sure, is not worry- 
ing about the efficient, but the incompetent 
man. “Good will is the disposition of the 
pleased customer to return to the place 
where he has been well treated.” For in- 
formation about the Institute write Paul 
Moore, secretary, H. I. A. 
National Research Council, 

21st and B Sts., 

Washington, D. C. 








A small amount of jewelry .nd cash were 
stolen one night recently by thieves who 
forced entrance to the Max Werbin’s store, 
10 Washington St., Paterson, N. J. The 
theft was reported to police headquarters. 
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| BUCKINGHAM 


(Grey finish all over) 








A PROVEN SUCCESS 


No Wallace pattern has ever had 
greater success than the Buckingham 
—a splendid seller with sales increas- 
ing steadily. Your stock is not com- 


plete without it. Sample and prices 
sent upon request 


“1835 R.Wallace™ 
Silver Plate 


Sets in a variety of 
combinations from 26 
to 80 pieces are fur- 
nished in beautiful 
Blue Bird Boxes, 
Chests and Trays. 


























37-Piece Set in Blue Bird Box 








No extra charge for the containers 


R. WALLACE & SONS MFG. CO. | Silversmiths Watitncrorp, Conn. 


FOUNDED 1835 
NEW YORK, 411 Fifth Avenue PHILADELPHIA, 1204 Chestnut Street 
CHICAGO, 10 South Wabash Avenue SAN FRANCISCO, 140 Geary Street 
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‘he Order Now ...Your Wholesaler Can Supply You 


The New Duo-Service Tray 


ALL IN ONE 


CONTAINER AND SERVING TRAY... 





S1MPLY by removing the velvet rack, this very 
practical new container for the popular 29 piece set of 
Community Flate becomes a beautiful and handy serv- 


ing tray for the home. 


Tue tray reproduces a lovely bit of old Italian 
lace,on a rich deep background. Done in a durable finish, 


it will not mar, nor will heat or water injure it. 


For either window or counter display use, the 
dealer will find this new Duo-Service Tray unusually 


effective in promoting sales. 


FURNISHED IN ANY OF THE 


ATTRACTIVE COMMUNITY PATTERNS 
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